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Send for your FREE 
H&B CATALOGS for 1958 


Louisville Slugger Catalog Louisville Grand Slam Catalog 
Containing complete information and specifica- 


tions, the beautiful 1958 Louisville Slugger Cata- 
log (size 8!/2" x 11%") in full color is now ready 
for distribution. Be sure to get your order in early. 


Also ready for distribution is the Louisville Grand 
Slam Catalog for ‘58. Accurately produced in 
full color and planned for maximum eye appeal 
and easy readability. Size 8!/o" x 11%". 
your copies now. 


HILLERICH & BRADSBY CO., INC., Louisville, Ky., Dept. HA-8 


Reserve 
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HILLERICHE BRADSBY C” GRAND SLAM 
TANG: ‘SS Golf Clubs 
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repeat sales 
with 
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unitorm quality — 


© STRONGER — higher tensile strength, no sand 
holes. 


© TAPER TAPPED —all pipe threads tapered to 
ensure leak-proof joints in every installation. 


© PROTECTED—galvanized fittings zinc plated 
after fabrication for maximum protection of all 
surfaces, including threads. 


© CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 


® ALL CAPITOL FITTINGS MEET FEDERAL 
SPECIFICATIONS 
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PRODUCERS of QUALITY STEEL 





MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT ¢ JANUARY 16, 1958 


“Why did they have to change models?” 


“Tt’s hard enough,” a veteran hardware man Style and calculated obsolescence aside, is 
said to me recently, “to learn the ins and outs there something really vital and important in 
of these mechanical specialty items I sell. Why these annual change-overs? I think there is. 
load me up with all this razzle-dazzle nonsense In all top-flight companies today, there’s a 
of yearly model changes?” continuous revolution going on. Changes are 

There’s enough truth in that gripe to de- being made every day. Not just once a year. 
serve a fair answer. Basic materials and methods of manufacture 

The fact is that there is some “razzle-dazzle are undergoing constant study. And sor 
nonsense” in this business of annual model re — raged riage ye —- Bae 
changes. The dealer does have to absorb a lot rea ” : — re mi : ¥* _— " ie 
of technical goobledegook and weasel-worded they reach the ere Ot eiddibaccntakaraap aig i 
sales pitches meant to disguise the basic in- peur they constitute real caprovenieats in the 
feriority of some products. operation, appearance, and life of the products. 


These improvements are real sales advantages 
“We've done it again!”’ shout some manufac- for vou. 


turers. “This year we’ve put a super rollerskil- 
ter on our machine to make it run twice as 
smooth!” (“Twice as smooth as WHAT?’ 
groans the dealer.) And the shouting is always 
loudest where the quality is lowest. 


I’d like you to take a look, for instance, at 
the new LAWN-BOY ad beginning on Page 59 
of this issue. Unless I’m crazy, that new golden 
color is going to give your sales a real boost. 
The exciting new LAWN-BOY Loafer ought to 
But let’s look at the other side. The reputable catch the public’s eye and imagination, too. 
manufacturer makes yearly model changes, too. (And what a job of engineering that was!) 
Sure, they give you a headache, and sure, I sat in at the birth of many of this year’s 
they’re sometimes more a matter of style than improvements. Dozens were rejected before 
engineering. But that’s the kind of market these were chosen. I know they’ll make a real 
we’re selling in. Style is important. And it contribution to the LAWN-BOY owner’s happi- 
helps create a natural obsolescence that brings ness. And a real contribution to your business— 
a customer back for a new sale. selling. Let me know what you think. 


. Bw 


Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
L A WN © és Oo Y  sehason Sohason ani Evinrude Outboard Motors 


In Canada: LAWN-BOY, Peterborough, Ontario 
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There’s just one sure way to increase file sales 


Stock the most wanted styles 
of the best known files 


MILL BASTARD — 4, 6, 8, 10 and 12 inch, single-cut. For many 
sharpening applications, finishing brass, bronze, steel. Also for lathe 
work and drawfiling. Good general-purpose finishing file. 
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TAPER — SLIM, EXTRA SLIM, DOUBLE EXTRA SLIM — 5, 6 and 
7 inch, single-cut. For sharpening hand saws with 60° angle teeth. 
Can be used for hand and machine filing. 





ROUND SMOOTH DOUBLE-CUT CHAIN SAW—8” x 3/16”, 7/32”, 
1/4”, 9/32”, 5/16” and 3/8”. Smooth, velvety, chatter-free file 
for round-hooded chains. 1/4” generally most popular. 
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FLAT BASTARD — 8, 10 and 12 inch; HALF ROUND BASTARD — 
8, 10 and 12 inch; ROUND BASTARD — 6, 8, 10 and 12 inch. All 
double-cut. For stock removal on metal and other materials where 
finish is not important. For finer finishing, specify same size files in 
Second Cut and Smooth Cut. 
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HALF ROUND WOOD RASPS — 8 and 10 inch. For use on wood 
and other relatively soft substances requiring fast stock removal. 
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HANDY FILE — 8 inch. Single-cut on one side for sharpening and 
smoothing. Double-cut on the other for fast stock removal. Has 


distinctive orange-colored handle shaped to fit the hand. Handle 
also has hang-up hole. 
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ROTARY MOWER — One of the fastest-selling files of all time. 
Designed to sharpen rotary lawn mower blades exclusively. Opens 
a big new file market. Comes in attractive plastic case. Handle has 
convenient hang-up hole. 








These are the styles most customers need. Nicholson and Black Diamond are the brands 
they want. Feature these brands and these styles. Get fastest turnover—and full profit. 
Keep a balanced stock on hand. Order the types you need from your regular wholesale 
distributor. He’ll see that you get fast delivery. = 


eo U.S.A; (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


woe S iy, 
82s, NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND SS 
a 
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ACCO Dog Chain Assortments 
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are year-’round profit makers! 


American Chain makes a vari- 
ety of dog chain assortments, 
both in weldless and welded 
styles, suitable for every cus- 
tomer’s preference. Our popu- 
lar sellers include: 
Assortment No. 2+Contains six 4-ft. Spiralock and 
six 4-ft. Tenso dog leads. Bright or nickel-plated finish. 
Assortment No. 3 - Contains six 4-ft. and six 4%-ft. 
Tenso chains. Bright or nickel-plated finish. 
Assortment No. 4 Contains six 4%-ft. and six 6-ft. 
Tenso chains. Bright or nickel-plated finish. 
Spiralock Assortment: Twelve strong, spiral-twisted 
pattern chains with brightly colored Accolette handles. 
Available in 4% and 6-ft. lengths. Nickel-plated finish. 
Endweided Assortment: Twelve welded chains with 
colored Accolette handles. Available in 4% and 6-ft. 
lengths. Bright zinc finish. 
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Bridgeport, Conn. ® Factories: *York and *Braddock, Pa. 


All above assortments are packed, complete with display 
hanger, one assortment in a carton. 

Here are a few other American Chain items for the 
dog owner; all come to you packed in bright Acco 
cartons for attractive shelf display: Spiralock Dog Stake 
Chain (see illustration) ... Welded and Weldless Halter 
and Dog Chains... Dog Couplers... Kennel and Dog 
Runner Chains, etc. 

Order any of the above assortments and items through 
your American Chain Distributor. He can give you 


prompt service. 
é 


American Chain Division 


AMERICAN CHAIN & CABLE 








* indicates Warehouse Stocks *Portland, Ore., *San Francisco 






an 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, —_ 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 


HARDWARE AGE, JANUARY 16, 1958 














Leonard V. Rowlands Publisher 


EDITORIAL STAFF 


William A. Phair editor 

£. L. Barringer, managing editor 
Kenneth A. Heale, feature editor 
James M. Dixon, associote editor 
Pau! Eisenberg, ossistant editor 

R. C. Rittenhouse, ossistant editor 
William P. Farrell, production editor 
George H. Baker, Washington editor 
Ray M. Stroupe, Washington editor 
Neil R. Regeimbal, Washington editor 
Albert J. Mangin 

“Who Mokes It” Directory editor 
Paul Wooton 

Washington member editorial board 


J. S. Torrey 
Manager, Reader Service 


BUSINESS STAFF 


C. C. Read, advertising manager 
E. J. Sellick, manager, Research Dept. 
Mory K. Dickinson, production monager 


Regional Offices 
Boston 10, Mass. 
John G. Wilcox, 10 High St. 
Telephone: Liberty 2-4460 


New York 17, N. Y. 

C. A. Wardley—W. A. Roos 
100 East 42nd St. 

Telephone: Oxford 7-3400 


Philadelphia 39, Pa. 
J. W. R. Flood, Chestnut & 5éth Sts. 
Telephone: Sherwood 8-2000 


Cleveland 15, Ohio 

W. J. Feddery—W. M. Hart, Jr. 
930 B. F. Keith Bidg. 
Telephone: Superior 1|-2860 


Detroit 38, Mich. 
S. L. J. Mitchell 
15756 Wyoming Ave. 
‘Diamond 1-9810 


Chicago |}, fil. 

Wm. C. Scholefield—Mal M. Whitfield 
360 N. Michigan Ave. 

Telephone: Randolph 6-2166 


San Francisco 3, Cal. 
Frank McKenzie 

1355 Market St. 

Telephone: Underhill !-9737 


Los Angeles 57, Cal. 
L. H. Jackson, 198 S. Alvarado St. 
Telephone: Dunkirk 7-4337 


Tulsa, Okla. 

John W. Sangston 

621 Petroleum Building 
Telephone: LUther 4-1769 


Address mail to: Chestnut & 5éth Sts. 
Philadelphia 39, Pa.: SHerwood 8-2000 


Charter Member 





HARDWARE AGE, JANUARY 16, 1958 






Editorial 


by W. A. Phair 


Loaded with dynamite... 


“What is your sales policy?” 


That sounds like a very simple question, especially when asked 
of a manufacturer. But, believe me, it’s loaded with dynamite. 


Several issues ago in these pages we suggested that it might be 
a good idea if all manufacturers would put their sales policies in 
writing. 


That issue seemed hardly off the press before we began to receive 
mail and phone calls on this subject. From most wholesalers and 
dealers came a loud and fervent, “Amen” to our comments. A number 
of manufacturers wrote that they were also in favor of the idea and 
sent us copies of their published sales policies. 


It is apparent that this whole question has been bubbling violently 
just under the surface. Right now it is beginning to break through. 
When it does finally blow through, I think we’ll see some real fireworks. 


It would seem reasonable to assume that in order to conduct any 
kind of a business, there must be a plan, a policy that guides manage- 
ment in day to day decisions. 


If that be so, then why should it be difficult to get a manufacturer 
to put this policy down on paper? Quite a few manufacturers do 
this; but too many seem to spend a lot of time avoiding doing this. 


It is quite astounding to read some of the experiences reported 
in the letters we received. It’s startling to learn of the firms that 
have permitted business to be lost, rather than put their policies into 
writing. 


One reader told of being called on by a sales manager. The sales 
manager had a good story and the distributor was very much inclined 
to buy the line. He asked the factory sales manager to put into writ- 
ing the policies which he had described to the distributor. But this 
was not done. 


Then, later, the president of the manufacturing firm called and con- 
firmed everything his sales manager had said previously. Again the 
wholesaler asked that this be put into writing. But this has never 
been done and the manufacturer never got the business which he 
practically had in his hand. 


Another distributor sent us a copy of a form he has requested his 
suppliers to compiete. It is concerned primarily with sales policies. 
Only a few suppliers have filled out the form. One of these days, the 
distributor says, he is going to issue an ultimatum: Either fill out 
the form, or we stop buying. 








Editorial 


continued 





The background to this intense interest in sales policies is the growing | 
conviction among wholesalers and retailers that they have been a pats) 


: . - 

for discount houses too long. | 
‘ “g , 
Some manufacturers seem to have used the hardware trade to build up 


national recognition and acceptance and to establish a retail price level. 
Then they permit the discounters to walk in and capitalize on the pioneer- 
ing of the hardware trade. 


There is the belief, and I think there is merit in this opinion, that the 
only reason the discount houses push certain brands is because the hard- 
ware store developed it as a national brand. Now, if the hardware store 
can make a national brand, perhaps they can also break it. And they can 
build up a different brand. 


Here, then, is where the sales policy question comes in. No one proposes 
to tell a manufacturer where he may sell his products. But if he wants 
to exploit the discount houses, then it is equally true that no one can make 
a Wholesaler or retailer carry his line. The hardware trade is simply asking 
that a manufacturer’s policy be stated so that they can adjust themselves 
accordingly. 





A manufacturer's unwillingness to state his policy in writing will, I sus- 
pect, be taken to indicate that the company has no firm policy. 


This is going to be rough on some manufacturers, but it has also been 
very rough on whoiesalers and dealers. No one can blame the hardware 
trade for wanting to defend itself, by all means available, in the rough, 
competitive struggle that is going on today. To do anything less would 
be to invite economic suicide. 


Beware the mote in your eye... 


This inconsistency in sales policy is not something that afflicts only manu- 
facturers. There’s plenty of it among dealers and wholesalers, too. So while 
we’re talking about policies and putting them down in writing, perhaps 
we should also take a look, for example, at the policies of wholesalers. 


For instance: How about a firm, published statement by wholesalers that 
they will refuse to sell anyone but established dealers; that they will make 
no deliveries to blind addresses, permit one-only sales to consumers through 
the city desk? 


How about a firm statement that power tools sold to industrial distributors 
may be distributed only to industrial plants and are not for resale to con- 
sumers? 


How about a firm policy prohibiting purchasing agents from buying 
non-industrial items at wholesale prices for friends? 


In short, while I think that the attention being focused on manufacturers’ 
sales policies is healthy and good for the future of the trade, let’s not for- 
get the possibility of a mote in our own eye. Let’s be sure our own house 
is clean, before we criticize others. 
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» KEY BLANKS 


TOTAL HEIGHT ; 
OF COMPLETE itil > 
UNIT — 34 IN ; : 


seen 


| 


NOW ...a complete 
Key Cutting Dept. in 1 Unit 


This eye-catching, revolving display board with 
Monitor Key Cutting Machine is a sure-fire traffic and 
profit builder. The board holds 126 dozen blanks, each 
hook being clearly marked with number of blank and 
make of lock. 

The Monitor Machine — small, compact with ad- 
justable Key guide and sturdy Key gauge — is de- 
signed specifically to meet the requirements of the 
hardware dealer. This combo is a real money-maker . . . 
your sales from one 7 KBA Assortment more than pays 
for the equipment and gives you a handsome profit to 
boot! 


YOU CAN BUY IT 4 WAYS: 


1. No. 4184CD — Monitor Key Cutting Machine, complete with 

motor; rotary display board; 7 KBA key blank assortment (1 doz. 

each of 102 most popular key blanks). Bench space — 19 in. x 

12 in. 

2. No. 3184 CD — Same as above but without blanks. 

3. No. 9 KBA — Same as 4184CD but without Monitor machine. Unit 
is mounted on four legged stand. Bench space 12 in. x 12 in. 


4. No. 2 RKB — Same as 9 KBA but without blanks. 


If your jobber cannot supply you, 
write us for full information. 
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BY WASHINGTON 


Higher social security tax coming 
your way before the year is over 


You may be paying sharply increased social security 
taxes by the end of the year. 

Many congressmen face re-election next fall. They 
are supporting a proposal to again broaden the social 
security program. It has particular appeal because 
it won’t cost the government money directly. It would 
be popular with voters, as retirement benefits would 
be increased. 

Under the pending plan, sponsored by Rep. Aime 
J. Forand (Dem., R. I.), the present social security 
tax of 21, percent on the first $4200 of annual income, 
paid by both employer and employee, would be raised 
to 2%4 percent on the first $6000 of income next Jan. 1. 

For the self-employed, the present tax of 3%, per- 
cent would go to 4% percent. This legislation would 
cost about $2 billion a year. 


outlook 


Write to your congressmen now and let them know 
how you stand. Do you favor or oppose the higher 
taxes and broader benefits? Consider what the higher 
levies would mean to your business operations and 
hiring policies, and what the plan would mean to you 
when you retire. 


Conflicting reports on high wages, 
unemployment cloud sales forecasts 


Conflicting reports of employment as related to 
potential sales may be making you uncertain about 
what to expect in sales this spring if you are in an 
industrial community. 

On one hand, your newspaper is carrying stories 
about higher wages for labor as contracts come up 
for renewal in 1958. 

Labor is asking for higher wages in new contracts. 

In many cases these demands will be met. 

On the other hand, labor experts are predicting 
that the current unemployed figure of 3.2 million may 
rise as high as 5 million this spring. 

Whether either or both types of forecasts will come 


10 
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true, these forecasts point up the need for extra 
special consideration of business conditions as applied 
to your own neighborhood in the months ahead. 

If laborers in your community negotiate higher 
wage contracts, then you can expect more available 
spending money at the retail level. If unemployment 
increases then you will have to plan your programs 
accordingly. 

It is entirely possible that the trend can contain 
some elements of both types of forecasts. 


outlook 


Don’t be misled by generalizations on employment 
and wages. Employment may dip, but individual 
wages may hit new highs. All this calls for more and 
harder selling promotions. Key staples, realistically 
priced may be your best lines for promotions. 


Good home improvement year seen 
spurring builders’ hardware sales 


An increase of about 6 percent in new home con- 
struction is expected this year. 

There is an indicated rise of about 10 percent in 
home reconditioning. 

These predictions point to a good year for builders’ 
hardware. 

The home fix-up market this year is expected to 
amount to about $9 billion of the total of $19 billion 
that builders figure will be spent. This covers all 
types of repair and maintenance. Commercial building 
repairs and remodeling, a big hardware market, will 
account for another $4 billion. 

Home repair and modernization has climbed from 
$5.7 billion in 1954 to almost $8 billion last year. 


outlook 


Don't overlook any bets in promoting the home 
repair and modernization market. Work with your 
local contract builders as weil as promote the do-it- 
yourself market. Increase your advertising for 
builders’ hardware by at least 3 percent. 


(Continued on page 102) 


HARDWARE AGE, JANUARY 16, 1958 





One of Master’s famed “Secret Service” series . . . combining a 71 
the two most important principles of padlock security: ‘ = PIN-TUMBLER SECURITY 
LAMINATED CASE CONSTRUCTION, stronger than a solid block of steel. ' 
BRASS CYLINDER, PIN-TUMBLER LOCKING MECHANISM, acknowledged 
superior design and construction. See eee | Phesnher branes , 

: | e springs, 
You can offer your customers no finer padlock protection ~ ae whee silver pin Fm 
than a Master “Secret Service.” ; 


AE assure long, trouble-free 
Ask your wholesaler. service. 


Master Jock Company, Milwaukee 45, Wis. (/o7/ dé Largest Padlock Monufactinons 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Many of your customers will be in a better spending position this 
spring than they have been recently. The missiles and electronics 
industries are operating full steam. Steel workers have just gotten 
pay raises of 5¢ an hour, are due for another hike in July. Farmers 
are receiving higher prices for their winter products. It’s up to 
you to create a spending mood. HA Recommendation: Follow the 
lead of the big stores. Promote aggressively. Use price leaders in 
your advertising to lure customers to your store, then trade up. 
Use your credit as a tool for trading up. 





The sporting goods market is booming. Sales this year will be a 
shade under $2 billion, more than three times what they totaled 
only five years ago. Further growth in the market is predicted. 
Reasons: Shorter work weeks, more leisure hours, an increasing 
younger element in the population, more company-sponsored sports 
programs. HA Recommendation: Get your sporting goods depart- 
ment in shape now for the big spring push. Order needed mer- 
chandise now. Tie in sporting goods with your outdoor living 
department. Aim for company-sponsored recreation programs. Call 
local industries, offer to fill their sporting goods needs. 





Watch for a spurt in builders’ hardware sales this spring. New 
home construction is picking up, after sagging for much of last 
year. Recent government actions will spur new housing still further. 
Another stimulant to new home construction is the easing of credit 
making mortgages attractive investments again. HA Recommenda- 
tion: Keep in touch with your local contractors and real estate men 
to know what building plans are in your area. Be prepared to pro- 
mote your builders’ hardware department when spring construction 
gets under way. 





The hardware market grows larger about 12 times a minute. Eight 
babies are born every minute during the day. Four marriages also 
take place every minute of the day. Newlyweds need housewares, 
paints and fix-up items. Parents, friends, and relatives buy toys 
for the babies. HA Recommendation: Aim some of your housewares 
and toy promotions at this market. Promote these lines for year- 
around gift giving—such as birthdays, bridal showers, weddings 
and holidays. 





... turn to p. 152 for more news on how's the hardware business 
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NEW MODELS 
ROTARY - REEL «- ELECTRIC 
ALL 4 CYCLE ENGINES 


POWERFUL NATIONAL 
ADVERTISING 


DEALER SALES 
AIDS 


CO-OPERATIVE 
ADVERTISING 
MATERIAL 


PROTECTED 
PROFITS 
POLICY 


Write, wire or phone today for complete details. 


| STEP AHEAD with PINCOR in 1958! 
PINCOR Power Lawn Mowers « Electric Portable Power Tools + Gasoline Engines - Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Double edge pruning saw 

This pruning saw has an 18 in. 
chrome vanadium steel blade which 
will do fine cutting with one edge 
and heavy work with the other. One 
edge has eight points to the inch for 
small branches. The other is of tut- 
tle booth design for large branches. 
The hardwood handled saw retails 








for $2.95. Seymour Smith & Son, 
Inc. 


For more data circle No. 1 on postcard, p. 111 


Fresh and salt water reel 

This True Temper spinning reel 
is ideal for fresh and light salt 
water fishing. The black finished 
Tru-Spin is heavily chromed to re- 
sist corrosion and holds 225 yd 
of 6 lb test monofilament line. It 
can be operated left or right 
handed. Features fast spool change, 
easy cleaning and lubricating, and 
strong adjustable drag with over- 
size clutch. Also features, cross- 
wind, oscillating spool, built-in click, 


14 





replaceable bronze bearings with 
nylon bushings. Retails for $17.95, 
has 3'4 to 1 gear ratio and weighs 
12 oz. American Tackle & Equip- 
ment Co. 


For more data circle No. 2 on postcard, p. 111 


Slim shaped juice server 
Kitchen motifs in 22K gold dec- 
orate this attractive Pyrex juice 
server-shaker designed especially 
for mixing frozen juices. Capacity 
markings in gold make the mixing 
job easier. The 1 qt unit holds the 





contents of a 6 oz can of juice. 
Retails for 98¢ with stopper. A 
14% qt server holds juice from a 
12 oz can of concentrate. Sells for 
$1.49. Both sizes feature slim de- 
sign and have plastic stoppers. 
Corning Glass Works. 


For more data circle No. 3 on postcard, p. 111 


Self-closing drawer slide 

This K-V self closing, full exten- 
sion drawer slide closes automati- 
cally when the drawer is within 6 
in. of closing. Operates smoothly 
and quietly on nylon rollers. Slide 





is installed with a screwdriver. Fin- 
ished in zinc plate, the slide comes 
in sizes 17, 19, 21, 23, 25 and 27 in. 
Knape & Vogt Mfg. Co. 


For more data circle No. 4 on postcard, p. 111 


Steel topped asbestos mat 


Color conscious housewives will 
want this asbestos backed stove and 
table mat with the new Fruit ’n 
Flowers design that bends into any 
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Want more information on these 
products? Then use free post 


card on page 111. 


in hardware merchandise... 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 











kitchen color scheme. Available in 
sizes 18 x 20 in., 15% x 20 in. and 
7 in. square at prices from 25¢ to 
$1. Ballonoff Metal Products Co. 


For more data circle No. 5 on postcard, p. lll 


Lawn trimmer and edger 


Any lawn owner will want this 
electrically operated dual purpose 
lawn trimmer and edger. The unit 
is safe to operate and features a 
hardened tool steel blade, safety 
clutch mechanism for blade and 
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motor protection, self releasing 
trigger switch, and heavy-duty 3- 
wire safety cord with adaptor. Also 
available is the Trimmer-Boy a 
versatile electric power trimmer. 
Both tools sell for $29.95 each. 
Portable Electric Tools, Ine. 


For more data circle No. 6 on postcard, p. 111 


Rectangular laundry basket 


Busy housewives will be cus- 
tomers for this useful polyethylene 
basket designed especially to fit 
laundry carts. The soft rectangu- 





lar basket won’t buckle when full 
and has a drip-free solid bottom. 
Available in red, yellow, pink, and 
turquoise. Measures 22% in. across 
the top, 161% in. wide, and 12% in. 
deep. It retails for $2.98. Federal 
Tool Corp. 


For more data circle No. 7 on postcard, p. lll 


Lightweight broom rake 


Lightweight, strength, and 
greater flexibility are provided in 
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this Green Thumb broom rake. The 
teeth are formed from continuous 
loops of clock-spring steel instead 
of individual pieces. These loops 
are locked securely in the base plate 
and won’t come loose. Union Fork 
& Hoe Co. 


For more data circle No. 8 on postcard, p. 111 


Portable cellar drainer pump 
Folks with cellar seepage prob- 

lems will be interested in this light- 

weight, portable cellar drainer with 








(Continued on page 108) 
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Want more information on these 
sales aids? Then use free post 
card on page 111. 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Revolving hardware rack 
Shelby Standard carded hardware 
is shown to best advantage on this 
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attention-getting revolving display 
rack. Roto-Rack holds 396 pieces of 
41 different hardware items. The 
four-sided, self service unit comes 
with the hardware assortment. 
Shelby Metal Products Co. 


For more data circle No. 9 on postcard, p. 111 


Action sharpening display 

Your customers who like to test 
it themselves will be intrigued by 
this combination sharpening tool 
and display. This unit invites 
customers to sharpen edged tools 
while in your store. Needed counter 


Charpee ORS FP 


space is just 12 x 8 in. Display 
houses an oil filled silicon carbide 
sharpening stone, two knife 
sharpeners, a can of Pike oil, and 
15 copies of the manufacturer’s 
Hew to Sharpen booklet. Behr- 
Manning Co. 


For more data circle No. 10 on postcard, p. 111 


Higher profit lawn mixtures 
Whitney’s Purpose Pak packag- 
ing helps you sell the higher priced, 
higher profit lawn seed mixtures 
in its line. The display Pak is a 2- 
case shipment of sixteen 1 lb and 
four 5 lb cartons of the three top 


What kind of 
WHITREY bows for yoo! 





mixtures. This display package is 
part of the Lawn for a Purpose 
promotion that emphasizes lawn re- 
sults. A colorful 3-paneled display 
illustrating the three kinds of 
lawns is included in the program. 
Whitney Lawn Seed Co., Ine. 

For more data circle No. 11 on postcard, p. 111 


Brush and roller display 


Here is a sales getting wall or 


island display unit for paint 
brushes and rollers. The 5 ft high 
x 4 ft wide x 18 in. deep unit will 
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brushes, 
roller sets, rollers and a variety of 
covers. The back of this unit is 
made of perforated paneling. A. G. 
Jacobus’ Sons, Ince. 


accommodate any size 


For more data circle No. 12 on postcard, p. 111 


Chain saw maintenance guide 
Chain saw users will find plenty 
of useful information in this 20- 
page manual on how to keep saw, 
chain, bars, and sprockets in top 
working condition. The well il- 
lustrated booklet, called Saw Chain 
Trouble Shooting Guide, is in three 
parts. They are: Preventive main- 

























(Continued on page 140) 











PATTERN! 
PRICE! 

PACKAGING! 
PROMOTION! 


NEW 
PINE CONE -™. 
16 pc. sets ( \ 
from $18.95 \ 


BRIGHT STAR \ 
16 pc. sets \ 
from $10.95 ¢ \ 


FALLING Vk 
LEAVES 
24 pc. sets 
from $9.95 





BALANCE 


16 pc. sets now from $19.95 


(regularly $24.95) a 





















YOU NAME IT... 
WALLACE STAINLESS HAS IT! 


High Fashion Patterns! 

Wallace’s high design standards give 
you the newest, smartest... the 
biggest assortment of best-selling 
patterns in the industry. And rigid 
quality control means order and re- 
order quality never varies—there’s 
perfect uniformity in every piece! 


7 Big Price Lines! 

From top-quality Custom to budget- 
priced Malabar Tin, Wallace has 
best-selling patterns in every price 
range for every customer's purse. 


Stand-out Packaging! 
Everything from attractively 
designed bulk gift boxes to custom 
designed Monogram chests . 
right for every type of display fix- 
ture from bulk bins to the smartest 
showcases! 


Hard-hitting Promotions! 
You get a complete assortment of 


packaged sets! There are 10 differ- 
ent sizes within each price line: any- 


. . just 


where from 4 to 76-piece sets. 
You get super price flexibility within 






IVANHOE 
24 pc. sets 
from $6.50 


SEA SPRITE 
24 pc. sets 
from $5.95 


CRISS 
CROSS 


(Malabar Tin) 
24 pc. sets 
from $2.95 


each line so you can tailor the price 
of every set to the price that’s right 
for your market. And you can vary 
the price with the type of knife you 
select for price promotions that 
really click! 





Visit WALLACE 
JANUARY 16 to 23 
at Booths 196-198 


at the 
CHICAGO HOUSEWARES SHOW 











WUVALLACE 
STAINLESS 


... A Division of Wallace Silversmiths. At Wallingford, Connecticut ... 
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since 1835. 















PARALLEL WHEEL ROTARIES 
model 200-A, 21” cut, 2% h.p. 
model 300-A, 18” cut, 1% h.p. 


14 gauge steel housing @ 
4-wheel finger-tip cutting 
height adjustment (Model 
200-A) @ Remote control 
throttle @ 4-cycle Briggs & 
e Stratton engine 


aw « _." =, = 


STAGGERED WHEEL ROTARIES 
model 800-A, 21” cut, 2% h.p. 
model 900-A, 19” cut, 1% h.p. 


Sturdy cast aluminum hous- 
ing @ 4-wheel finger-tip 
cutting height adjustment 
(Model 800-A) © Remote 
control throttle ¢ 
4-cycle Briggs & 

Stratton engine 


ELECTRIC ROTARY 
model 18-EL, 18” cut 


14 gauge steel housing @ 
Safety clutch ¢ Protec- 
tive overload switch @ 
144 h.p., 1725 RPM West- 
inghouse motor 
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Stop mower hopping... 


Why confuse yourself, your customers, your profit 
picture, by hopping from one line of mowers to 
another? Make sense and make dollars by plan- 
ning your ’58 mower promotion around the 
COMPLETE RUGG LINE. Rugg offers every 
style, a full price range, all the wanted features... 
plus guaranteed quality. Ask your jobber for com- 
plete information, or write direct to Rugg today. 


SELF-PROPELLED ROTARY 
model 700-SP, 21” cut, 2% h.p. 


14 gauge steel housing @ 
Remote controls ¢@ Free 
wheeling @ 4-cycle Briggs & 
Stratton engine 


















REEL POWERED mes 
model 18-A, 18” cut,1.6h.p. 
model 21-A, 21” cut,1.6h.p. 


5 position cutting height 
adjustment (Model 18-A) 
e Automatic re-clutch, 
permanent de-clutch ® 
Automatic heavy load 
take-up @ 4-cycle Briggs 
& Stratton engine 


HAND MOWERS 
model 17-A, 17” cut 
model 16-A, 16” cut 


Model 17-A has mag- 
nesium wheels, Oilite 
bearings, 5 position cut- 
ting height adjustment ¢ 
Model 16-A is a sturdy. 
low-price mower. 


NEW Rugg-Ed RIDER 
model 24-A, full 24” cut 


Exceptionally stable e 
Knee-action front wheels 
cushion bumps ¢ Easy to 
maneuver @ Four for- 
ward speeds, one reverse 
e Foot-controlled blade 
clutch and friction brake 
e Heavy duty 4-cycle 3.5 
h.p. Clinton engine 


COMPANY 







51 Miller St. 
Newark, Ohio 


Your better tomorrows 
grow from Rugg yesterdays 
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An important 


message from 


RUE LEMPER 


FIVE IS ALL YOU NEED... 





TRUE TEMPER HAMMERS 





five basic nail hammers 


cover the entire market 


Here's the hottest news in hammers since 

True Temper introduced the Rocker: all 
you need is five basic grades of hammers and you 
can sell every customer. 

You dont need a complicated assortment of 
hammers. True Temper's basic five cover every 
important grade and every profitable price range 
— you can't lose a hammer sale! 

Sound too good to be true? Let's take a look 
at the facts — 

The hammer business has changed radically in 
just three years. Prior to 1954, five major grades 
of wood-handled hammers covered practically 
the entire market in hardware stores. The two 
top grades accounted for about two-thirds of the 
unit sales, while the three lower grades accounted 
for about one-third. 

Then came the Rocker and Jer Rocker. These 
two hammers revolutionized the business and 
lifted the price ceiling on hammers. They — and 
their imitators — already account for about one- 
third of the market. And they are still climbing 
fast. Sales of the two top-grade wood-handled 


hammers have declined rapidly, and will soon 
account for less than one-tenth of the market. 

At the same time, sales of the three lower 
grades of wood-handled hammers have increased 
until they now cover about half of the market. 

BUT — few hammer inventories have been ad- 
justed to these market changes. (Considering 
major brands only, there are available to the 
market today 90 nail hammers and 47 ripping 
hammers, including all weights and grades. ) 

So here's what True Temper is doing about it — 

Since actual sales statistics and continuing 
trends in the hammer business prove that five 
basic hammer grades will cover virtually the 
entire market, True Temper is recommending a 
basic stock of only five grades. 

These five basic hammers offer you a complete 
line that can cut your inventory . . . speed up 
your turnover . . . boost your hammer profits. 
The facts prove that you can’t miss! 

And — just to put some more frosting on the 
cake — three of these hammers have been vastly 


improved, and have exciting new finishes! 

















TRUE TEMPER ‘‘A”’ SERIES 


ROCKET 


FINEST HAMMER MADE 


The sensation of the industry, and the established 
leader in top-grade hammer sales. This is the 
famous, original ROCKET that revolutionized the 
hammer business — and lifted dealer profits 

to a new high! It's the most imitated hammer in 
the world — but it has never been equaled. 
There is absolutely nothing finer to be had! 


13, 16 and 20 oz. nail hammers; 
16 and 20 oz. rippers. 


$525 


(No. Alé — 16 oz. nail hammer) 


SUGGESTED 
RETAIL 
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TRUE TEMPER ‘‘B”’ sERIES 


Je! ROCKET 


BUILT LIKE THE ROCKET 


The outstanding quality buy. Gives you ROCKET 
features at an eye-opening low price. Runs rings 
around wood-handled hammers (and the steel- 
handled imitations) for design, construction, 
safety, and sales power. This is your best number 2 
hammer — has everything plus price appeal. 


13 and 16 oz. nail hammers; 
16 oz. ripper. 


$A25..0.. 


RETAIL 


(No. B16 — 16 oz. nail hammer) 











GIVE YOU A COMPLETE LINE 





e ee 





ee <a lave JemPeR 








T73 } (F177. tae (010 eae 3-1 = 


EXCELLENT QUALITY- HICKORY HANDLE 


Best value in better quality hickory-handled 

ake lituil-1e Pam molae [tens ti -1-1 Mal -tele Mal tol eiia-leli-teMislg-t— 
ways. Clean, sharp finish. Handle is True Temper's 
finest quality fire-hardened hickory. An 
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sales punch in the middle of your line. 
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7, 13, 16 and 20 oz. nail hammers; 
16 and 20 oz. rippers. 
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RETAIL 
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TRUE TEMPER ‘‘200”’ series 


ALL-NEW UTILITY HAMMER 


Completely restyled with lots of flash and eye 
appeal. It's a popular True Temper grade with 
proved sales volume — and now better than ever 
with its exciting new finish! Your customers will 
welcome a buy like this. A powerhouse of quality 
and value for the number 4 spot in your line. 


7, 13 and 16 oz. nail hammers; 
16 oz. ripper. 


19 \-\- ee 


RETAIL 


(No. 216 — 16 oz. nail hammer) 















GIVE YOU A COMPLETE LINE 


TRUE TEMPER ‘‘300” seRies 


v 
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ALL“NEW COMPETITIVE HAMMER 






This nifty price leader will give a real boost to 
your hammer profits. One look and you know it's 
the best value in low-priced forged hammers. 
Nicely finished, and True Temper-branded. The 
Jim DANDY is a cinch to sell to the most price- 
minded customer. What's more, you've got a 
promotion hammer that nobody can match for 
quality and profits! 
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7 and 16 oz. nail hammers; 
16 oz. ripper. 


$4169 ...... 


RETAIL 


(No. 316 —- 16 oz. nail hammer) 





TRUE TEMPER'S 


— 
give you everything 
Vole mal-\-\omlamal-leeleal-ie 






ROCKET “A” Series vb BP ee 
JET ROCKET 'B" Series 4.25 
FALLS CITY “100” Series *3.50 © 
BRIAR EDGE “200” Series  *2.59 | 


JIM DANDY “300” Series $1.69 


Prices shown are 
suggested retai/ 
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A complete line — competitively priced 


Store-proved best-sellers . — Sales... 
No duds or slow-movers - More Profits... 
Much lower inventory investment . Less Investment... 
Fast, frequent turnover . YOU CAN'T MISS! 
Streamlined hammer department — | ) 

 enaete display, easy to sell - Switch your hammer department now to the 


hottest hammer line in the business. Five basic 
Every hammer branded True Temper 


True Temper grades give you everything you 
Full markup on all models aL-\:1e Ma @lal-Yol Me Zell acticla mellem illmii mel Mell Milg-s 


Call your True Temper’wholesaler today. 


You can look to GF colmml-1-1el—1e-tall e 
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1623 Euclid Avenue «+ Cleveland 15, Ohio 


LITHO. IN U.S.A 
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« POWER-TAPE Za 
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POWER AT YOUR FINGERTIP! Press Button... Blade Returns 
Smoothly. Release Button . . . Blade Stops Instantly. 
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@ STANDS ERECT FOR VERTICAL MEASURING FEATURE BOTH EVANS POWER TAPES! 
Another Evans first! A KING-SIZE”measuring tape that — | Size 
pia king 


stands erect and makes hard-to-reach overhead measuring ee rf 
easy—NOW combined with patented “controlled speed Regal? | 
blade return”! This new principle in steel measuring tapes a mal 
eliminates pushing blade back into the case stops : 
“creep”. All models with chrome-plated inside-outside 
case; giant sliding end-hook; replaceable blade, marked in 


both inches, and feet-and-inches. 

Evans introduces the new KING-SIZE “POWER-TAPE” 

with a dramatic merchandising punch—a special offer to 

your customers of a heavy cowhide belt holster worth 50¢, 

for only 15¢, all in a 3-color counter display. With each 

tape there’s a handy reply envelope in which to send the Each tape is packed in a sparkling, transparent Tenite 
“Peg Board’ bubble, with magnifying lens in lid! 


coins to Evans. 


Priced only pennies more than ordinary push-pull tapes! FREE! 








KP 1OW—10ft. $2.79 KP 12W—12ft. $3.29 


With each “KING- 
SIZE*’ display of 6 


RULE co. tapes, a leather belt 


Elizabeth, N. J. « Montreal, Quebec holster for the dealer 
to demonstrate or sell. 





World's Largest Manufacturer of Steel Measuring Tapes 
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.~ THE NEW , 101 





HIGH COMPRESSION STAPLE GUN 


Already a proved sales success. 
Don’t delay. Swingline offers you 
immediate delivery for immediate 
profits. The new Swingline 101 
Staple Gun is compact, powerful and 
capable! It delivers as much driving 
power as machines twice its size and 
weight. Takes two staple sizes 
(4/16” and 5/16”) ... performs 
hundreds of tacking jobs including 


Profit with 
all 

these 
SWINGLINE 
leaders: 


Sz 





28 


Swingline No. 200 
Compression Tacker. 
Takes 3 staple sizes 
up to 5/16”. 

Retail price $10.50 


insulating, carpentry and upholster- 
ing ... even has lock to hold it se- 
curely closed. Gun positively will not 
jam... Swingline patented open- 
channel allows split-second loading. 
Here’s the hardware item all your 
customers want at this sensational- 
ly, low price. ORDER NOW! IM- 
MEDIATE DELIVERY ON ALL 
QUANTITIES, 3 COLORS. 













Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 





Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows, 





4 guns, 1 doz. $ .59 Boxes of Staples 


Retail Price 
Dealer Cost 
Dealer Profit 





PROFIT NOW 
with the biggest 
selling staple 


gun in the world. 





- ® 
7 INC. LONG ISLAND CITY 1, NEW YORK 


A 
. World’s Largest Manufacturer of Staplers for Home and Office 
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AMERICA’S 
FINEST QUALITY LINE 


your best 


Excello’s dealers are geared for bigger FEATURES THAT EVERY CUSTOMER WANTS! 


5 ; © Jet-Spray Chute for carpet-smooth cut «© Easy re-wind starter, vacuum-lift blade 
profits than pi 35, because they ae e Excellomatic Remote Handle Control ¢ Simple, easy cutting height adjustment 
got the line with more of everything! ¢ Trims within 14-in., front and side ¢ Cutting widths from 18-in. to 24-in. 


: © Super-powered for tough jobs, e Sturdy non-rust aluminum alloy Hi-Lift 
More PRODUCT ... the hottest riders on 1.75 to 4 h.p. 4-cycle engines dome, unconditionally guaranteed 
the market, the rotaries with more fea- 


tures, the reels all America knows. More Special! Extra-Profit DEMONSTRATION MODEL Offer! 


PROGRAM ... national advertising, a spe- MAIL THIS COUPON TODAY FOR FULL INFORMATION 
cial demonstrator model offer, every sales 
HEINEKE & CO., Springfield, Illinois = 


and merchandising aid to help turn Yes, | want to make more profits in "58! Send complete information on your Special 
prospects into profits ! x Demonstrator Model offer, and Excello sales and service dealerships. 


NAME 
> SE SNe 
EES Katha okadbo ee nakas buen 
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Full 2 Capacity. Light 





“100” POWER DRIVE 


Oster now offers you a revolutionary new 
power drive—the all-new Oster “100”. 
Compare these outstanding Oster quality 
features,then compare the price. You'll find 
the new Oster “100” gives you more ma- 
chine ...at the lowest cost in the industry! 


1. WEIGHS ONLY 77 LBS. for easy, one- 
man handling. Yet the new “100” is built 
ruggedly to take punishing day-in, day- 


out use. 


2. NEW “POWER-MATIC”’ FRONT CHUCK 
gives automatic, non-slip grip for both 
right- and left-hand operations. New, neo- 
prene-bonded jaw inserts eliminate jaw sharpening 
. . . can be replaced quickly and easily at low cost. 


3. SELF-CENTERING REAR CHUCK insures perfect 
pipe alignment for sharp, clean threads . . . provides 
support for longer lengths of pipe. 


4. POWERFUL NEW MOTOR-— reversible, variable- 
speed type—has machine-cut, hardened-steel gears 
mounted on ball bearings for extra long, trouble- 
free life. 


5. OPTIONAL ACCESSORIES, shown below, enable 
you to use this versatile machine anywhere . . . thread 
any pipe up to 12” diameter. 














Special “C” clamp mounting 
makes it easy to clamp this 
machine to workbench, truck 
or other suitable mounting. 


Special drive unit gives extra 
pipe threading range, increases 
capacity to 12” pipe. 


Tool tray fits snugly on light- Sturdy tripod stand folds 
—" tubular stand .. . puts | quickly into a compact, easy- 
tools within safe, easy reach. to-carry unit. 


30 HARDWARE AGE, JANUARY 16, 1958 


















° amgees: 


Weight... Only "Ia 


ALL-NEW DESIGN...WEIGHS ONLY 77 LBS...PUTS HEAVY- 
DUTY POWER INTO EVERY HAND PIPE-THREADING TOOL 





Whatever the tool — die stock, reamer, 

cutter or pipe wrench — it’s far faster, 

far easier when power replaces muscle 
i to turn the pipe instead of the tool. 
7 Se Use the “100” Power Drive for... 


TURNING FITTINGS 
ON OR OFF 


THE OSTER MANUFACTURING COMPANY 
1348 East 289th Street, Wickliffe, Ohio 


& | 
| 
I 
| Please rush me full details on the new Model “100” 
OWet Power Drive and optional accessories. 
Le : 
I 
| 
| 
| ai 
| 
| 
i 


Name 





Company Name aa 








Address ey ee oo ee 











City EE ———— 
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x... Cemper 


PRE-CUT PACKAGED CHAIN 


... available two ways— 
by the box or in this 
new Merchandiser. 


Noes 


‘Blue rei per 
PACKAGED vy 


Fo 
FARA, . 


*Trademark 


Here’s a completely new way to merchandise chain. This 
new eye-catching unit with a complete stock of Proof Coil 
Chain takes up only one square foot of counter or floor 
space. It’s an ideal starting stock, just the popular sizes 
and lengths: *%%” and 14” chain in 10’, 15’ and 20’ lengths; 
and 5%” chain in 10’ al 20’ lengths. 


Start selling Campbell “Blue Temper’ Chain in the new Merchan- 
diser. Call your Campbell distributor or write direct for details. 


LOOK AT THE SALES FEATURES OF 
CAMPBELL “Blue Temper” CHAIN 


e Rich Blue Color—tempered right into the chain @ Pre- 
Cut to eliminate measuring and cutting ¢ Pre-Packaged 
for self-service, attractive display and convenient storage 
e Load Rated safe working load limit clearly shown on 
every package ¢ “Measure Mark’’ Chain, marked every 
5’ and color-coded in 50’ and 100’ lengths ¢« Labeled for 
instant identification of grade, size, price @ Clean, no 
dirty hands or clothing. 


Sere, CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa 
E. Cambridge, Mass. — Seattle, Wash. — Portland, Ore. 
Sacramento, San Francisco, Los Angeles, Calif. 


CHAIN 


HARDWARE AGE, JANUARY 





VN |e aleo( eta (-t- fe (-) am ial — 
Best Quality with... 









HARDWAREMEN— 
Look at your stock! 

if you have Diamalloy 
Toois, you have the best 


, 


Insist on the trade name “Diamalloy”’ and you'll be 
getting the finest adjustable wrench made. Diamalloy 
Tools cost no more than ordinary tools yet they are 
stronger and more long wearing. You be the judge— 
prove it yourself: 


“There is nothing finer than a Diamond.” 


Write for catalog of fine industry tools giving dis- 
tributors name, to— 


DIAMOND TOOL ana J | 
HOlseSh0L Cy 


mi DULUTH, MINN. * TORONTO, ONT, call 
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QELL-POWER \ 


“~~ preferred arried to 
haust arrange 


p eak efficiency 
designers: 


ment Cc 
by Springfiel: 


oF POWER 


rilliant 


PRINGFIELD 
FEVER 


Millions of prospects will read 
about the new Springfield 
mowers and tillers in 7 big 
circulation publications. Other 
millions will see Springfield on 
national TV giveaway shows. 
Thousands will get Springfield 
Fever—and you have the cure. 


HARDWARE AGE, JANUARY 16, 1958 








ll \  SELL-POWER... 
\ m Gomingsiield 


RIDING MOWER HAS IT 


PUSHBUTTON CUTTING HEIGHT ADJUST- 
MENT—Now ... change cutting height with- 
out tools, without effort, without getting off 
the mower, without stopping engine. 14, 
2, 244, 3, and 3% inches. 

E-Z REACH CONTROLS — On-off switch 
throttle control, speed shift, blade clutch, 


brake pedal and height adjustment—all are 
within convenient reach. 


TOP SELLING PERFORMANCE —5 forward 
speeds, reverse, 4 hp engine, 24” cut, 4 
wheel stability ...no wonder Springfield 
riders outsell all others. 

FREE ACCESSORY KIT — Extra 24” blade, 
leaf mulcher, oil filler trough, oil can, and 
grease gun included with each mower. 








HARDWARE AGE, JANUARY 16, 1958 








14346 Bessemer St., Van Nuys, Cal. + Marietta, Minn. 
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Individually labeled balls 


ALL-PURPOSE COTTON 


SEINE 


AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


1 ib. skeins-—6 thru 72 ply 
Put-up in 5S ib. pkgs. 


2 oz. balis-—6 thru 24 ply 
Put-up in 5S Ib. pkgs. 


4 oz. balis-6 thru 48 ply 
Put-up in S ib. pkgs, 


8 oz. balis-—6 thru 72 ply 
Put-up in S ib. pkgs. 


1 ld. balis-—18 thru 72 ply 
Sold in bulk 


only MIKE SEINE CORD 


is labeled for you and 


your customers identification 





CORD 


/ (me SEINE CORD 
4a 6«6«\8 Ply 
8 OZ. - 440 FEET 


Each ball labeled as to weight, ply, feet per ball. 


Put your confidence in 
the QUALITY LINE... 


Vinyl! Weather Stripping Starter Rope 


Wood Glue Jump Rope 
Braided Nylon Line Mop Heads 
Seine Twines ' Wrapping Twines 
Seine Cords Kitchen Lines 

Trot Lines Express Twines 
Staging Chalk Lines 
Venetian Blind Cord Parcel Post Twines 
Sash Cords Polished india Twines 
Clothes Lines Plastic Clothes Lines 
Mason Lines Jute Twine 
Fishing Lines Nylion Casting Lines 


K 


Orders of $50.00 or more, freight 
prepaid. Orders of less than $20.00 

f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $20.00 to 
$50.00, freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 





estasuisneo 1e73 WIEUBIAN TS GOMPANY ewweorre, nc. 


» 3104 Gaston Ave., Dallas 26, Texas + Waynetown, Ind. 
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‘WARE THE COMPLETE, QUALITY LINE 
OF GALVANIZED WARE 


priced to sell 








HARDWARE 


AGE, JANUARY 


delivered fast. 


Build faster turnover and higher profits by 
stocking J&L’s complete, quality line of 
galvanized ware. J&L’s hot-dipped ware 
has the rugged features and eye appeal 
your customers want. Quality control | 

every item and in every manufacturing step 
is assured because J&L is a major inte- 


grated producer of steel and steel products. 

Stocked by over 260 jobbers across the 
country, deliveries are fast and dependable. 
Order J&L Ware from the jobber nearest 
you, or write directly to Jones & Laughlin, 
Container Division, 405 Lexington Avenue, 
New York 17, New York. 


Jones & Laughlin 


STEEL 


16, 1958 


...a great name in steel 
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Largest, Hi-Profit Line of 
Bow Saws and Blades Anywhere 






Cut yourself in on some extra profits — sell and 
feature this BIG nationally advertised line of 
Gensco Bushman bow saws and blades. Sell the 
new wing nut blade tension feature that makes 
blade changing easier. 

Eleven top quality, well balanced bow saws, seven 
fast cutting patented blades - each a business 
builder. Begin today to 
profit with this Gensco line 
... Call your jobber! 






Nationally advertised in... POPULAR MECHANICS 
—FAMILY HANDYMAN—HOME CRAFTSMAN 


> 





#5 


aes 


ENSCO TOOLS a division of GENERAL STEEL WAREHOUSE COMPANY, INC. 
1802 NORTH KOSTNER AVENUE + CHICAGO 39, ILLINOIS 
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about hose profits 


a ~ 
. 









when you 
feature 


SUPPLEX 4 












a 
NYLON TIRE-CORD REINFORCED HOSE 





RETAIL $3.98 and up — Won’t burst even 
if left for days in hot sun under full water 
pressure. Guaranteed 10 years. 


Note tough, knitted | 
ply of nylon tire cord 
embedded in this all- | 
viny! hose. An 

outstanding sales 

feature your 

customers 
can see. 







- more hose profits? Feature Supplex! Want to please 
customers? Feature Supplex! Simple fact is that Supplex is 
quality —through and through—and in 









the long run quality pays—for YOU 2S pups 
well as your customers. LIGHT, DURABLE NON-REINFORCED TRIPLE TUBE . SPRINKLER 
HOSE 













Seven national magazines now carry 
smart Supplex ads. And Supplex provides 
“free” Ad-Dollars to pay for your local 
advertising. Buy Supplex and sell quality. 
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RETAIL $2.24 and up -— Leaders in moder- RETAIL $3.98 and up — Superior, triple 





ate-priced field, also give you generous tube construction. Outselis ail other sprin- 
SUPPLEX COMPANY, Garwood, N. J. profit margins. Fully guaranteed. kiers. Packed on amazing new reel. ..makes 









Division of Amerace Corporation all other flexible sprinklers obsolete! 
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1 SPECIALISTS in Riding Mowers 







sars Accumulated Experience 


in Sales and Service 


To Help You 


Here are eight key men of the 
sales staff of Root Manufactur- 
ing Company, Inc. Others will 
be working behind the scenes. 
They are backed up by an ex- 
perienced engineering and man- 
ufacturing organization operat- 
ing two modern factories. 


This 186 years of experience 
can help you to greater sales 
and profits in 1958, because the 
top quality power mowers of 





the nation will be those manu- 
factured by Root. 





Here is the Power This is the 1958 model 
mower manufactured 24 inch Root Flying R 
by Root Monufoctur- riding mower — ready 
ing Co. in 1945. for delivery now. 


WRITE FOR COMPLETE INFORMATION 








~~ — . 2 
RR-21-VR RD-21-R RE-21-SP RE-18-2c % RE-18-4C 0 
21” Rider 21” Menuol 21” Self-Propelled 18” Monuol 18” Manual 


HOME OFFICE 
BAXTER SPRINGS, KANSAS 


MANUFACTURING CO., INC. hear 
MONTICELLO, ARKANSAS 
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*58 EAGLET 


HYDRAULIC PUMP OILER 


¢ Inexpensive, rugged, versatile! 





$1.00 


® Full hydraulic pump action 
controled by finger lever 


* Delivers full stream or one drop 
® Holds 4 ounces 
* Guaranteed 5 years 


¢ Seamless-drawn body, double- 
seamed bottom 


* Has 3-inch rigid spout with 
detachable grooved tip 


¢ No pump leathers or soldered 
connections 


EAGLETS come 


BEST NEWS EVER! ALERT THE: packed 6 to an 


attractive display 
HANDYMAN HOBBYIST FARMER MECHANIC MACHINIST STATION ATTENDANT carton 














Order #58 EAGLET Oilers from your supplier 


MANUFACTURING COMPANY 


Wellsburg, West Virginia 
SERVING THE TRADE SINCE 1894 
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you get 
~ faster turnover with 


the new poultry netting that really stays tight 


Yes, you can see why Keyline sells best. The extra reinforcing wires 
make the big difference between Keyline and ordinary netting. Not only 
does it stretch more easily, but it won’t sag or bulge when erected. 
The extra reinforcing wires are actually woven into the wire. 

The “‘reverse twist’? weave adjusts to give a flat, neat surface. 

And it stays tight at the top and bottom, too. 

Yet Keyline costs no more. 


What’s more, your customers will see the story 
of Keyline Poultry Netting advertised in leading 
farm and poultry publications. And you can have 
ad mats and envelope stuffers to help you 
increase your sales. Send in your order today. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


RED BRAND® Fence - RED BRAND® Barbed Wire . RED TOP® Steel Posts . Gates - Non- 
Climbable Fence - Ornamental Fence . Bale Ties . Nails - Keycorner - Keybead - Keywall 
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A thousand uses 


for small rope... 
and you can sell [" 
them all with the (#77 yy a 
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€J*\ compact SERVI-RAK 


Stocked with “Blue Heart’? Manila or “Red Heart” Sisal 


—the finest ropes made! 


Compact! Just 35” high and 15” x 18” at the base. 
Provides for display of 3 popular sizes (%4” - 34” - 
Dispenses short lengths or up to 200 feet of rope. 
Attractive bright metal rack that doesn’t chip or mar. 
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® Just the right height—doesn’t “hide” other merchandise 
on display. For floor, platform or table use. 

® Eliminates handling full or half coils of small sizes. 

® Minimum investment and fast turnover. 

® Encourages purchase of full spools. 

The H&A Servi-Rak is yours without charge-with pur- 

chase of small assortment of rope spools in popular sizes. 


The H&A Servi-Rak is shipped to you complete in this assortment. 


1 Servi-Rak Merchandiser and 1 carton each of 4%”, %” 
and %” spools of Manila or Sisal in this assortment. 


No. of Length in 

Spools Spools 
aad 8 100’ 
¥ i 8 50’ 
%" 8 50’ 


Total No. of 
Length Connected 
per carton Spools 
800’ 4 
400’ 3 
400’ 4 


Shipping 
Weight 
16# 
16# 
32# 


Replacement Spools (%”, 4%”, or 1%”) in Blue Heart 
Manila or Red Heart Sisal are available. Minimum re- 


placement—8 spools per size—4 connected, packed in 
1 carton. 


Ask your nearest distributor for complete information 
or write to Hooven and Allison. Make H & A your one- 
stop source for all cordage. Manila, Sisal and Nylon rope, 
twines and packings in put-ups to fit all requirements. 


The HOOVEN and ALLISON Co., Xenia, Ohio 


Branches in Kansas City, Mo.; Omaha, Nebr.; Minneapolis, Minn. 


f 
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STAR 


STACKS THE CARDS IN YOUR FAVOR 


You can’t lose when you hold Star Carded Hacksaw Blades. 
Now mounted on colorful, informative cards for peg board 
or bin display, they become fast-moving items and can sub- 
stantially add to your sales volume. It’s easy to stock, easy 
to display and easy to sell more Star Blades. Now packed 
for profit!...at no extra cost! 


Star ““Moly’® High Speed Hacksaw Blades 
These heavy-duty, high-quality molybdenum alloy blades 
cut faster, last longer than any standard blade. A nation- 
wide survey made by STAR showed dealers preferred to 
carry these blades in lots of 10. One blade is mounted to 
a card and cards are packed 10 to a box. Order #185 pack 


today. Star Special Hacksaw Blades 


Two blades are mounted on one-eye-catching, traffic-stop- 
ping card...double your sales potential! One 18-teeth per 





inch, one 24-teeth per inch give your customers the right 
cutting blade for any job. Our dealer survey showed dealers 
wanted these fast selling blades in lots of 50. Accordingly, 
25 two-blade cards are packed in each box. Order #190 
Pack today. 


Carded Star Hacksaw Blades Add Convenience and Extra 


“Sell” When Displayed. Get fast self-service sales. Keep 
them where they can be seen by all your customers... 








Hung on peg boards 


in open bins 


On a counter 


NO. 10 


Green Molded handle is shaped for comfort, frame balanced 

for easy cutting. Patented Lever-Lock positions and ten- 

sions blades automatically. Adjustable for 10” and 12” blades. 
NO. 15 

Same features as the No. 10, but with red molded handle 


Remember, 
every Star Hacksaw customer 
is a prime prospect 
for a Star Hacksaw Frame. 


and chrome-plate finish. 


mits replacement in seconds. 


NO. 20 
The strongest and most rigid Hacksaw Frame ever offered. 
Comfortable pistol grip, proper balance makes Frame easy to 
use. Cam action lever-lock puts correct tension on blade, per- 







Nos. 10 & 15 





Clemson Blades and Frames are available from your nearby 


Star Distributor. 


Note: New Star “50” and “10” Blade Packs and Carded Blades are offered at no increase in price! 


CLEMSON BROS., INC, Middletown, New York, U.S.A. @<s-» 


MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES, METAL AND WOOD CUTTING BAND SAW BLADES AND CLEMSON LAWN MOWERS 
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ODFREY plus 








plus a powerful magazine list...help 





Now one of TV’s 
top programs 





NEW! Starts January 13th! 
ARTHUR GODFREY 


—radio’s greatest salesman sells General Electric Bulbs 
on CBS-Radio, Mondays 10:00 - 10:15 a.m. EST: 


CH EYEN % E—Tv’s leacling one-hour“ Western” 


reaches 32 million viewers on ABC-TV with G-E Bulb 


commercials every other Tuesday, 7:30-8:30 p.m. ESTs 
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CHEYENNE... 


you sell G-E Bulbs faster than ever! 


— P sant aan —o Tie-in with these G-E Promotions 
soar us OS <2 bite oe ee be * 1 
co va and you'll sell more bulbs! 



































e 
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1. G-E Sunlamps—Jan. 15-Feb. 28—Backed 
by Arthur Godfrey on radio; ‘“Cheyenne” on TV, and 
along list of influential magazines, the G-E Sunlamp 
Promotion for 1958 includes an attractive new kit, con- 
, ies taining Sunlamp and specially designed holder at an 
| pearl ‘=| ‘ties Coe attractive $11.95 price. More sales, greater profits for you! 
~ ILLUSTRATED I) 
oo = ee 4 2. G-E Home-line Fluorescent Lamps 
MASS inane ee Jan. and Feb.—The G-E fluorescent lamps, designed 


specifically for use in the home, are becoming a fast- 


See 40 “ot cote? 


G-E Bulb ads will appear in big circulation magazines moving item in Hardware Stores. Television commercials 
like LIFE, SATURDAY EVENING POST—reaching a 


total of more than 150 million readers. 


and ads in Home magazines will help you make sales. 
Tie-in displays and merchandising devices are available. 
Make sure you have a stock of all sizes. 


3. G-E Coloramic Bulbs—Jan. 13 thru 
March—The magic salesmanship of Arthur Godfrey 
has been added to “Cheyenne” on TV and full page, 
4 color ads in LIFE and BETTER HOMES AND 
GARDENS to make this the strongest advertising and 
promotional program ever on G-E Coloramic Bulbs. If 
you're not carrying a full stock of these profitable colored 
bulbs, now's the time to get on the bandwagon. 


4. G-E Bulb Spring Campaign—March and 
April — Special campaign sells the completejline of G-E 
Bulbs with emphasis on regular 60- and 100-watt sizes. 
G.E. is putting the full weight of Arthur Godfrey and 

“Cheyenne” (ABC-TV) behind this important promotion 








SPECIAL NEW DISPLAYS plus full-page ads in LIFE and SATURDAY EVENING 
Here are some typical displays that will tie-in with G-E POST. It will pay you handsome dividends to tie-in with 
: : promotions in the next few months. Regardless of the displays featuring a// G-E Bulb types during this time 
size of your store, G.E. has a display that fits your needs. when housewives replace bulbs burned out during 
Ask your G-E representative. winter months 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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Line of Value Packed 
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f MODEL 70 -- .410 Pump Gun 
| NEW A new “lightweight”. range or small bore skeet 
Streamlined. Excellent events. Safe fire control. Eco- 
for women and youngsters. nomical. 
Ideal for small game at short 
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MODEL 60 -- 12 & 16 Ga. 


Beautifully finished —reliable resilient rubber recoil pad. 
—fully equipped slide action (Available also as Model 65— 
gun. New Noble VARY- plain barrel, full or modified 
CHEK (variable choke) and _ choke, no recoil pad). 


; 





MODEL 420 -- Double Gun 
NEW A new hammerless’ materials and workmanship to 
“double” with plus be found only among old 

features. A traditional sport- world crafts. Left barrel full 


ing gun, graceful and perfectly choke; right modified. Double 
balanced, featuring superb trigger. 12, 16, 20 ga. 


ta 





—~ 

























a Sa MODEL 275 -- .22 Lever 
: i One piece, full length, tol grip. Short lever throw 
beautifully propor- operates smoothly and easily. 
tioned American Walnut Straight line loading. Safe fire 
stock. Hammerless. Semi pis- control. 


i 


el J 


MODEL 235 -- .22 Slide Action 


Excellent for small game, tar- rear sight; ramp patridge type 
get shooting and general all front sight. Receiver machined 
around use. Streamlined—de- for quick detachable dovetail 
pendable. Adjustable sporting mount for telescopic sight. 
ee aaa — 
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MODEL 20 -- Single Shot .22 


NEW Ideal for beginners. handle. Must be cocked again 
Safe. Must be cocked by hand to fire. Retracting 


by hand. Can be safely un- safety hammer prevents acct- 
loaded by simply raising bolt dental discharge if dropped. 












Write for folder 
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1958 FANS 


Arvin quality is up again—yet prices are unchanged or lower! 
All eleven 1958 models are made of heavy gauge steel, with 
electronically balanced aluminum blades, and 4-point cross- 
braced mounting of Arvin’s high efficiency motors. With Arvin, 
the fans you sell don’t come back—the customers do! 


Quality that’s KNOWN... features that PULL...prices that SELL! 











MOST VERSATILE LINE OF 20-INCH WINDOW FANS 


; 
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Next to quality, versatility is the outstanding feature of the 1958 line 
of Arvin 20-inch window fans. 


There are two models with integral window panels . . . two “‘lift-out”’ 
window-portables with panels included . . . three others with matching 
panels available at extra cost. 


Three of the 1958 Arvin 20-inch window fans are electrically revers- 
ible . . . two are thermostatically controlled. Four have three speeds . . . 
three have two speeds. A choice of motors, body and grill design, finish 
and trim provides further variety. 


Arvin’s wide range of prices, features and styling meets every possible 
customer demand. 





TWO ROLL-A-BREEZE MODELS 





Illustrated above is Arvin’s brand new combi- 
nation fan and Roll-A-Breeze pedestal in a low 
cost, self-contained unit. Tubular pedestal and 
fan are finished in charcoal gray enamel; jet 
black blades contrast with white enameled grille, 
front and back. Fan rotates through 360° holds 
firmly at any desired position. Rolls si- 
lently, easily, on large rubber wheels. 









DE LUXE ROLL-A--BREEZE 

PEDESTAL FOR ANY ARVIN 
20-INCH PORTABLE FAN 

Chrome and charcoal gray enamel 
finish; big wheels. Fan position 
adjusts between 60° maximum 
and 31” minimum height— 
rotates through 360°. 














WINDOW PANELS fit any double hung frame from 27’ to 3614’. 
Model 601 for 20” fans in coppertone, white or charcoal; Model 614 
in coppertone only for 14” fans. 


ALL UL LISTED - GUARANTEED 5 YEARS + SEND FOR DISPLAYS, BANNERS, MAILERS, MATS 


- 
Electronics and Appliances Division Arvin INDUSTRIES, Inc., Columbus, Indiana 
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TWO SMART 14-INCH FANS 





Most popular size portable for use on 
desk, table, floor or window. Model 7614, 
illustrated, pivots freely in a handsome 
tubular stand so air flow can be directed 
up, down, at any angle. Holds firmly in 
any position. T'wo-speed weather-proof in- 
duction motor, coppertone finish, chrome 
grille. Available without stand as Model 
7414, with or without window panels. 














Arvin also manufactures Home Radios, Portable Electric Heaters, Car Heaters, th 
Ironing Tables, Leisure Furniture, “‘Charky” Grills. enna 








THIS PROVED 
MERCHANDISER SELLS 
HIGH PROFIT HAND TOOLS 
AUTOMATICALLY! 


You'll sell more quality hand tools—automatically—when you put the PwC Jet 350 to work in your 










store. This hard working merchandiser carries a complete inventory of 350 popular hand tools for 
faster turnover, easy stock control, more profits to you. No other means of merchandising hand 


tools can match the PwC Jet 350. 


13,000 RETAILERS PROVE SALES SUCCESS 


Retailers just like you have proved the profit story of the PxC Jet 350 in stores from coast to coast. 





Find out now how easily you can build turnover and profits with the tested PaC Jet 350. GET 


THE FACTS! Write for complete information today. 


e Highest profit per square foot 
e Display proved by over 13,000 dealers 
e Carries complete quality tool line 


e Every tool priced, shadow marked 
and numbered ’ 


e Quality tools backed by national advertis- 
ing and guarantee 


e Fast turnover for 350 best sellers 


® 








TOOL COMPANY 
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PENDLETON 
TOOL INDUSTRIES 
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Portland, Oregon and Schiller Park, Ill. 
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Uick- Connect? 


GARDEN HOSE COUPLER 


Patent applied for 


















No Moving Parts! Push To Connect 
Twist To Disconnect 
Made from 
1 doz. couplers displayed on Du Pont Zytel Nylon 
informative counter card 9” x 11” 
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STILE CRAFT Mfg. Co. * 1825 Macklind, St. Louis 10, Mo. 


NOTE: MANUFACTURERS REPRESENTATIVE, SOME TERRITORY OPEN— WRITE US FOR DETAILS. 
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A TRAIL-BLAZING “""% 
nEGURD OF HIEVEN . 


| Quality Materials 





New Innovations 
SLANT GRILLING - SMOKER HOOD 
Set Ye ’ ROTO-REFLECTOR-SHIELD 
Ly ee ee i GF PRODUCTION-LINE MANUFACTURING 
- a SCALE-WEIGHT PACKAGING, ETC. 


qe / Barbecue Education 









DEMONSTRATIONS FOR DEALERS AND PUBLIC 


a” 


TESTED RECIPES, BARBECUE COOK BOOK 


2 eo | P| INSTRUCTIONAL LITERATURE 
: 


r National Distribution 


igs 
ies 
iY 
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1 \ Dependable Deliveries 


4 
- 





These outstanding accomplishments are recog- 
nized and accepted nationally by dealer and 
public alike. This faith is reflected in Big Boy’s 
impressive sales record. Preferences for Big Boy 
is only natural because it’s the world’s finest line 
of outdoor cooking units. That's why, sooner or 
later, dealers as well as beginners and seasoned 
barbecuers turn to Big Boy —for the best. 
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Promote Accessories 
They can account for 25% y, 
of your sales 


17 MODELS, $9.95 TO $329.95 


MANUFACTURING CO. BURBANK, CALIFORNIA 
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DON’T PUT GREEN SPOT SPRINKLERS 
WHERE PEOPLE CAN SEE THEM 


. especially Green Spot's new Oscillat- 
ing Sprinkler. It could start a stampede. 
Just sneak it out when there are only a 


few people in your store. Even then 
you ll have to be careful. Some custom- 
ers get violent if you serve others first. 

It’s all the fault of our design people. 
When they re-styled our Green Spot 
sprinklers last year they did almost too 
good a job. People now find the Green 
Spot line quite irresistible. 

So if you wish to avoid the inconven- 
iences of heavy traffic and rising profits, 
keep Green Spot sprinklers out of sight. 
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If you feel reckless, you might put one 
or two of them on your counter. But if 
money-waving customers break it down, 
don't send us the repair bill. 

There’s going to be some national ad- 
vertising on Green Spot sprinklers. But 
they'll only appear in obscure, little- 
known magazines like the Saturday Eve- 
ning Post, Better Homes & Gardens, 
Time and Sunset. Probably no more than 
30 or 40 million people will see them. 

One of our salesmen may try to talk 
you into using the colorful window and 
counter cards we've had made up. And 


some of our merchandise racks, 
Don’t commit yourself! 

No matter how many precautions you 
take, a mob of customers will gather in 
front of your store some morning to see 
the Green Spet line. When this happens 
you can do one of two things. Barricade 
the doors and call the police. Or fli 1g 
wide the doors and let the customers in. 
We'd advise the mK. 


y WATERBL iN. 


too. 
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DUNN has a reel for every 


You can make an extra profit 
when you display them like this! 


You can ring up an extra 10% profit on every reel 
you sell from Bronson’s compact, eye-catching 
counter-display! This display contains the 
Bronson Spin-King (700), the Mate (900), and 
the Pilot (925)—a retail value of $49.85. The 
cost to you is only $26.92 and that gives you a 
profit of $22.93. 


Ree/s... 
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fisherman...every kind of fishing! 


3 _Baitcasting... - 


es 


At 
i 


Special discount on a display kit 
that shows ’em...sells ’em! 


Help yourself to an extra portion of profit and 
Sales by merchandising the Bronson way. 
“Display Pack’’ No. 27 includes the Bronson 
Lashless, Mercury, Green Hornet, Fleetwing, 
Veteran and Altoona reels. Their retail value is 
$41.80. Your price is $22.57—your profit is $19.23. 


NO. 27 DISPLAY PACK 


ae 
8 


| Salt Water Ree/s... 
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Seymour Smit TRAFF IC BUILDERS 


Promotions 


ps Re . >Yy 





for Spring 







A big bargain in a Special 8” anvil type pruning 
shear with the quality of the other well known 
Seymour Smith pruners. Replaceable cutlery steel 
blade assures easy cutting. Unbreakable pressed 
steel handles finished in baked enamel. 

Price only $1.69 list. 


Packed: 12 to display carton, already 
set up for the dealer (as illustrated). 
Counter space required only 4” x 4’. 


YOUR PROFIT - 333% 


These shears are designed for Special Spring 
Promotion Sales or for Hardware Week. They 
are priced so that you receive your full 33'4% 
discount. They are offered for a limited time 
only and will be discontinued after the spring 
selling season. 


GRASS 'S 
SHEARS 
No. 07 


PRICE 99¢ j;<, ; 


ONLY 


A Special promotional grass shear made with hard- 
ened steel blades and unbreakable pressed steel 
handles finished in baked enamel. Extremely easy 
action. Efficient, serviceable shear at a sale price. 
Price only 99c list. 


Packed: 12 shears to display carton, 
already set up for the dealer (as illus- 
trated). Counter space required only 
Paes 





' PRUNING | 
SHEARS 
No. 09 


$1 69 list 2 
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OVBREARABLE yay ee 
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Son £ TE5O 


SEYMOUR SMITH & SON, INC. + 2701 Main St., Oakville, Conn. 
Sales Reps: John H. Graham & Co., Inc., 105 Duane St., New York 8, N. Y. 
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CG. ° a Sylvania’s Home- 


line lampiseasier to 

stock...easier to sell... 
more profitable because 
it’s the one type of fluo- 
rescent lamp for all home uses. 


SYLVANIA'S <i 















...in the preferred color for home lighting 
..-expand the fluorescent lamp market 
..-provide new high-profit volume easier and faster! 


Over-the-counter fluorescent lamp 
business will be major profit-and- 
volume business for retailers with 
Sylvania’s new ‘“‘Home-line”’ fluo- 
rescent lamp. 


This important merchandising de- 
velopment standardizes residential 
fluorescent lighting . . . eliminates 
consumer confusion by making 
Home-line lamps in one right-for- 
the-home color only. 


Equally important, it simplifies the 
sales efforts of retailers . . . reduces 
their stock needs to just one color in 
the few best-selling sizes . . . assures 
customer satisfaction that means re- 
peat business on a big-ticket, high- 
profit item. 


Put a supply of Sylvania ““Home- 
line’”’ lamps in the hands of every one 
of your retailers. Show them the new 
packaging, the new display material 


the new “‘Home-line”’ etch that will 
make this new Sylvania line a profit 
item for you and your dealers. 





SYLVANIA ELEcTRIC Propucts INc. 
Lighting Division, Dept. 8L-8201 
60 Boston Street, Salem, Mass. 


IN CANADA: 
Sylvania Electric (Canada) Ltd. 
Shell Tower Building, Montreal 












HOME-LINE 
Ordering Std. List 
Watts Bulb Base Abbreviation Pkg. Price 
14 | T12.~«45" Med. Bi-Pin | F14T12/WWX 24 | $1.05 yw Ss V L_VA NJ | A 
is | ts 18” Med. Bi-Pin | FIST 8/WWX 24 | 1.05 
1s | 12 18” Med. Bi-Pin | F15STI2/WWX 24 | 1.05 Age 
20 | T-12 24” Med. Bi-Pin | F20T12/WWX 24 | 1.05 . . » fastest growing name in sight! 
25 | 1-12 33” Med. Bi-Pin | F25T12/WWX 24 | #145 
30 | 8 36” Med. Bi-Pin | F30T 8/WWX 24 | 1.25 
40 T-12 839 48" Med. Bi-Pin | F40T12/WWX 24 1.25 LIGHTING + RADIO - ELECTRONICS 
4o | 1-12 48” Med. Bi-Pin | F40TI2/wwx/Rs | 24 | 1.35 




















TELEVISION +- METALS & CHEMICALS 



































CIRCLINES 
22 | 1-9 8" diam. 4-Pin FC 8T 9/WWX/RS| 12 | 3.60 [| We are an industry sponsor | 
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Look to VW Vfeyeyo mea ALUMINUM 
4 | Scoops and Shovels 





Wood’s Zephyr Weight brand aluminum scoops and shovels are 
light — easy to handle because they are 25% to 50% lighter 
than like steel tools. Acid and corrosion resistant — they stay 
smooth and sanitary. Spark proof — they eliminate fire hazard. 
And they are profitable for you! They give you a high unit of 
sale, full mark-up, and a premium quality product that makes 

friends for you. Ask for and get Wood’s Zephyr 

Weight brand from your jobber. It’s part of the 


complete nationally advertised line of TRU BLU 
tools by Wood. 


These are 


ALUMINUM | 


MILL PRODUCTS 
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LAWNeoBOY 


the unchallenged leader 1n sales ...an 
product ...%n dollar profits for you 


introduces the LAWN-BOY LOAFER 
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for has the most complete 








first rider-mower combination that anyone can handle 
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Attaches to any LAWN- 
BOY ... (Non self-pro- 
pelled LAWN-BOY models 
recommended ) 

Available in combination 
with “REEL MOWER” 
Attaches to most ROTARY 
POWER MOWERS 
(Mower attachment kit 
included at extra cost) 
Comes as a four wheel, 
self-propelled riding unit. 


NO RIDING MOWER OR RIDER- 
MOWER COMBINATION CAN BEAT 
THE LOAFER QUALITY AND PRICE! 
per eater es $169.95 (compare!) 


LOAFER with 21” LAWN-BOY 
a PP eee $259.95 (compare!) 


LOAFER available with reel type 19” Mower 


LOAFER 


Prices slightly higher in the Western Zone 
AVAILABLE ON OR ABOUT MARCH 1, 1958 


IT’S GOT THE FEATURES! Comfortable ... 
smooth-riding adjustable forward seat 
puts you ahead of engine heat and ex- 
haust. Makes mowing a pleasure. 


Safe ... low center of gravity gives solid 
stability. Operator sits completely clear 
of mowing unit. 


Steers easily . . . special “Free X” con- 
nection allows full turns... short turn- 
ing radius. 


Lightweight yet rugged steel construction 
... 4” wide semi-pneumatic tires on steel 
wheels. 


Simple steering handle gives operator max- 


Famous ONE-PULL LAWN-BOY 
Recoil starter has nylon cord. 
IT’S GOT THE VERSATILITY! So easy to handle! 
You can trim all around trees, right 
up to walls and walks WHILE RIDING... 
even on grades! Weighs Only 85 lbs.! 
Stores vertically. And IT’S ONLY 22” WIDE 
x 21” HIGH. 


starting. 


































imum control and comfort. 


IT’S GOT THE POWER! Powerhouse 2% HP 
LAWN-BOY engine specially engineered 
for LOAFER. LOAFER with mower easily 
carries 250 lb. operator up a 35° grade. 


Walk or ride! Quick coupling lets operator 
ride when he wants... walk an instant 
later! Comes as a complete, self-propelled 
unit for miscellaneous chores. Drawbar 
on rear. 


Variable Speed ... friction drive gives 
completely variable speed plus reverse, 
forward, and positive neutral WITH ONE- 
HANDLE CONTROL. 


LAWN-BOY 18’ ECONOMY 
move 320 ONLY $69.95 


Close-Trim Design * 1.85 HP LAWN-BOY 
Balanced Power Engine « Aluminum-Light 
and Aluminum Strong « Wash-Off, Hang-Up 
Features * Smooth, Full Traction Tires * 


THE LAWN-BOY DELUXE 
lightweight . . . maneuverable . . . rugged! 


78** DELUXE moovtei 5200 The LAWN-BOY Deluxe 


has all the LAWN-BOY 


ONLY $89.95 features! Staggered Front Wheels + Self-Cleaning 
Front Discharge Chute « Hi-Lo Handle with 
234" DELUZE wmoovei 7200 Aaporae’, ing Wheel Safety Lock « Self-Lubricating Wheels 
¢ Close Trim Design * 
ONLY $99.95 Aluminum-Light and . 
Aluminum tron ° 





Staggered Front Wheels 
¢ Self-Cleaning Front 
Discharge Chute ° 
Blade with Stabilizer « 
Recoil Starter * Wash- 
Off, Hang-Up Features 
* Hi-Lo Handle with 
Safety Lock « Self- 
Lubricating Wheels °¢ 
Smooth Full Traction 
Tires * On-Off Switch 
and Choke « 2% HP 
LAWN-BOY' Balanced 
Power Engine « Giant 
57 Cu. In. Twin Cham- 
ber Muffler 













line of quality power mowers ever? 






the fabulous self-propelled 
AUTOMOWER 











The simplest control system yet! 





=. 


Roll handle forward to start. 
Roll back to stop. 


Completely variable speed! Simple! 
| Convenient 


knob controls 
= speed! 





Fool-proof direct-to-wheel drive! 
No complex gears, no chains! 


18° AUTOMOWER 
MODEL 6200 ONLY $124.50 


THE AUTOMOWER HAS ALL THE LAWN-BOY FEATURES 


Activated Pilot Wheel * Close Trim Handle with Safety Lock * Easy Wheel 


Design * Aluminum-Light and Alumi- 
num Strong « Staggered Front Wheels 
¢ Self-Cleaning Front Discharge Chute 
¢ Blade with Stabilizer « Recoil Starter 
¢ Wash-Off Hang-Up Features * Hi-Lo 


Height Adjustment « Self-Lubricating 
Wheels ¢ Smooth Full Traction Tires * 
On-Off Switch and Choke « 2% HP 
LAWN-BOY Balanced Power Engine * 
Giant 57 Cu. In. Twin Chamber Muffler 


21° AUTOMOWER 


woos 200 ONLY $134.50 











PLUS these fast-selling accessories. 
(OPTIONAL AT SLIGHT ADDITIONAL COST) 


WINDROWER LEAF MULCHER 


Deposits all grass clippings in Ends leaf raking in spring 

a compact single windrow and autumn. Converts 

that’s easy to collect and fallen leaves into fine 
discard. Attaches in seconds. mulch that feeds your lawn. 
Fits all models. Attaches in seconds. 


LAWN-BOY 18’" ELECTRIC 
move 120 ONLY $69.95 


¥% HP Packard Motor « Staggered Front 
Wheels ¢ Self-Cleaning Front Discharge 
Chute « Close-Trim Design * Aluminum- 
Light and Aluminum Strong « Easy-Hang 
Up Feature « Hi-Lo Handle with Safet 
Lock « Self-Lubricating Wheels * Smoot 
Full Traction Tires ee 
i ATE hs 
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CERTAIN MODELS AVAILABLE WITH 4-CYCLE ENGINE 
Lawn-Boy reserves the right to make engineering changes without prior notification or responsibility to the purchaser * All prices slightly higher in the Western 





COMPARE feature after feature after feature 
LAWN-BOY IS8§ STILL THE UNCHALLENGED LEADER 


aay * 


= 


mn 





cAI , 


SMOOTH TIRES . . . Smooth, 
CLOSE TRIM . . . to walls, trees, and walks! Precision-cast housing and self-cleaning tires give im- org gone hc - One 
blade allow clean cutting at lawn edges . . . close trimming on front and side. proved traction — 0% ow oe Se 
Blade stiffener prevents blade tip lift. Low front deck and side-mounted longer life. SELF-LUBRICATING © Maneuverability— rugged 


engine allow easy cutting under bushes. aans ... Eany aperenen. swEngm 
only once-a-season oiling. 


OPTIONAL ELECTRIC STARTING ... Designed by LAWN-BoY STAGGERED WHEELS PLUS ACTIVATED PILOT WHEEL 


exclusively for LAWN-BOY engine. A lightweight 110V. electric ...let Lawn-Boy ride over terrace tops and bumps 
Starter that works from any house outlet. No batteries to without cutting turf or tipping. Self-cleaning front chute 
cart around. Simple to operate. Takes the last ounce of work directs spray away from operator. Giant Muffler keeps 


out of starting. noise at pleasant level. 


BALANCED POWER ENGINE DESIGNED JUST FOR LAWN-BOY... WASH-OFF, HANG-UP*.. . Lawn-Boy is specially waterproofed 


Fewer moving parts!—less friction and wear. Premixed gas and and has exclusive Lawn-Boy hang-up handle adjustment. 
oil eliminate messy oil checking and changing, assure perfect lu- Hose it off, hang it up! Quick, easy. 


brication. Reacts instantly to power needs. Runs 100° cooler, too. *Requires special gas cap at slight additional cost 


HI-LO HANDLE . . . Un-snap, flip EASY WHEEL-HEIGHT CHANGE... ACTIVATED PILOT WHEEL .. . Spring suspension guide 
over, re-snap! That's all to Five cutting heights. Just un- wheel rides up and down dips in turf while Lawn-Boy 
change handle height for the click, lift or lower, re-click! cutting plane remains level. You get the smoothest 
tall or short person who mows Available on Automowers. lawn you've ever seen. 





see your LAWN-BOY jobber today 





LAWN-BOY | A Division of Outboard Marine rporation’ makers 0! dohknsan 32.0 Evinrude 
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On the left, terrific traffic builder for hardware store 





Sears brings traffic to my store 


... It’s up to me to change traffic to sales 


How would you like to have a 160,000 square 
foot Sears store, with a full fledged hardware 
department, open next door to your hardware 
store? 

That is what happened some months ago to 
a branch hardware store in a shopping center 
in California. 

The hardware store owner expected Sears 
to open next door. 

The hardware store owner welcomed his new 
neighbor. 

The hardware store realized that this was 
an oppertunity. 

Sears would build traffic. The hardware store 
had to change that traffic into sales. 

The results, for the hardware store: An im- 
mediate jump in sales of 50 percent. 
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This was the attitude of hardware dealer when Sears opened a huge store next door. 


Here is how he capitalized on his location, with an immediate sales jump of 50%. 


Here is how David Haight, president of Palo 
Alto Hardware, in Mountain View, Calif., capi- 
talized on his opportunity. 

“People asked me, ‘Aren’t you afraid Sears 
will put you out of business?’” said Mr. 
Haight. 

“IT answered, ‘No, because it will bring 
traffic.” From that point it’s up to me to 
capitalize on it. 

“Sears came in with all its power of pur- 
chasing, merchandising, advertising and all its 
services. 

“The situation needn’t scare the merchant 
who has acquired a sense of sell and merchan- 
dising—particularly merchandise timing. 
“By merchandise timing I mean seeing that 
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Sears brings traffic to my store 
(Continued) 


you have the right seasonal merchandise at the 
right time. 

“You have to be fast on your feet, to get in 
on an item and get out. It’s not healthy to 
stay in it beyond the profitable period. 

“When the fruit canning season comes, we 
are ready for it and we are in it knee-deep. 
We get out before the season ends. 

“Our line of summer furniture has gone over 
terrifically, but the moment the warm weather 
ended we replaced it with a big toy display. pays a 

“Our neighbor sold room coolers. We stepped : a = ae —— a 
up promotion on a $39.95 cooler and sold 100 — 
of them during the warm weather. We ran 
another promotion and moved 500 garbage 
cans.” 

When Sears moved into the center, Palo Alto Mass displays create sales atmosphere 
Hardware expanded its stocks of nationally 
advertised brands of housewares, appliances, 
tools, paints and hardware. : i 

On the theory that Sears, for example, will : 
usually sell a cheaper hammer, the store went 
in for quality hammers. 

A spot check showed Palo Alto Hardware > Mi —_ 
displayed six kinds of claw hammers from | — - oe 
$1.49 to $5.95. | | a 

Sears had five types from $1.98 to $3.98. 

Palo Alto Hardware had seven choices of 
hand saws, with about 60 on display, from 
$2.25 to $13.95. Sears showed four lines from 
$3.49 to $8.95. 

Mr. Haight said, “They can whip us on price 
but not at the top of the line. So we stock the 
best on the theory that some buyers want top 
quality tools.” 

“We still handle lower-priced lines, but we 
are upgrading. 

“Take it as a fact that many people are not 
price shoppers and they’re going to look for 
better lines. That’s why we feature and display 
national brands. 

“We can compete with Sears on customer 
credit. We have three different types: Regular | a: 
30-day accounts, revolving credit up to six ——— 
months at one percent a month, and up to 36 — plies 
months on a long term contract though Gen- Seasonal lines get sales floor displays 
eral Electric Credit Corp. 

“We want people to be steady customers. We 
have 5000 active charge accounts. 

“We have a local delivery service that oper- 









































ates just like a department store’s, covering people can sell anything on a customer's 

our territory twice a day. shopping list without shunting him from one 
“Our own display specialist works on the department to the next. 

floor and does windows, in-store displays, and “And we’re well-staffed: There are 62 people 

signs. on the payroll, including three at our builders’ 
“There are no fences in our store. Sales- hardware outlet and the office help.” 
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Fireplace equipment is piled on floor, hung on wall . . 


Is it necessary to have a big store to succeed 
as Sears’ neighbor? 

No, thinks Mr. Haight, but it is easier to 
compete in a larger store. 

The Mountain View branch of Palo Alto 
Hardware has 20,000 sq ft of selling space. 
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To compete with Sears a store must be a 
clean and well-ordered, a store in which people 
are proud to be seen, says Mr. Haight. 

It should have a personality that reflects 
good management, Mr. Haight believes, as an 


untidy hardware store gives customers the 
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Sears brings traffic to my store 
(Continued) 


























David Haight, president, 
Palo Alto Hardware... 


impression that the management doesn’t know 
its business. 

No attempt is made by the Palo Alto Hard- 
ware branch store to synchronize advertising 
with Sears. 

Each store runs its own show, although each 
is mindful of the other and each shops the 
other. 

Mr. Haight sticks to straight newspaper 
advertising because, he says, “I don’t believe 
in scattering my shots.” 

He runs half and full-page ads in the local 
daily, budgeting 2.2 percent of gross sales in 
1957. 

By turning over stock control to wholesalers’ 
salesmen, he makes sure that there are no outs 
which weuld mean sales lost to Sears. 

Each salesman calling on the store for a 
particular line calls on a weekly or monthly 
basis and must keep stocks of his lines up to 
date. 

One must is to carry a broad selection of 
both national brands and promotional mer- 
chandise. 

Palo Alto Hardware’s buyers are constantly 
on the lookout for promotional goods. Cus- 
tomers often tell the store manager that it 
offers better value than Sears in a low-priced 
item. 

Mr. Haight explains that Sears must take 
a longer markup because it has a more expen- 
sive operation. As a former Montgomery Ward 
executive, he knows hew much money Sears 
has to make. 

“They buy right but they don’t give anything 
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away. If they did we’d go out of business,” 
says Mr. Haight. 

He believes that the independent hardware 
store can’t afford to have its reputation be- 
littled even though it’s alongside a giant. Thus, 
the store’s advertising must be kept before the 
public all the time. 

The independent dealer, says Mr. Haight, has 
an advantage over a chain in that it can adjust 
more rapidly to a changing market and to 
local conditions. He noted that it takes a lot 
of time for a chain’s buying office to accumu- 
late orders from 100 department stores and get 
them off to the factory. 

“T find,” he said, “that if you select good 
items and present them well in the newspapers, 
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Customers pass paint and record displays to reach 
big ticket department . 


if they are timely and well-priced, you can 
meet and beat any kind of competition.” 
* * 

Palo Alto Hardware has a long history in 
hardware. 

The store was started in 1903 by W. B. Allen. 
At that time a town financial prophet forecast 
to Mr. Allen, “The time will come when you’ll 
do $50,000 a year in this store.”’ 

That time has come, and long ago, for Palo 
Alto Hardware is in the $1 million a year sales 
bracket. 

The branch store at Mountain View was 
opened in 1954. This shopping center then was 
new, at the intersection of two important high- 
ways, and the only other store was a super- 
market. The center has grown and now has a 
3000 car customer parking lot. 

Mountain View Palo Alto Hardware did well 
from the start. It slipped into overdrive when 
Sears opened in April, 1957. Sales have re- 
mained from 50 to 60 percent above the pre- 
Sears level. © End 


HARDWARE AGE, JANUARY 16, 1958 





pa” 


¥. ; 8 cies tonal 



























C.H. Krengel shows a customer some unusual food items in his Gourmet Bar. 


Exotie foods 
attract traffie 


How hardware dealer promotes his 
Gourmet Bar with special type 


of newspaper advertising 


Fried grasshoppers and alligator soup help 
C. H. (Cap) Krengel pull more traffic into his 
Twin Falls, Idaho, hardware store. 

Gourmet items are good profit makers in the 
store which Mr. Krengel has operated at the 
same location for 50 years. 

Two years ago Mr. Krengel started his Gour- 
met Bar with a case of Oregon blackberry jelly. 
He sent for the jelly, placed it on display and 
sold all of it in a few hours. 

Customers asked for other fancy foods, so he 
set up his gourment department. 

The Gourmet Bar offers in addition to rattle- 
snake meat, fried grasshoppers and alligator 
soup, a line of diabetic foods. 

‘ Mr. Krengel promotes his Gourmet Bar in a 
columnist-style ad once a week in a local news- 
paper. The ad features unusual recipes and Newspaper advertisement that attracts 
invites customers to visit the department. gourmets to a hardware store. 

Mr. Krengel says, “This column has a wide 
readership. Many people actually keep scrap- 
books of these ads.” ® End 
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Trading stamps: 


2 views 








A hardware dealer issues 


and redeems his stamps 


If you must give trading 
stamps how about setting up 
your own plan? 

That’s what a hardware 
dealer did in Costa Mesa, 
Calif. He cashes in on the 
traffic potential by redeeming 
stamps for merchandise. 

For five years Edward H. 
Stroot gave a national brand 
stamp in his TeWinkle Hard- 
ware Store. He had a disagree- 
ment with the company and 
dropped the stamps. 

Customer reaction was ad- 
verse, so early in 1957 he set 
up his own Community Dis- 
count Stamp plan. A local gas- 
oline station operator joined 
in the plan. 


A stamp is given for each 10 
cents in purchase. A full book, 
320 stamps, is worth $3 in 
merchandise. 

Here are the costs: 

Engraving for the _ stamp, 
$75. 

Books, 3 cents each. 

Stamps, 65 cents for 1320 
stamps. 

Promotion consisted of a di- 
rect mail piece to 10,000 homes. 
Enough stamps to fill a page 
were included in the mailing. 
Customers came to the store 
for books. 

The stamp program was con- 
tinued by Robert Reed who 
bought TeWinkle Hardware in 
mid-1957. 





So you 


Here is how a super 
market promoted plan 


when it dropped stamps 


How to drop trading stamps 
without losing store traffic is 
a problem. 

One way to do it is to meet 
the situation head-on. Tell 
your customers in a_ strong 
newspaper advertisement why 
you are dropping stamps and 
the benefits that will come to 
them. 

That is what a food super- 
market did in Lima, Ohio. 

The store’s full-page adver- 
tisement is reproduced on the 
opposite page. The principal 
elements are: 

(1) The move was promoted 
as an advance in the store’s 
merchandising program, not a 
backward step. 

(2) A full explanation stated 
why the store started giving 
stamps and why stamps are be- 
ing dropped. 

(3) The change was linked to 
inflation. Discontinuing stamps 
was held out as a move to fight 
inflation, lower food costs. 

The entire advertisement is 
strongly tinged with customer 
benefits. 

The build-up is in the open- 
ing questions and answers set- 
ting the initial stamp program 
as a move to give customers 
something extra without ad- 
vancing prices. 

Cost of the stamp program 
is carried by customers, the 
advertisement points out. 

The advertisement then 
promises lower retail prices 
through dropping of stamps. 
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Personal management... 


sells lots of hardware for 
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shopping center store 





Looking for a way to bolster sales and profits? Then 


here are ideas from a Charlotte, N. C., hardware dealer Hal Richardson 


A shopping center store stocked for personal selling, the housewares side. 
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Personal attention to selling and to 
management has sold lots of hardware. 

This fact, too often, is forgotten with the spot- 
light now shining brightly on self service type 
of store operation. 


store 


If your sales need improving, however, and you 
do not have a self service store, the remedy may 
be in more attention to personal management. 

Personal management has been profitable for 
many dealers. One such dealer is Hal Richardson. 
He uses personal management in his Providence 
Hardware, in Charotte, N. C. 

Mr. Richardson applies personal management 
to: 

(1) Selling on the floor. 


(2) Developing the sales potential of employees. 


Personal selling on the floor means finding out 
the customer’s problem, then suggesting merchan- 
dise to meet that problem. 

Many sales, of course, are basically routine. 
The customer knows what he wants, asks for it, 
and gets it. Personal attention in such cases 
comes down to being pleasant, attentive, and 
serving the customer promptly. 

However, Mr. Richardson does not let routine 
transactions dull his insight into the possibility 
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that a customer may need advice on what to buy 
and what to do with it. 

Providence Hardware is a neighborhood type 
store and customers frequently need sound advice 
on how to use the merchandise they have pur- 
chased. 

Mr. Richardson, and everyone on the floor, is 
anxious to help customers. If verbal instruetions 
are not enough, someone from the store will go 
to the customer’s home and help with an installa- 
tion. 

Personal selling also includes thoughtful recom- 
mendations. Two or more numbers might be suit- 
able for the customer. Knowing the need, how- 
ever, gives the salesman a clue on which item, in 
the long run, will be the best buy. That is where 
product knowledge and knowing the customer’s 
needs pay off. 

Personal management includes attention to 
employees, to develop their sales capabilities. 

Mr. Richardson approaches the employment 
problem from the position that he cannot train 
employees from the ground up in hardware or in 
housewares. His store just is not large enough to 
go into a fundamental training program. 

Mr. Richardson, accordingly, employs persons 
already trained in hardware store merchandise. 

Then he adds to this basic training, attention 
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The same store, Providence Hardware, on the hardwore side. 
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to his personal views on how to sell, stock and 
manage a store. This is done through personal 
talks with employees. 

Consequently, employees know how Mr. Rich- 
ardson wants his store operated, how to use the 
Richardson technique in serving customers and in 
selling and giving personal advice on installations. 

Mr. Richardson believes these two points go a 
long way to insure the success of a shopping 
center store: 

Service to the customer. 

Personnel training to get over management’s 
views on selling and service. 

Mr. Richardson also pays close attention to 
keeping the sales floor well stocked. 

The store has a full basement. The driveway at 
the rear is at basement floor level. Trucks can 
drive right into the storage area. 


A hardware store notions counter, a terriffic traffic builder. 





Personal management sells lots of hardware 








(Continued ) 


The store has ample opportunity to buy futures 
and to maintain a good amount of overstock. For 
instance, fertilizers move well, in conjuction with 
grass seed sales. Fertilizers are bought in truck 
load lots. 

Providence Hardware has one department put 
in aS an accommodation, after many customers 
ask about the lines. 

That is a notions counter. 

Here are the vital figures on the department: 

Display area, two shelves on a 4 by 8 ft counter. 

Inventory, $100. 

Turns, 4 a year. 

Margin of profit, 25 to 33’, percent. 

Advantages, a nice profit on a low mark up 
department because of high turnover. Better yet, 
a good traffic builder for many women come to 
Providence Hardware for notion lines and buy 
housewares too. © End 
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How to step up your sales 
of lighting fixtures 


Here is a dealer who capitalizes on customers 
needs built up by consumer advertising, with 
a wide range of numbers to have ample stock 


for in-store displays and demonstrations. 


Store demonstrating is easy when you have 
enough stock to show your customers 


If you want to increase your sales of lighting fixtures, here is a 
o-point program: 


(1) Stock as many numbers of fixtures as your buying budget 
permits. This includes ceiling, wall, floor, and table lights. 





(2) Get your stock out on display so customers can see all the 
numbers you carry. 


(3) Tie in paint with lamps so you can sell light and color. 

That is what makes the lighting fixture department outstanding /PINEHUR 
at A & G Hardware, 1801 Alexandria Pike, in Newport, Ky. 

The partners, Link Andrews and Tom Grever, had listened to a 
lot of spot commercials on television and radio. They decided that 
this was their opportunity to step up lighting fixture sales. The 
first move was to double displays of hanging fixtures, and to add 
a number of table, bridge, and floor lamps. 

“The public has learned enough about lighting from radio and 
television commercials to be curious about it,’”’ comments Mr. Grever. 

“We do a good sales volume by satisfying that curiosity.” 

The wide range of numbers establishes the hardware store as a 
good place to shop whenever a customer is in the market for this 
kind of merchandise. 

The open displays enable the partners to do a selling job by 
showing the exact fixtures that can be supplied. 

7. © The paint tie in is a natural. The store has large spots of wall : 
area painted in different colors. Each spot carries the name of 
the color. = ee 
Demonstrations show customers exactly what a paint shade will . ui 
look like with various kinds of lighting. The end result of many , assis a 
a sale that starts out with paint is a sale of paint plus some new 
lighting fixtures ® End 
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Colors identified on wall tie in paint and 
lighting fixture sales. 
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Sales promotion 





How to reach 4000 prime 


customers for $65 a month 


If you have been scratching your head for a 
new way to promote without padding your ad- 
vertising budget, maybe Phil Soukup’s Monthly 
News Bulletin is the idea you’ve been looking for. 

“We have found our news letter to be our best 
kind of advertising,’”’ Mr. Soukup said. 

Mr. Soukup is president of Soukup’s Hardware 
stores, Elmhurst, [ll. He added, “Other dealers 
could probably use it as successfully as we have.”’ 

There are six Soukup stores in DuPage Coun- 
ty, Ill. The other five are at Wheaton, Glen 
Ellyn, Hinsdale, Downers Grove, and Naperville. 
All benefit from the news letter. 

What is Soukup’s news bulletin? 

It is an 8%xl1l in., one-page, three-column, 
offset-printed form. The bulletin costs Mr. 
Soukup $45 per month for 4000 copies. plus 
about $20 to mail 1300 of them. 

Another 1300 to 1400 bulletins go out each 
month with charge account statements. Of the 
other 1300 bulletins which are mailed separately 
to non-charge customers, about 800 go to new- 
comers on Soukup’s mailing lists. 

Newcomer mailings are kept up for about six 
months. 

In addition, 500 bulletins go to the Women’s 
Club members, the Lions, Kiwanis, Rotary, and 
other professional men such as doctors and 
lawyers. 

The bulletins that are left over from mailings 
are used as package stuffers. Each cash cus- 


tomer’s package carries this good-will message 
home, until the supply is gone. 

How effective is the bulletin? 

It’s a traffic maker for certain, although it 
plays down merchandise promotion in favor of 
local news. It features poetry, announcements 
about localites, and almanac-like facts about 
weather and nature. 

Sales of appliances have been especially suc- 
cessful as a result of publicity in the news bulle- 
tin. Other featured items such as weather vanes, 
paint, and lawn sprinklers have clicked sur- 
prisingly well, Mr. Soukup said, “Often much 
better than in newspaper ads.” 

Readership of the bulletin is high. This is 
because it makes news personalities of the local 
residents. In all, the bulletin is warm and homey 
reading which often features famous poetry and 
quotations. 

The bulletin is the brain-child of Mr. Soukup’s 
head bookkeeper, Mrs. Baier. Mrs. Baier con- 
ceived the idea about three years ago as a much 
more personal method of advertising and for 
improving relationships with customers. Mrs. 
Baier still makes up the issues. 

In the near future, Mr. Soukup hopes to lower 
his cost still more, by having other merchants 
include a mailing with his bulletin. 

“This news letter would take other dealers 
several months to work into good copy,” Mr. 
Soukup said, “but it’s fun, and it produces very 
satisfactory sales.” © End 


HARDWARE AGE, JANUARY 16, 1958 




































Here’s a down-to-earth promotional idea you 
can copy to reach thousands of customers. 


This folksy news letter is a proven sales winner 





SCULUE’S 
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Soukup’s bulletin not only sells merchandise, it sells the Soukup stores as genuinely friendly places to shop. 
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Lawn & Garden Merchandising 








How to boost lawn 


and garden sales 


Consistent, aggressive promotion pays off 


for Acker’s Hardware; firm now does 


one-third of its yearly volume in these 


lines. 


If your spring merchandise volume is not as 
high as you want it, re-examine your lawn and 
garden promotions. 

Do you promote your lawn and garden de- 
partment? 

Do you use customer mailings? 

Do you take advantage of tie-in advertising 
with manufacturers? 

What services do you offer customers? 

The answers to these questions will be a check 
list to show you what to do to boost lawn and 
garden sales. 

One hardware dealer in Rockledge, Pa., can 
answer all these questions with a resounding 
“Yes.” Lawn and garden sales account for 
nearly one-third of his yearly volume. 

The dealer is Acker’s Hardware in a suburb 
of Philadelphia. 

Each year, through consistent promotion, 
Acker’s sells about 125 tons of peat moss, 80 
tons of fertilizer, 50 grass seed and fertilizer 
spreaders and 40 power mowers. It also sells 
lots of garden hand tools, seeds and other lawn 
and garden supplies. 

Today, five years after the business was 
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started, Acker’s is regarded as lawn and garden 
supply headquarters in its area. Acker’s built 
its reputation by stressing brand-name merchan- 
dise and customer service in an aggressive pro- 
motion campaign. It never resorted to discounts. 

Here is how Acker’s does it. 

Each spring Acker’s sends out a catalog of 
garden supplies and gardening tips to its cus- 
tomers. The catalog has enough gardening in- 
formation so customers will want to keep it 
throughout the summer. The gardening in- 
formation makes the customer aware of products 
he needs. 

This catalog costs Acker’s 14 cents per copy. 
It spearheads the promotion. Cost of the cata- 
log is held down by mass printing in cooperation 
with a garden supply dealer in a nearby, non- 
competing community. The 32-page body of the 
catalog is the same for both firms. Only the 
covers are different. 

Acker’s uses the cover to sell the catalog to 
the customer. The cover calls the catalog a 
“guide to modern gardening designed expressly 
for your gardening pleasure.” To get customers 
inside the book, the cover refers to an inside page 
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for a list of essentials for successful gardening. 

The inside cover and the back cover are also 
put to use. On the inside cover are pictures of 
Acker’s departments. The back cover shows a 
map of the area. Acker’s store location is pic- 
tured prominently on the map. A picture of 
the store front is also printed on the back cover. 

The store mails its catalogs to a selected list 
of 5,000 homeowners who are potentially large 
buyers of gardening supplies. The list was made 





This is the cover of the catalog that Acker's mails 
to its select list of customers. Catalog is the number 
one promotion used by the firm in selling lawn and 
garden supplies. 


up by streets after Acker’s surveyed the area to 
see which streets had homes with larger grounds. 
Otherwise the mailing could have run to as high 
as 25,000 homes, large and small. 

Acker’s bought the selected street mailing lists 
from a Philadelphia advertising agency. The 
agency supplied the names and addresses of 
homeowners on the streets. The names were 
prepared on gummed labels, in duplicate. Acker’s 
used one set of labels on its first catalog mailing 
and kept the other set of labels so it could set 
up a master mailing list. Cost of the agency 
service was $42.50 per thousand names. 

In addition to the mailer, Acker’s runs a 3 
column x 6-in. advertisement in the neighbor- 
hood weekly newspaper regularly. Cooperative 
ad mats supplied by manufacturers are run in 
addition to the regular ad. The store also takes 
dealer listings in large ads by manufacturers in 
the Philadelphia daily newspapers. 


Acker’s also stresses customer services as a 
selling feature for lawn and garden supplies. 
The store offers free soil tests, free delivery, and 
advice for growing a lawn or garden. 

Another Acker’s feature is lending a seed and 
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How you can handle 
TV price specials 

Here’s how Acker’s Hardware handles 
the matter of competition from so-called 
miracle buys in lawn and garden supplies 
advertised on radio and television. In its 
catalog, Acker’s carries a box with the 
following message: 


Those Radio and Mail-Order “Miracle 


Buys” ... How Satisfactory? 


Hardly a day passes but someone 
doesn’t come in and tell us how they had 
been “taken over” by some fancy radio 
blurb or a mail-order “bargain.” “It 
sounded so good,” they say, “how could 
we know ?” 

The answer is quite simple. There are 
hundreds of houses using radio, newspa- 
pers and other means of advertising, fer 
delivery by mail, whose products are thor- 
oughly reliable. Yeu will find, however, 
that these products are also usually avail- 
able in stores. SO YOU CAN SEE WHAT 
YOU’RE BUYING! 

Every manufacturer wants the widest 
distribution he can get, which can be had 
only by fullest dealer representation. By 
the same token, every dealer is eager to 
handle any product which shows merit. 
The fact that an item is not available in 
the stores is a fairly good indication that 
it didn’t win general trade approval. Thus, 
if it is available only through “blind” 
channels, it’s wise to be especially cau- 
tious. 

Before offering any item for sale, 
Primex* gives it a thorough going-over 
for quality and effectiveness so that it can 
be unconditionally guaranteed. If you 
want to be sure of a product, get it from 
a reliable local dealer who will always be 
around in case of need! 





*Primex is the garden supply house 
which cooperates with Acker’s in prepar- 
ing the catalog. 











fertilizer spreader with purchases. The spreader 
is free for one day. If the customer wishes to 
keep it longer, he pays a small rental fee. If he 
wishes to keep the spreader, the rental is ap- 
plied to the purchase price. 

At the end of the season, all used spreaders 
are sold. Acker’s prefers to sell all spreaders 
rather than carry them through the winter. 

Acker’s Hardware is operated by Charles J. 
Acker and his three sons, Walter J., Harry, and 
Charles F. ® End 
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In your fireplace department... 


Merchandising, advertising, 


promotion 


bring year ‘round profits 





When customers are offered low 
cost merchandise of indifferent 
quality for ‘once in a life time’ 
purchases, there is something 
wrong with merchandising policy. 

But, that’s exactly what is hap- 
pening today in the fireplace fur- 
nishings departments of many 
stores. Far too often, only low 
cost ensembles—screen, andirons 
and fireset—are offered. 

Resultant low markups 
negligible profits. 

In other cases, stores treat fire- 
place furnishings as fall and early 
winter business only. They clear 
their sales floors of this merchan- 
dise shortly after Christmas. 
These practices add up to grief— 
not only for stores but also for 
their customers. 

Analysis of the market for fire- 


mean 
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by Edward J. Leahy 
Merchandising Manager 
Bennett-lreland, Inc 


place furnishings and of the buy- 
ing habits of homeowners can do 
much to correct these practices 
and to develop profitable volume in 
fireplace furnishings. 

Demand for fireplace furnish- 
ings is not seasonal. Proper mer- 
chandising, advertising and pro- 
motion can bring year ’round 
profits. 

Since a fireplace is a center of 
attraction, a home is not com- 
pletely decorated until the fire- 
place is furnished. 

A good index to the year ‘round 
demand for fireplace furnishings 
is in the moving habits of Ameri- 
cans. They move in every month 
of the year. A move usually means 
new fireplace furnishings. 

In addition, homeowners want 
good quality and handsome fur- 


nishings for their fireplaces. Price 
is not the primary consideration. 
Homeowners who have invested 
$1500 to $2000 in the construction 
of a fireplace do _ not 
shabby, low grade 
other furnishings. 


Want a 
screen and 


The importance of the fireplace 
as the center of interest in a liv- 
ing-room demands tasteful decora- 
tion with quality screen, fireset, 
and andirons. Homeowners gen- 
erally have been pre-sold on at- 
tractive and high quality fireplace 
accessories which are essential to 
good decoration by decorators and 
by advertising. 

Here are some of the high points 
gleaned from 
and personal observation over the 
years of the practices of the most 


extensive surveys 
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successful merchandisers of fire- 
place furnishings: 


Carry a wide and versatile line. 
Eminently successful stores carry 
a wide range of ensembles, 
screens, and other fireplace acces- 
sories in all prices. 

Since multi-sided and other un- 
usual fireplaces are becoming more 
popular, these stores provide for 
custom installation of screens and 
other accessories. 

Where stores do carry a wide 
variety, it is interesting that sales 
of medium priced screen and en- 
sembles are equal to or exceed 
sales of low priced furnishings. 

Substantial markup on the me- 
dium and higher priced merchan- 
dise assures a profitable depart- 
ment. 


Take advantage of national ad- 
vertising. Many customers are 
sold by national advertising when 
they enter the store. It’s common 
sense to stock nationally adver- 
tised brands. 

Also, local advertising costs may 
be cut in half by participating in 
cooperative advertising programs 
when available. In addition, manu- 
facturers sponsoring cooperative 
advertising often provide complete 
ad mat service covering their en- 
tire line. And most important, 
dealers who time their local ad- 
vertising and tie in with national 
advertising find more gratifying 
response than from advertising 
unbranded merchandise or loss 
leaders. 


Use low cost promotion aids. 
Display stands for screens and 
other fireplace accessories are 
available at nominal cost to pro- 
vide realistic settings for fireplace 
equipment. 

Many manufacturers provide 
glossy photos of screen and en- 
semble installations for use in 
displays, rotogravure advertising 
and publicity. 

Reproductions of color national 
advertising makes effective win- 
dow and point of sale displays. 

Streamers, direct mail pieces, 
and point of sale displays are 
other effective sales aids which 
are easily available. 


Trade up to higher profits. 























ot one 


Actual fireplace sef 
up in your store helps 
customers understand 
how merchandise wil! 
look in their home. 


Structural column in 
Weed & Co. store in 
Rochester, N. Y., js 
used to display vari 
ous types of screens, 
furnishings, with pho 
tographs of actual in 
stallations. 


Decorative fireplace 
accessories in window 
establish York (Pa.) 
Paint & Hardware Co. 
store as fireplace mer 
chandise headquarters. 





In your fireplace department 
(Continued) 


Significant profits in fireplace 
screen and furnishings are in 
the middle to high selling cost 
brackets. 


Switching a customer to the 
popular price range—on _ the 
basis of style, beauty, durability, 
and quality—is not difficult. Com- 
parison with iow cost items will 
usually do the trick. National 
advertising which pre-sells cus- 
tomers also aids materially in 
switching. 

By featuring and selling high 
quality and guaranteed fireplace 
equipment, stores can almost com- 
pletely eliminate problems of ser- 
vice and complaints. 


Glamour sells fireplace furnish- 
ings. Realistic display sells fire- 
place equipment. 

Actual living room settings with 
attractive lighting and use of such 
items as mirrors, framed pictures 
and candelabra provide a setting 
for easy selling. 

Photographs of a number of 
furnished fireplaces aid customers 
in selecting equipment for their 
own fireplaces. 


Trained personnel pay off. Sell- 
ing fireplace supplies is specialized 
work. 

Customers want help and sales 
personnel should be able to offer 
expert advice on styles, decoration, 
and accessories. In addition, cus- 
tom installations require thor- 
oughly trained personnel. 


$’s not %—analyze your mark- 
up. Watch special buys such as 
50 percent -+- 20 percent discount 
purchases. These discounts are 
usually based on a high but ficti- 
tious list price. 


To move this sort of merchan- 
dise requires pricing well below 
the suggested, unrealistic list. 

For example, fireplace ensem- 
bles may be purchased on 50 per- 
cent + 20 percent with suggested 
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prices the ensemble at about $60. 
Result—profit $20—a far cry from 
$60. 

In contrast, nationally adver- 
tised ensembles at a published list 
price of $100 brings $50 profit. 

The formula for successful mer- 
chandising of fireplace furnishings 
is simple: Feature quality fire- 
list price $100 at an actual cost of place products, supported by na- 
$40. But, obviously, an unbranded tional advertising at competitive 
ensemble cannot be sold for $100 prices. Result—increased dollar 
and, in fact, was never intended sales volume and higher profit. 
to be. So in order to sell, a store °F nd 


Staff-made displays 
double toy sales 


52-week department needs little attention 


because of its good location in the store 





If you want to dou- 
ble sales in your 52- 
week toy department 
special fixtures and a 
change of location 
may do it. 

Bonnell’s Hardware 
& Building Materials, 
Ruidoso, N. M., dou- 
bled toy sales by us- 
ing these ideas. 

Wayne E. Wantiez, 
store manager, used 
1x4, 1x8, and 1x12- 
in. stock and some 
perforated panels to 
make low-cost easily 
moved fixtures. 

Toys can be easily examined by youngsters. 

Mr. Wantiez says, “Children visiting this area are given money 
to spend, and visit our toy section while their parents shop in 
other departments.” 

Many tourists want toys for their children. Some adults will 
also purchase toys for relatives or friends back home as remem- a 
brances of their trip. 

Before the firm placed its present toy display, it tried out sev- 
eral other spots. 

The toy department is now in the center of the sales floor, near 
the wrapping counter. This location is passed by most customers 
and it is near enough to the wrap table for employees to watch 
youngsters. 

With this location it is not necessary to have any sales clerk 
permanently assigned to the toy section. 
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Biggest news in the 
fan business this year... 


o] ato Masal=le=!Melal\aelal— rN 
way to get it.... 


>} 
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Set General Electric's 1958 Fan Line... For 


Fabulous Prices 


A NEW, FULL LINE OF PORTABLE FANS FOR THE VOLUME MARKET! 





AE 





So ae 











Fite Le ee 
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Deluxe Automatic . 95° Electrically reversible 

20" Portable Fan—W-10 pours 20" Portable Fan—W-7 

© Super powerful—5000 CFM{ * Three speeds each way $ 95* 
@ Electrically reversible ® Powerful—4000 CFMi amen 
© New diffuser grill ® Automatic thermostat control ® Circulates or ventilates 

® Three speeds each way © Window mounting panels included * Safety grills 


Mh. | 


> 





Electrically reversible Powerful 20" 
Portable Twin Fan—T-4 $ Portable Fan—W-6 Now only— 


ste 
® Three speeds each way 95 * Easily reversible $ 95* 
S  eneneetea nee @ ’ . 
Ventilates or circulates ee 
© Powerful—4000 CFM? 


® Fits casement or sash windows 
® Three speeds—safety designed 


DLUS... FuLt Promotion 


® Satety grills 
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%*Manufacturer’s recommended or Fair Trade price. 
+ Certified by General Electric Fan Engine ering Lab« ra orie 
on basis of samples tested by Nk MA stand rd- 
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Full-Powered Cooling —General Electric’s new 
Certified Air Circulation} assures customers of the full 
cooling power they pay for, want, and need! 
Fabulous Prices —lowest prices ever on General 
Electric Fans—for even faster sales at the same full 
margin! 

Full Profit —for the full season! General Electric 
Fans are fair-traded all season long. Preferred by con- 
sumers, sell out first—give you fastest turnover. 


Plus —A new over-the-counter replacement warranty. 


GENERAL ELECTRIC 
FAN WARRANTY 


authorizes immediate replacement of any 

, defective fan within one year and repair 
or replacement of any defective fan motor 
within five years. 


see 7e 38 ee": 
eis tld wie * 

















Model W-8 without 


electric reverse, $34.95" 


‘44° 


20" Electrically reversible 
Window Fan—W-9 


Three speeds each way 
Fits windows from 20" to 38" wide 
New sunburst safety guard 


Cools up to 5 rooms 


FOR EVEN FASTER PROFITS! 
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ull Powered cooling! 


| ! Full Profit! 















: 
New 20" Portable 
| Roll-Around Fan 











59" 


: ® Rolls easily anywhere 

® Three speeds 

® Converts to 20" portable fan 
® Adjustable height and tilt 








Personal Fan | Oscillating Fans 


10" 


* 5107 $1795* 
12" 
S-125 $2995' 


> 4% 


4 2 
. 7 











NEW! 
16a" V-164 


$5495" 


: NEW $ 95° 








aot) ? 
a 


F.3 
$5995" | 


HASSOCK FAN 





ALL-PURPOSE FAN 
@ Broad, powerful air stream e@ Draft-free cooling 


© Two sets of fan blades 
© Three speeds—safety design 


® Versatile 
® Extra safe 





























ONLY GENERAL ELECTRIC FANS ] 
ARE BACKED BY THIS... US 


“TARGET TORRID” 


TRIPLE STRENGTH! 












yey IIIA ARRON 

















The only way to ) judge 4 fan is by the air if ’ It’s been proved the most successful fan 


advertising ever run—and this year there'll 
be three times as much of it in your town! 
“Target Torrid” is General Electric Fan’s 
weather-forecasted way of releasing ads when 
the weather’s hot and humid—when your 
customers are really in the market for a fan. 
And in 1958, they'll see ads not only dur- 
ing, but before a hot spell, after a hot spell... 
whenever they’re thinking about fans. 


NEW! 


HARD-HITTING 
ADVERTISEMENTS! 


These brand new ads for °58 will be selling your 
customers on “Full Cooling Power with General 
Electric Fans’’—tell them about General Electric’s 
Certified Air Circulation—get them into your store 
to see, choose, buy! 





CERTIFIED AIR CIRCULATION: 
4000 CUBIC FEET PER mINUTE 
enough to cool up to » $ rooms —compietely 
change the air in 20' « 13' room once every 
4 60 seconds 
freer 





20" Portable Fan 


4 Versatile! Use as room ai circulator or in window 
+ Easily reversibie! just (urn around in window 
4 Three speeds! Safety grills! ; 
General Electric Company, Automate Writtes Warranty. Your assurance of repair 
erry otor which proves 
= See See ——* or replacement of any fan ™ 
ei defective in matenal or workmanship 


it 
~e9# @ 


WW Rolt-Areund oar J — $17.95" & oe ss aol 
$58.95" 


ae Low cost HOME COOLING 


& Gs al 


$94.98", errr 
Progress 's Our Most Importent Product 


GENERAL @ ELECTRIC 


$20.98" ry 0085" — 
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Dealer tie-in mats: Free mats of various sizes—help 
you capitalize on the power of factory-paid advertising. 
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Powered promotion! 


| DISPLAYS WITH IMPACT=TO HELP YOU SELL! 





‘*Keep cool’’ display: A real 
traffic-stopper, in your window 
or inside your store. 





‘“*Happy home’”’ display: Color- 

ful and compelling, display has a 
Sailboat display window: This arresting, dynamic traffic-builder will give your window eye-catching simple message, dramatic impact. 
appeal and impact—spark your sales to new heights. Dancing figures catch the eye. 








PLUS... 
FAN-TASTIC SPECIALS! 


For the first time—a limited 
number of General Electric 
Fans at reduced prices for 
special promotion. Over $10 off 


on many models! See your 


Permanent fan displays show the entire line: Attractive, sturdy distributor for details! 
fan display stands show the entire General Electric Fan line in a few 
square feet of floor space! Use them year after year, in any combina- 
tion, any position, on floor or in window. 

















General Electric Company, Automatic Blanket and Fan Department, Bridgeport 2. Connecticut. 


: Progress ls Our Most Important Product its 


GENERAL@@ ELECTRIC 
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COMPLETE OXCO 
FLOOR SWEEP DISPLAY 


brings increased 











Displays and 


volume on profitable 





floor sweeps 








Stocks 
extra 
sweeps 
Displays 4 styles 
of sweeps 














Sells sweeps 

—by use 
and proper 
style 





Very 
little 
floor 

space 
2414” x 
1334” 





Floor Sweep 
Display No. 1 


Here’s your opportunity to increase volume and enjoy greater dollar 
return on the 4 most popular Oxco floor sweeps for hardware store 
sales. This handsome Display, a complete selling and storage unit, 
brings floor sweeps out of the stockroom, makes them popular sellers 
and real money-makers. Saves your selling time yet brings more sales 
at a nice profit! 


18 SWEEPS AND HANDLES PLUS METAL RACK 
3 FAVORITE sweeps (14”’) 

4 FAVORITE sweeps (18”’) 

3 CHOCTAW-X sweeps (14”) 
4 CHOCTAW-X sweeps (18”’) 
2 JUSTRITE-X sweeps (18’’) 
2 GARAGE palmyra (18’’) 
DISPLAY RACK and TOP SIGN 


All packed in one carton. 
Easy to set up—no compli- 
cated bolts or nuts—rack sim- 
ply unfolds and it’s ready for 
stocking. Top sign tells cus- 
tomer style of sweep needed 
for his floor surface. 


OX FIBRE BRUSH COMPANY, INC. 


sreoericx vizbiished /§§FF MARYLAND 
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stocks handles 


Remodeling; brochure 
up garden supply sales 


A departmental remodeling proj- 
ect and a brochure to local resi- 
dents gave garden supplies a 30 
percent sales boost for Reinhard’s 
hardware store of Bellevue, Wash. 


The garden supplies department 
received a new paint job and a 
complete new section of wall shelv- 
ing to make it more attractive. The 
finishing touch, was the installa- 
tion of a “Garden Shop” sign 
which now attracts customers from 
other departments. Shoppers fre- 
quently missed the department in 
the past because it is located at the 
rear of the store. 


The brochure was made up by a 
local printer to Mr. Reinhard’s 
specifications and was _ illustrated 
by pictures clipped from manufac- 
turer’s catalogs. The firm sent out 
5000 of these promotion pieces in 
April at a total cost of $250 includ- 
ing distribution. 

A local newspaper handled the 
distribution by folding the _ bro- 
chures into the paper at delivery 
time. Cost for this: $100. This is 
less than mailing would have cost 
and it is believed the brochure got 
more attention when received in 
this manner. 


Sales for April topped all previ- 
ous records made by the store part- 
ly as a result of the promotion 
piece. 





HARDWARE HUMOR 
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"That awkward Johnson dropped a 


sledge hammer right square on my 
foot!” 


= 
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ON HOLLOW DOORS... HiaM 


Now it’s possible to C 
fasten fixtures securely 
fo flush (hollow) doors. 


















































‘Exclusive range of fastening applications — 1/16” to 3/8” thickness. 


2. insert Wing-Ding... 3. Tighten up screw 
A light tap will set the until expanded — you'll 
three gripper teeth. In know when it’s set — 
hard wood push teeth in your screw driver tells 
with the screw driver. you! 








1. Drill 4” hole. QUICK, DEPENDABLE, 
INSTALLATION 
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ON FURRED WALL BOARD... | 


Where board is 
mounted on %“ 
furring strips The 
Shorty is designed 
to fit the confined | 













/ 





t a 
* _- 
/4 /4 




















4. Remove screw... 
Place fixture over the 
Wing-Ding. Re-insert 
screw and tighten. 


REDUCE INVENTORY — WHY STOCK 9 SIZES, WHEN 3 WILL DO? 






wing.ding BETTER BECAUGCE... 


* Takes smallest hole of any wall fastener. 
@ Easily lines up for setting next to stud. 

@ Strong one-piece — tripod design. 

No stripping — long threaded section — 6 turns long. 
* Removable if necessary. 

@ Sets quickly, easily — no special tools. 





























. L = 
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[| CAT. NO. | SIZE A | B | HW | L | tistper 100_ 


ee a ee 








SHORTY | 7921 | 48S | %” 5/16", %” | 1” | ~~ $6.00 
REGULAR | 7922 
KING SIZE | 7923 


Write today for samples of this new wall fastener or any other famous DIAMOND product. 


EXPANSION BOLT C@Q., INC. 


500 North Avenue * Garwood, New Jersey 


Branches: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, Minneapolis, New York, Philadelphia, 
Pittsburgh, San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada. 










4SL | %” |5/16") Ye" | 2” | = $8.00 
SSL | 1%” 5/16” | 5/16" 2%” | $12.00 


DP CO OR. Ok ee 





Looking for store help? 
Consider the handicapped 


If you are having trouble hiring 
persons for your store, consider 
hiring  physically-handicapped 
persons. 





CASH IN 


on the year ‘round demand 











y 


Many hardware dealers dis- 


_ . a y for NAI IS | cover that physically handicapped 






workers are an excellent source of 

labor. Physical handicaps do not 

necessarily interfere with a per- 
and son’s ability to perform certain 
tasks satisfactorily. 

This situation was spotlighted 
recently by the Ridge Tool Co., 
Elyria, Ohio, when it sold a power 
threader to a blind hardware 
store dealer. 

The dealer is Jesse Castillo, 
Jesse’s Hardware in Los Angeles. 
Mr. Castillo lost his sight during 
World War II when he was shot 
in the head by a Japanese sniper. 

The loss of sight hasn’t de- 
terred Mr. Castillo from trying to 
lead a normal, useful life. His 
purchase of the pipe threading 
machine points this up. 





The machine is a_ standard 
| model with one exception. It has 
| raised numbers on the die heads 
| and gage bar made especially for 
| Mr. Castillo. Mr. Castillo uses his 
| machine with the same speed and 
facility as a person who is not 


Meet the growing demand for packaged nails blind. | : 
and brads with the fast selling Cortland Brand. Con- ome eee on wt not un- 
venient, easy-to-handle green and yellow packages <tosecagg libata ylang anil bea 


have made places for themselves 


sell themselves. All packages are clearly marked for 
weight, length and gauge. 


For extra sales at no extra effort, set up a simple 
display like this and profit the year ‘round. Every- 
one who comes into your store is a prospect. You 
can display a complete stock of sizes (V/s lb., Y% |b. 
and | lb.) ina minimum of space. 


Ask your Jobber for Cortland Brand Nails and Brads 
by name. Display them in your store . . . and Profit! 


COLORFUL STREAMER 6” x 30” 
available for counter or window 
send post-card for your streamer 








Hardware dealer, totally blind, 
WICKWIRE BROTHERS, INC., Cortland, N. Y. operates a power pipe threading 
Wire Screening @ Hardware Cloth @ Wire Nettings @ Welded Wire Fabric machine as customer, right, watches 
the work. 
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in the retail hardware business. 
Here are examples of other jobs 
in a retail hardware store that 
can be filled by handicapped per- 
sons: 

Bookkeeper—deafness or loss of 
a leg will not interfere with a 
person’s ability as a bookkeeper. 

Telephone solicitor—any handi- 
capped person who can speak and 
hear clearly and who has a selling 
personality can solicit business 
by telephone. 

Checkout counter cashier—a 
person’s ability to run a checkout 
counter is not necessarily depen- 
dent upon his ability to walk. 

Salesman—a back ailment will 
not necessarily impair a person’s 
ability to be a good salesman. 

Repair man—deafness, loss of a 
limb, and sometimes even loss of 
sight will not interfere with a 
person’s ability to perform many 
repair jobs. 

The U. S. Employment Service 
reports that physically handi- 
capped workers are usually more 
stable than other employees. Ex- 
perience shows they are not apt to 
change jobs frequently and their 
absentee rate is lower than nor- 
mal. 


Lower-priced items help 
firm sell better grades 


Do you use competitively-priced 
items to sell the higher quality 
numbers on which you make great- 
er profit? 

A mid-west dealer tells how he 
does it. 

This dealer says, “We adver- 
tise our lower-priced items. When 
adults come to the store we always 
show something in a higher quality 
for them to compare to the adver- 
tised lines. 


“When we advertise lower- 
priced merchandise, we put sam- 
ples of it in our windows. We show 
those items inside the store next to 
the higher quality lines for com- 
parison. We make sure that both 
qualities are shown with prices 
plainly marked.” 


If a competitor offers lower- 
priced items than this firm fea- 
tures it tries to have the same 
quality in stock. Salesmen make 
sure that customers always see 
both grades of merchandise. 
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SIPIES A Tools 





STEELMASTER 


The Finest Hammer Ever Made 


Here’s why: 

Tempered rim minimizes chipping. An exclusive Stanley feature! 
The rim of the striking face is induction tempered to mini- 
mize chipping. o 
Locked-on head. The head is permanently locked to the handle. - 
It will never come loose. Ps 
Chrome alloy handle. Special chrome alloy steel handle will ~ 
not break! It flexes a little, it absorbs vibration, but it will 
not break. Chrome plating prevents rust. 

Contoured grip. Neoprene forms a non-slip, cushioned grip. 


And it won’t mar, so the butt end can be used to tap work ~ ok 
into place. 





Stanley STEELMASTER available in 5 models 


Order Unit ST6 with 4 No. ST1%, 1 No. ST2 and 
1 No. ST1%2A, and this merchandiser is shipped 
with your order absolutely FREE! Ask your whole- 
saler now! 


With Curved Claw With Ripping Claw 
STI 20 oz. $5.25 list STIA 20 0z. $5.25 list 
ST1% l6o0z. 4.99list STIYA 160z. 4.99 list 
ST2 13 oz. 4.99 list 


STANLEY TOOLS 
Division of The Stanley Works, New Britain, Conn. 


Pate eae ee - 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware + door controls + aluminum windows + metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 















A wholesaler speaks out... 





Why be so secretive? 


How manufacturers can help us save money handling mail 


by A. S. Emmons, vice-president 
Emmons-Hawkins Hardware Co., 
Huntington, W. Va. 


Increasing efficiency and reducing costs is a 
challenge to all of us these days. Reducing costs 
is largely a problem of tackling many small jobs, 
one at a time. 

We, and I am certain this is true of most 
other wholesalers, are anxious to speed up the 
handling of the large volume of mail we receive 
daily. 

Manufacturers can help us do this, if they 
would follow the simple suggestion I make here. 
This suggestion concerns the large volume of 
insufficiently identified fourth-class mail that 
comes to the desk of the purchasing department 
every day. 

We are speaking here of the manufacturer’s 
identification imprint on the outside of the mail- 
ing envelope. It may read, for example, from 
“Smith-Jones Mfg. Co., Hartford, Neb.” But, 


how many purchasing agents would know what 
the Smith-Jones Mfg. Co. of Hartford, Neb., 
make without the time consuming procedure of 
opening the envelope to find out so as to route 
it to the interested department? 

If the envelope imprint had just specified, 
in addition to the manufacturer’s name, water 
well supplies, galvanized ware, pottery, or what- 
ever the specialty of the manufacturer happened 
to be, how much simpler, effective and quicker 
the handling of the mailing piece would have 
been. 

Instead of having to be opened by the pur- 
chasing department and contents laboriously 
digested to find out what it was all about and 
then referred to the division handling the spe- 
cific item or line, had the carrying envelope 
or wrapper been sufficiently identified as to 
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product, the mail sorter could 
have referred it direct to the in- 
terested department and thus con- 
served the purchasing division’s 
time. 

It may seem a relatively small 
matter having two people instead 
of one check in a piece of mail. But 
multiply this by 50 or 100 every 
day and the man hours unneces- 
sarily lost mount up during a 
year’s time. It would seem that 
even if a manufacturer thought no 
more of his mail than to send it 
fourth, or “junk” class, he would 
at least attempt to identify it suf- 
ficiently and explicitly enough to 
get it into the right hands. 


Which division is it? 

This situation is aggravated still 
further by the fact that the larger 
manufacturers within recent years, 
due to mergers, have two to three 
or even more manufacturing divi- 


sions, each making an _ entirely 
different and unrelated line of 
products. 


One division might make steel 
goods, another fishing supplies and 
still another wheel goods or some 
other seasonal specialties. In such 
instances, surely it would not be 
asking too much of that large 
manufacturer to identify the divi- 
sion within his company with 
which the particular mailing is 
concerned. 


Keep it on p. a's. desk 


The average purchasing agent is 
familiar with what the majority of 
his suppliers manufacture, but he 
cannot by any stretch of the 
imagination be expected to know 
what 10,000 other potential sup- 
pliers make. The less-well-known, 
or specialty manufacturer, particu- 
larly, who is trying to break into 
the picture by mail would do well 
to informatively identify his mail- 
ings and thus keep them from go- 
ing into the waste basket. 


If you, Mr. Manufacturer, have 
something to sell and are proud of 
it, tell us, your wholesalers, about 
it explicitly on the outside of 
your mailing envelope if you want 
the proper buyer to receive it 
promptly. 


Why be so secretive? © End 
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Equip your store with attractive 
Bonderized Steel Revolvo Rotating 
Bins for nails, rivets, fittings and 
other similar items. 


HERE’S WHAT HAPPENS! 


You store, display and sell, in 
only a few square feet of floor 
space (without having to touch your 
stock). Your customers serve them- 
selves from the easily accessible 
bins that display every binable 
item in your inventory. 


Write today or ask your Hardware 
Wholesaler for FREE Folder 320-A 
“MODERNIZE WITH REVOLVO.” Shows 
full range of sizes and models. The 
Frick-Gallagher Mfg. Co., 102 S. Mich- 
igan Avenue, Wellston, Ohio. 








REVOLVO 


COUNTER PARTS CASES 


BONDERIZED 


REVOLVO 
NAIL BINS 


YOU PROFIT FOUR WAYS! 


1. Floor space is made more pro- 
ductive and more profitable. Less 
floor space is required. 

2. Time required to handle stock 
and serve customers is reduced. 

3. Your sales increase because your 
customers see and help them- 
selves to more items. 

4. Better display in less space — 
better fixtures mean a better 
selling job. 















NAIL BIN 
COUNTERS 


DISPLAY 
COUNTERS 





















What the Law Says 


Liability for customer injuries 
sustained on your premises 


Where does your liability for in- 
juries to visitors on your premises 
begin? 

Where does the customer’s liabil- 
ity for his own carelessness start? 

A messenger boy entered a 
wholesale hardware house in Min- 
nesota injured himself jumping 
down steps in a vestibule and fall- 
ing into a glass panel. 

Entrance to the building was 
through a 15-ft vestibule with 
three glass interior doors and a 
like number between the vestibule 


by Albert Woodruff Gray 


and bordered with metal strips, 
was of quarter-inch glass, swing- 
ing outward. 

In the suit, brought by the boy, 
it was contended that the hardware 
firm was negligent in maintaining 
what was claimed to be a trap for 
anyone entering the building. 

In its decision the court quoted 
an earlier decision by a Minnesota 
court that the operators of a build- 
ing, “‘were under a duty to exer- 
cise reasonable care to keep their 
store in a reasonably safe condition 


tomers. In order to charge the 
operators with negligence a breach 
of duty to keep the premises rea- 
sonably safe must appear.”’ 

It was there added, that a breach 
of duty such as to constitute neg- 
ligence in the keeping of the prem- 
ises reasonably safe is not proved 
by the mere occurrence of an acci- 
dent. 

Negligence must be predicated 
on what should have reasonably 
been anticipated, not merely on 
what happened. The duty is to 
guard, not against all possible con- 
sequences but only against those 
which are reasonably to be antici- 
pated in the normal course of 
events. 

This duty of the storekeeper was 
summarized by this same court a 
few months before in a somewhat 
similar case. 

“The duty of a shop keeper,” 
said the court, “is to keep and 
maintain his business premises, in- 
cluding passageways, in a reason- 
ably safe condition for the use of 
customers and invitees. 

“The shop keeper is not an in- 


and street. Each door, 28 in. wide for the entrance and exit of cus- surer of the safety of the custom- 
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RIFFIN HINGES 


C 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 


\ 
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Getting 


ready for CORBIN’S complete 
PLUS these 


will swing 








































NEW! 

CORBIN PUSH-PULL LATCH 

#2475 for Screen and Storm Doors 
A sure-fire hit to help you pick up more 
Springtime sales! Smart new styling and 
easy push-pull operation. Fast, single-bore 
installation for wood or aluminum doors 
34," to 134," thick —no mortising. Rugged 
parts put together for years of year-round 
service. Slide-button locks door from in- 
side. Available in polished brass and satin 
chrome. Packed 20 to a carton. 


TWO SALES IN ONE! 

This brand-new CORBIN display # K-617 
sells two related screen door items, yet 
takes less than one square foot of counter 
space. Has everything—color, popular- 
priced items with a quality name, plus 
open-’n-close selling action on the spot! 
And it’s FREE with your order of only 20 
New CORBIN PUSH-PULL Latches, and 
20 CORBIN “Musketeer” Door Closers 
(or 40 Latches)! 


CORBIN No. 17 ‘“‘Musketeer”’ Closer 
for Light Screen and Combination 
Doors 

One of CORBIN ’s fastest-selling items. A 
low-price air control closer for wood or 
aluminum doors. Very easy to install. 
Adjustable speed control assures quiet, 
firm closing. Fully reversible. Has simple 
hold-open device. Also strong Buffer 
Spring to minimize wind damage to door 
and hinges. Finished in sprayed bronze or 
silver luster. 











Interior 


Exterior 

















q Mortise Type Catches No. 02457, 
in brass, bronze, or No. 03457 
in wrought steel, brass plated. 


16 lin 


+ 


brass, bronze, or No. 3460 
in cast iron with brass finish. 
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line of SCREEN DOOR HARDWARE 
Eye-Catching Displays 


more sales your way! 


LITTLE SPACE...LOTS OF SELI 

This compact CORBIN demonstrator 
unit #K-716 needs no sales talk—be- 
cause action speaks louder than words! 
Displays CORBIN No. 21 Air Control 
Door Closer mounted to hinged panel— 
lets your customers prove first-hand that 
low cost and top closer performance make 
the “21” the best buy in its field! 


CORBIN No. 21 Door Closer for 
Light Screen or Combination Doors 
A trouble-free closer that can be installed 
in minutes and forgotten for years! 100% 
reversible. Hold-open device keeps door 
in open position when desired. Closing 
speeds adjusted easily by hand. Strong 
adjustable coil torsion spring for positive 
closing under draft conditions. Sprayed 
bronze or silver luster finish. Packed 
singly — 1 doz. boxes per carton. 


OPEN AND CLOSE MORE SALES! 

This striking red and black enamel dem- 
onstrator #K-621 actually opens and 
closes. It gives you a top-selling display 
piece that takes very little counter space. 
Features the CORBIN “Mighty Midget” 
Model 0 Closer at its best—=in action! 


CORBIN “Mighty Midget’’ Model 0 
Liquid Closer for Screen or 
Combination Doors 

A liquid control door closer that enables 
you to offer your customers a complete 
line of screen door closers. Where drafts 
are strong, the “Mighty Midget” is 
stronger. Gives full door opening to 180°. 
Closes quietly, smoothly. Closing speed 
controlled by simple screw adjustment. 
100% reversible. Silver bronze, or 
lacquered dull bronze finish. 


q 
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Good Buildings 
Deserve 


CORBIN 
Hardware 


The 3 CORBIN demonstrators 
shown on these pages are just a few 
of many extra-sales helps CORBIN 
has to offer. Put one or more of 
them to work for you. And carry 
the complete CORBIN line of 
screen door needs. You'll have 
double the selling punch — fast- 
moving items on eye-catching dis- 
plays... plus all the related 
CORBIN items in stock to make 
those extra-profit companion sales. 
See your CORBIN distributor for 
prices and details. Or write us direct. 


P & F CORBIN DIVISION 
The American Hardware Corporation 
New Britain, Connecticut 
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This ad sold out 
Boontonware’s 
Place Setting Promotion 


FOR OVER SOOO DEALERS 





sity F. § 


if 


mia 
Su. j 


Last year every one of the more than 3,000 dealers who tied 
into Boontonware’s Place Setting Sale with Boontonware’s 
planned advertising and displays, sold out “Sale” stock com- 
pletely and substantially boosted open stock sales. The new 
’*58 promotion is bigger and better than ever. Dealers who 
tie in by using the all-new ads and displays are sure to have 
an even greater success. It’s the first of the ’58 series of 
planned sales events for Boontonware Program Dealers that 
mean constant month-in, month-out volume, as those dealers 
who have participated over the past years well know. So this 
year tie in all the way. 


Become a Boontonware Program Dealer! Write for details today. 


Wate” BOONTON MOLDING CO. 
Boonton, N. J. 


finest of all] Melamine dinnerware 
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What the law says 
(Continued) 


ers and is liable only for injuries 
resulting from his negligence.” 

The decision in a suit for an ac- 
cident of this character was adopt- 
ed by the Minnesota court as au- 
thority. This decision referred to 
one in which a Massachusetts court 
said of the liability of a store 
keeper for an accident involving 
glass doors. 

“We do not think that negligence 
ought to be found merely because 
the door was made of one large 
piece of glass. It could not have 
been held invisible. Its handles, 
locks, and fittings were in plain 
sight. A door is to be expected at 
the entrance of a store. 

“A door of this kind is to be 
classed with other forms of con- 
struction such as various types, 
whether new or old, of doors, floors, 
stairs and ramps, not out of re- 
pair, upon which it is possible for 
an invitee to receive injury but 
which are not of such a character 
that danger is reasonably to be an- 
ticipated from them to persons ex- 
ercising ordinary care.” 

On this and other decisions the 
Minnesota court, denying a recov- 
ery of damages by this boy, said, 
“Here there was nothing to dis- 
tract this boy nor was there any- 
thing to prevent his seeing the 
door and distinguishing the doors 
from the adjacent panels. 

“An examination of the record 
and photographs before us can only 
lead to the conclusion that the 
wholesale hardware firm was not 
guilty of negligence and that the 
boy was guilty of contributory neg- 
ligence as a matter of law.” © End 
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To introduce the first new kind 






of knife in your lifetime 


EE’ ELUN'E" 







SHARP 
FROM YEAR 
TO YEAR 















8” STEAK SLICER REG. $2.95 


Now ONLY 
Si.a?7 


FULL MARKUP FOR YOU 
Retail Sale from Feb. 1 to March 31, Ends at Wholesale March 15 





Makes the hardest cutting job easy! 





This is the sale that pulls them in... a sale that 
has been pre-tested with terrific results! 


Test store sold 396 Waverly Edge Knives in 
just 3 days using this half-price special as a 
leader (store name and full details on request). 
Order new Waverly Edge from your Ekco-Flint 
Distributor today. 






“‘ 


“Se Rirst 277 
’ iy 











FEATURE ALL 11 NEW FLINT WAVERLY EDGE KNIVES, 
Stainless Steel Blades .. . Pakkawood® Handles. 






















| 
1} | } |) 3 ba (4 Sample knives shown below) 
special 1 | Be 
arc.'295 | i | ‘1 2 6” Sandwich Knife 3” Paring Knife 
STEAK i . | ‘eis 33 Retail $2.50 Retail 98¢ 
ae i‘ ——— 
1/2 OFF 5 ar oe : e- | oo FPF-NUNU“N{T EE Ee 
, = : 7%" Swedish Cook's Knife 9” Bread and Cake Knife 
7 « Retail $2.95 Retail $3.50 















Ask Your EKCO-FLINT Distributor About Special Waverly Assortment 
With FREE Display Fixture 








ie 


harp from Year 





OT 


, A 
Stays S fond Voor OVERTISED 


Se 
Baie, 


iN 





. . the greatest name 






Show More and Sell More! in housewares 
Six ¥2 price Knives on Display Card 


gets you into this promotion quickly Ekco Products Company, Chicago 339, Illinois 
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Dealer turns his hobby 
into a profit builder 


Most hardware dealers have a 
hobby of one sort or another. 

Some turn these hobbies into 
traffic and profit builders. 

An eastern dealer raised ca- 
naries as his hobby. 

As an experiment he placed 
some of his canaries in a display 
window which he fenced in with 
hardware cloth. A shrub was em- 
bedded in earth in the window. 
These display props added atmos- 
phere to the window and made 
the birds comfortable enough to 
help sell themselves to customers. 

This window pulled so much 
store traffic that it was kept intact 
for 30 days. 

Although the window display 
was not repeated, people contin- 
ued to talk about it long after. 
This display helped the firm sell 
several hundred canaries each 
year. The birds were raised in 
special cages in the dealer’s own 
home. 

Excepting in cold weather the 
dealer shows some of these birds 


in individual cages 
parts of the store. 

The sale of canary birds in this 
store helps build return visits for 
bird seed. Some customers who 
buy a low-priced cage at the start 
later return to get higher-priced 
numbers. 


in different 


This unusual idea lends 
excitement to sale days 


Here’s an idea that has paid off 
in extra sales in a number of mid- 
western stores. 

About 50¢ worth of balloons a 
day and a few minutes labor is all 
you need to try the idea the next 
time you have a sale. 

Here is what you do: 

(1) Make tickets out of bits 
of heavy white paper. Make one 
ticket for each balloon you have. 

(2) On each ticket write: 3 per- 
cent, 5 percent, 8 percent, 10 per- 
cent, etc. Put a ticket in each bal- 
loon. Make sure that at least one 
ticket is marked 25 percent. 

(3) Fill balloons with air, or 
lighter-than-air gas. 





(4) Float the balloons on your 
store’s ceiling, if they are filled 
with gas. If filled with air, attach 
to overhead wires or displays. 

(5) Fit a wooden clothes prop 
or broom handle with a pin or 
needle on one end. 

(6) Make “discount day” signs. 
Tell all of your customers during 
the sale that AFTER they make 
a purchase they are entitled to 
punch one of your special “dis- 
count balloons.” 

You can honestly tell your pa- 
trons that there is a chance of get- 
ting from 3 to 25 percent discount 
on their total purchase price by 
simply punching a balloon. Of 
course, the majority of balloons 
carry 3 and 5 percent discount 
tickets, so the net cost to you is 
low. 

Purpose of this traffic-making 
gimmick is to stir up excitement. 
Your customers will thrill to burst- 
ing a balloon with a loud bang and 
having a discount ticket fall out. 
And word of mouth advertising 
about your sales stunt will travel 
fast and far. 





NEW HEILIG DISPENSER-CONTAINER 
REVOLUTIONIZES WIRE SGREEN SELLING! 


Saves Time, Money, Screening—Roll Stays in Carton 
—Easy to Cut—No Loose Pieces—No Screen Damage 


New speed and handling ease for all future 
wire screening retail sales are provided 
by Heilig’s new Dispenser-Container. 


This carton opens in a flash. The 
roll remains in the carton. Screen 


is reeled out as you need it. Always 


stays flat. Simple to measure and 


cut accurately. Roll is stored in the 
carton. No loose pieces. No screen 
damage. Convenient inventory chart 


printed on each container. 


To get the best and save the most, stock 





Heilig Screening in the new Dispenser-Container. 











HEILIG BROTHERS company 
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hnneuncing 
New Estwing ‘3 in One” 


Unbreakable Hammer 








Forged One-Piece 


Head-Handle New Everlasting 


The only UNBREAKABLE con- Cushion Grip 

struction. Superior in every work- Smooth, non-slip feel. Anchored per- 

ing test. manently onto the light, EXPERTLY 
TEMPERED |-Beam shank. Can't loos- 
en, stretch, come off or wear out 
during the life of the head. 








Whi that gives smooth, effective drive and unbreakable 
ip strength for all proper pounding, pulling, and ripping. 


Marks Your Store as Quality Headquarters and Gives You the 
Consumer’s Goodwill and a Good Profit 


+ Our New Cushion Grip is our own special 
material molded inseparably to the shank, 
Field Tested and superior to all others in every 
way. Large Flange At Base Won't Cut Through Ny 

+ Guarantee: All Material and Special 
Temper of entire tool is unsurpassed and Guar- 
anteed by free replacement to last For the 
Life of the Head in all proper uses. 


+ This Estwing “3 in One” is the result of 35 
years inventing and specializing in making un- 
breakable hammers and hatchets for you! 






Shoulder Keeps Grip Tight... won't peel back. 
Slides easily in and out of pocket. 





12, 16, and 20 oz. head hammers now available. Full line soon. 


CONSUMER LIST PRICES Thin, Tempered Neck 








a ics ivi cs tuis caulawedesonasaeeen $5.25 Sa For Close Quarters 
i i ccdvcabbencedcisescs Snbstensebesatesan $5.35 
I i oes ein aw bie i ene ek ee $5.45 Can't dent, break or be chewed 





vp against nails, sharp edges, 
bricks or rocks. 


MFG. CO., ROCKFORD, ILL. 
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~NEW! PROFIT-LOADED CQRRID 


i 





Sie ges 


SOLID BRASS 16 Different, Fast-Moving Products Blister- 
CORNER BRACES Packaged on Bright Red Cards and Mounted 
on Handsome Yellow Metal Display Rack! 


with Bross Screws 


Merchandiser Contains: 


6 Cards C-31 Ornamental Hinges 6 Cards C-250 Corner Braces 
6 CardsC-78  Hasp and Staple 6 Cards C-260 Box Corners 
6CardsC-35 Ornamental Hinges 6 Cards CB-1'%2 Butt Hinges 

4 Cards C-263 Box Corners 6 Cards C-252 Corner Braces 
6 Cards CM-1'2 Butt Hinges 6 Cards CN-1 Butt Hinges 

6 Cards C-73 Hasp and Staple 6 Cards C-255 Corner Braces 
6 Cards C-251 Corner Braces 4 Cards C-261 Box Corners 
6CardsC-74  Hasp and Staple 6CardsC-37 Butterfly Hinges 


Close-up of Card 
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SELF-SERVICE MERCHANDISER! 





Popular Market-Tested Hardware 
Colorfully Carded and Mounted to Sell Itself! 











COST TO YOU RESALE 
ONLY e VALUE 
33 *498 


Includes cost of products 
only. Display rack is free! 
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YOUR PROFIT! 


A BIG 


$ 6° 


On Each Display! 

















eal 


Mount this colorful display of sparkling, solid brass handy hardware 
in some customer-convenient spot — and your “sales job” is done! 


The brand new CORBIN C-200 Merchandiser does all the selling 
for you ... stops do-it-yourselfers on sight — especially people who 
take pride in their work! The C-200 offers a selection of 16 useful, 
top quality hardware items, market-tested for fast turnover. You 
make a handsome profit of $16.66 on each display unit. And every 
cent of it is free and clear! 


Put this money-maker to work in your store. Your Corbin distributor 
is ready to supply you with the C-200 Merchandiser right now. 


GOES ANYWHERE ... As a unit —or separate 








On End Fixture On Island On Ledge 


ORDER YOURS TODAY! 
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Around the Cash Register 


C 





CORBIN CABINET LOCK DIVISION 


The American Hardware Corporation 
New Britain, Connecticut 





Millions of rotary 
mower owners 
wish they had a 
riding mower 
ee 


THEY WANT (and 
profitably) with ; 
kee) 444m : * tis 


Bo Co a a ee 
wt 






= 
St 
iam) 
=. 
= Powered with 4-cycle Briggs & Stratton or 
has 2-cycle Clinton engine with hand throttle, car- 
oa type clutch and brake pedals for sure control; 
gives full ree power AND full mowing 
power at the same _ time r 
(something that present rid- ! wtmyg 
ing mowers just can’t do!) “Cycle 95 
Easy to maneuver, quickly (2-cycle 


$10 less) 








attached and detached. GET 
YOUR SHARE of the “pre- 
sold” market waiting for this 
inexpensive way to own a rid- SOLD ONLY 
ing mower; ask your whole- THROUGH 
saler or write us direct. 

HARDWARE 


Wiile: Lazy Boy LAWN MOWER CO. 
Dept HA-18, 301 W. 73rd, Kansas City 14, Mo. 


LOOK HERE Y'ALL 


Here's an old line company with more than FIFTY 
YEARS in WHEEL GOODS . . . NOW one of the 
nation's leading manufacturers of QUALITY BOAT 
TRAILERS. A full line of Chattanooga Trailers is 
available through your jobber. 


WHOLESALERS 















Naturally, they continue to make 
those excellent well-proven WHEEL- 
BARROWS, too. It pays to stock 
the Chattanooga Line, BOTH OF 
‘EM! Ask your jobber. 





WHEELBARROW COMPANY 
CHATTANOOGA 2, TENNESSEE 


102 











| 
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WASHINGTON 


NEWS 


(Continued from page 10) 
Market conditions to expand 
as birth rate soars higher 

Amid the maze of year-end 
figures coming out of Washington 
these days is one set that has 
especial significance to hardware 
dealers. 

There were some 4.3 million 
babies born in the nation in 1957, 
the National Office of Vital Sta- 
tistics reports. 

This total is a new record high 
in births. It was the seventh year 
in a row in which a new record 
was set. 

Also, the figures show a marked 
trend toward larger families. More 
families are having third and 
fourth children. 

In addition, marriages are in- 
creasing. The number last year 
was up 3.5 percent. 

It all adds up to a larger market 
for toys, additional housewares, 
and tools for the do-it-yourselfer 
who has to add an extra room to 
the house for baby. 





New government book tells 
about distribution research 

If you are interested in getting 
any government publications to 
help you with your business, you 
will be interested in a new book 
published by the Commerce Dept. 

The book is called ‘Activities 
and Services of the Federal Govern- 
ment in Distribution Research.” It 
describes three types of research 
programs carried out by many 
federal government agencies. 

Copies of the book are available 
for 40¢ each from Commerce Dept. 
field offices or the Government 
Printing Office, Washington 285, 
D. C. 


SBA publishes new booklet 
explaining public relations 

“Public Relations for Small 
Business Owners” is the name of 
a new pamphlet published by the 
Small Business Administration. 

Free copies can be obtained from 
any SBA field office. 

(Resume reading on page 11) 
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They’re asking for them; 


Be sure YOU have them... WHAT Ss YOUR 


MANN‘S 
Rafeid GARDEN TOOLS TIME WORTH 





Rapid-Ho ea 2 
a forged steel dual-purpose 
hoe; 2-inch mattock blade 


and a ae ade: | | Time is money both to the buyer and seller. That's 
Wt. 40 oz. _ why this lightweight, ratchet TOLEDO DROP 
Rapid-Till . . . _ HEAD TOOL is the handiest and the "savingest"’ 


a rugged-but-light cultivator, || tool you can offer. When dies need to be 





3 fast-working tines and mat- : 
tock blade; every gardener changed, a simple pull on the pawl and a new 
needs it; weighs only 32 oz. | di b i; d 
with 48-inch ash handle. i€ can be siippe 


RapiDigger-48 . in place as the old 
a long-handle sal ling ot | one drops out. It's 
garden work, combines trowe : 

(digger) blade and 2-inch designed to 
wae he 4 inch handle | save time. 


RapiDigger-15 

same tool head as above but 
with 15-inch Weatherproof® 
hickory handle; wt. 22 oz. 
Smartly packaged, 1 to a box. 





















. * 
>* 











48-inch handle models std. pkg., 
6 solid or 2 of each. All retail 
about $3 


THEY’RE ALL 
LIFETIME GUARANTEED! 


~AMANN 
Lal EDGE TOOL CO. 
Lewistown 1, Pennsylvania 
“GERBER wrovenr IRON 
HAIRPIN LEGS 








— 






























© 7/16” RODS 





@® HEAVY 12 | Rent for tyes Corners — '/ 

there's room for a 30° swing, 

ny TOP they can use a TOLEDO. Light 

LATE and easy to use, it saves time 
when most needed. 


@ TERRIFIC for 


hein sales with Instant Die Change—dies can be 

: . changed in a few seconds—fits pipe 
paints, stains, or conduit from '4"" to 2"' and avail- 
brushes and able in three different sizes. 





related items. Choice of Die Heads—tLeft-hand and 


electric conduit dies also optional— 
compact for minimum clearance. 


ALSO 
AVAILABLE 









Rust-Resistant Finish — rifle barre! 





SCREWS AND IN BRASS | } handle finish is practical and attractive. 
FLOOR GUARDS GERBER ALSO MAKES Bright red ball end is convenient and 
FURNISHED FREE WOOD, TAPERED STEEL gives a better grip for the user. 


WITH EACH SET 
- OF 4 LEGS 


AND FOLDING LEGS 








' 


| THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO 4, OHIO 


CONTACT YOUR DISTRIBUTOR OR WRITE: BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


sho) FDdVe 








GERBER —for all your leg n oe 


, Maven en PRODUCTS INC. 2540 FARRAR ST., ST. 











PIPE THREADERS + PIPE WRENCHES + PIPE MACHINES 
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Derusto 
SPRAY 
COUNTER 

DISPLAY 


40% 
Dealer Profit ! 


Here's a “Just Right’’ assortment of one dozen 
16.2 oz. Derusto SPRAY cans. Includes all 6 
Derusto decorative colors—PLUS White and Clear. 
Packaged in colorful, compact counter display— 
designed to create on-the-spot reminder and im- 
pulse sales!) FREE COUNTER DISPLAY! 


TOTAL RETAIL VALUE.................$23.76 
DEALER COST........... ye Seba s se ee 14.26 
ao aes padi des «ccna TER Oe Oe we eee 9.50 


4. Derusto —the amazing rust preventive which has 











become industry’s standard for protection against 
damaging rust—proved in over 1,000,000 different appli- 
cations—NOW available in handy, GIANT 4% quart 
size spray cans for easy application! What a selling 
sensation! For the first time EVER—a nationally used 
and accepted rust preventive—NOW in NEW—easy to 
use—easier to sell 16.2 oz. spray cans! Here’s how you 
can merchandise for BIG VOLUME impulse and re- 
minder sales— 


ac 


YOUR NAME HERE 
METAL PROTECTION 
SERVICE STATION 









NEW! 


YOUR OWN PERSONALIZED METAL 
PROTECTION SERVICE STATION! 


Derusto and galv-a-grip 
ASSORTMENT #50 


A complete metal protection service 
station! FREE full color display sign 
provides ample space for YOUR 
OWN STORE NAME! Whata traffic 
stopper! Includes a combination of 
one dozen each of Derusto and galv- 
a-grip ¥2 pints, pints and quarts— 
plus one dozen Derusto SPRAY 
16.2 oz. cans—A COMPLETE AS- 
SORTMENT ofall colors. Designed 
to sell more per square foot than any 
other display in your store! 


TOTAL RETAIL VALUE.....$85.04 
DEALER COST............ 51.00 
YOUR PROFIT............ 34.04 





PLUS—Fuil Color Display Sign and 
Handsome Wrought Iron Metal Protec- 
tion Service Station Display ... All Free! 


A Full 40%, 
Dealer Profit ! 


Derusto and galv-a-grip are nationally recognized and accepted products of 


















SPRAY 


This Weeh 


ao ae. ae. 


96 NEWSPAPER SUPPLEMENT 2 COLOR ADS 

LIFE MAGAZINE—SATURDAY EVENING ga 
IOS 

POST PLUS LOCAL RADIO AND TV IN § Uc Q he: 


SELECTED MARKETS WILL TELL—SELL 
N 
Deruste AND Deruste Spray DUR TNC EEXEERIEEEA! ) 


MARCH—APRIL—MAY—AND JUNE L| fr t 



















to over 114,000,000 readers and listeners! 





It’s the greatest ADVERTISING AND PROMO.- 
TION IMPACT CAMPAIGN EVER put behind 
Derusto—to introduce Derusto SPRAY—to SELL 
Derusto—MOVE Derusto—PROMOTE Derusto 
and Derusto SPRAY right off your racks, shelves 
and counters! 


-K FULL COLUMN 2 COLOR ADS 
LIKE THIS IN 96 
NEWSPAPER SUPPLEMENTS 
LEAD THE Derusto seas 
ADVERTISING ATTACK! Ba > 





--—--— MAIL THIS COUPON TODAY! -==<==--=4 


MASTER BRONZE POWDER CO, INC. 
CALUMET CITY, ILLINOIS 


ee i i 
a 1 §$ MASTER BRONZE POWDER COMPANY, INC. | 
] Calumet City, Illinois—U.S.A. « 

ig I Gentlemen: : 
CASH-IN on this Derusto Selling Sen- L Send me immediately FREE details and PROMOTIONAL 8 

sation ... Contact Your Local Derusteo MATERIAL about Derusto and Derusto SPRAY. - 

DISTRIBUTOR FOR FREE DETAILS and : MY LOCAL WHOLESALER IS . - mies 1 

PROMOTIONAL AIDS OR WRITE—WIRE or ' CITY. STATE. : : 

CALL FOR THE NAME OF YOUR NEAREST STORE NAME q i 

Derusto DISTRIBUTOR! 5 MY NAME sa : 

- ADDRESS i 

| CITY _ STATE__ : 

. , 


ii ita ae etnias Sidi anon een un eneneneiall 








® feature this 
winning combination 


TRUMP 


GARDEN TOOLS 


You're holding all the cards for 














Convention Calendar 





conventions shows conferences 











winning increased sales and 
profits when you handle Trump 
garden tools. The Trump line 
offers a tool for every garden 

purpose...a price range for 
most every prospect. Pa 















No. 412 
Trowel 


TRUMP Deluxe 


Here are fine, professional-type tools for 
real gardening enthusiasts. Trump Deluxe 
tools are made of high-grade, 16-gauge, 
cold-rolled steel. Metal is attractively finished 
in green; tips are bright polished steel. Hard- 
wood handles with clear lacquer finish. They 
are superior in quality and balance; the 
materials and workmanship make them equal 
to tools costing far more. 


Complete line includes: 2 trowels, 2 trans- 
planters, 2 forks, 2 cultivators, weed cutter 
and row cultivator; also long handle hoes, 
rakes, and edger. 


No. 802 
Cultivator 


TRUMP 800 Series 


The ideal partner for the Trump Deluxe line. 
These sturdy, low-priced garden tools help 
you sell the individual who's looking for 
price, yet wants dependable merchandise, 
too. Made of 18-gauge steel with turned 
hardwood handle plug. Baked green 
enamel finish. 


Complete line includes: trowel, fork, culti- 
vator, transplanter and weed cutter. 


New! TRUMP 700 Series 


Low priced! Similar in design to 800 series; 
finished in blue enamel with hardwood plug 
handles. Offered as real price leader. 


Sell the complete line of Trump garden 
tools. Order them from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. « Pascagoula, Miss. « Niagara Falls, Canada 
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Convention Check List 


For complete deta about conventions and shows listed below, see the alphabetical 
ting starting on page 83, Jan. 2 issue. The next complete listing 


| be in the Feb. 13 issue. 


1958 9-10 Emery-Waterhouse Co. Open 
January House, Manchester, N. H. 
16-23 National Housewares Exhibit, 9-11 California Retail Hardware 
Chicago Assn. 
19-21 Intermountain Assn. of Hard- 9-11 Tri-State Hardware & Imple- 
ware & Implement Dealers ment Assn. 7 
19-22 Texas Hardware & Implement 9-11 Virginia Retail Hardware Assn. 
Assn. 10-12 Ohio Hardware Assn. 
21-23 Missouri Retail Hardware Assn. 10-12 Our Own Hardware Co., Con- 


vention, Minneapolis 
11-14 lowa Retail Hardware Assn. 
11-14 C. Y. Schelly & Bro., Inc. end 


21-23 Mountain States Hardware & 


Impiement Assn. 


26-27 W. Bingham Co. Spring Mer Merchandising Show, Alle 
chandise & Sporting Goods Pg. 
Show, Cleveland 16-17 Arkansas Retail Hardware Assn 
26-27 Bigelo & Dowse Co., Spring 16-18 Northern Wholesale Hardware 
eek ers Show, Needham Co.. Convention & Merchandise 
Heights, Mass. Show. Portland. Ore. 
26-27 Louisiana Retai! Hardware 16-20 Gift Show, Dallas 
Assn. 17-18 Marchal! We le Kelley es How a 
i | a Tals - anvention far 
26-28 Albany Hardware & Iron Co. ms co < vent ox 
First Annual Dealer Show Marshal l-Wells Dealers, Dulut 
Albany, N. Y. 17-19 Marshall-Wells Co. Convention, 
26-28 Pacific Northwest Hardware & Portland, Ore. 
Implement Assn. 17-19 Pennsylvania & Atlantic Sea 
27-28 Americon Hardware Supply Co. board Hardware Assn. 
Merchandise Fair & Stockhold 18-20 Ho ie ae 2 
ers’ Meetina, Pittsburgh n 
27-28 Wisco Hardware Co. Annua' 18-20 Mic Retail Hardware 
Merchandising School & Show Assn. 
Madison 18-20 Pacific Southwest Hardware 
27-29 United Hardware Distributing Assn. 
Go. Convention & Ramen 2001 19-24 Decatur & Hopkins Co. Spring 
ing, Minneapolis Onen Mouse. Boston 
27-30 Janney, Semple rat & Co. me 20-21 Marshall - Wells - Kelley - How - 
nual Retailers’ Conterence Thamcan Co. Convention for all 
Minneapol; declers other than Marshall 
28-30 Indiana Retail Hardware Assn. Welle dealers. Duluth 


22-24 New Ena and Hardwore = use 


February samamn Giese Onthon 
2-3 Rice & Miller Co. Open House 23-24 Mississippi Retail Hardware 
Banaor, Me. Accn. 
oS Sainoosem., § lnc..  Suee 23-25 Tennessee Retail Hardware 
House & Spring Merchandise Pes 
Fair, Pittsburgh cr ie or ae Bea 
2-4 National Gerdes Supply S 23-25 Wes! vi fees Snepreers he | 
New York 24-25 Marshall-Wells Co., Convention 
2-4 Nebraska Retail Hardware Spokane 
Assn. 27-28 Marshall Wells Co., Convention, 
2-4 North Coast Retail Hardware Billinas, Mont. 
Assn. 
2-4 Oklahoma Hardware & Imple March 


2.4 Pacific Southwest Hardware 


; Assn. Hardware R Housewares 
2-6 National Sporting Goods Assn. Ehihtt Phoenix 


Convention & Show, Chicago 2.5 Gift Show. Denver 
3-5 New York State Retail Hard 9.13 Gift Show. Boston 


ware Assn. 3 | , 
° srican 101 r New York 
4-6 Kentucky Retail Hardware Assn. 10-19 American Toy Fo Ne 


ment Assn. 


7 Georaia Retail Hard- 
4-6 Wisconsin Retail Hardware 16-18 fonts er oe 
peti wore Assn. 
ae , ith Dakota Retail Hardware 
5 Connecticut Hardware Assn. 23-25 rat ee ee 
5-6 Emery-Waterhouse Co. Open 
House, Portland, Me. April 
8-10 Alabama Retail Haidwars 13-17 Southern Hardware Convention, 
Assn. New Orleans 


For complete details about conventions and shows listed above, see the Jan. 2 
issue of Hardware Ace. 
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—PARKER 


HACK SAWS | 
| ALL You Need... 





... to pull in the hack saw frame 















business in your trading area, to satisfy 


every one of your customers and 





to make a good profit. 


53 






complete: Pipe & Bolt Threading Machine 
Pistol Grip Tubular | 
Butcher Type Keyhole | Complete with ] Universal Die Head 





Parker’s style and price ranges are 








from 666 to $2.50 and 2 Sets of Dies, '2" to 2”... 


The progressive distributor in your 
area can supply you. 









(Slightly higher in Canada) 


Save time and boost output and profits in 
your pipe department! 535 is built like a 
machine tool, designed to thread, cut and 
ream with speed and ease no other machine 
offers you. Compare its slip-proof Speed Chuck, 
front chucking, instant size-change right in 
carriage, and many other RIGe&(b features. 
It pays you to see and try this most-for- 
your-money 535 at your Wholesalers’ 
before you decide. 








PARKER MANUFACTURING CO. | “The iidge Toot Compal tively OnteiIAL 
WORCESTER 1, MAUS. Uc Se BH: 
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(Continued from page 15) 
submersible motor. The Sta-Rite 
pump discharges 3800 gph with its 
14 hp, hermetically sealed motor. 
A special water inlet handles solids 
up to 7/16 in. diameter without 
clogging. The 11 x 10 in., 39 lb 
pump is for use in a basement sump 
as an automatic drainer but also 
can serve as a laundry water 
drainer or for special excavation 
pumping. Sta-Rite Products, Inc. 


For more data circle No. 13 on postcard, p. 111 


Riding rotary mower 


Customers with large lawns will 
be interested in this Porter-Cable 
26 in. riding mower for 1958. The 
Mark XXVI is powered by a high 
torque engine with Speedmatic 
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transmission and has five speeds 
forward, neutral and reverse. An 
automatic brake stops the blade in- 
stantly when shifted to neutral. 
Blade speed is independent of 
ground speed. A floating pan fea- 
ture prevents gouging. Easily ad- 
justable cutting height control has 
eight settings from 1% to 3% in. 
Tires are fully pneumatic. A 16- 
page, 4-color brochure is available. 
Porter-Cable Machine Co. 

For more data circle No. 14 on postcard, p. 111 


Low cost fascia track set 


This low cost fascia track set is 
known as the Thriftee Pak 400 
series sliding door hardware. The 
pack is designed to allow quality 
by-passing door installations in 
limited budget construction. Fea- 
tures heat treated extruded alumi- 


108 


num track, steel hangers with %,4 
in. nylon wheels using lifetime 
oiled bronze bearings, plus nylon 
and steel door guide. The pack is 





available for 2, 3, and 4 doors of 
all popular widths and thicknesses. 
John Sterling Corp. 


For more data circle No. 15 on postcard, p. 111 


Barbecue fuel dispenser 


Coke, charcoal, and wood fires can 
be lighted with fuel dispensed from 
this handy Barby-Q Lighter. The 
gold and black unit holds 10 oz and 
has a 6 in. angle spout of seamless 
tubing. The spout has a control 
valve in the brass tip which seals 
the nozzle when not in use. A full 
stream or one drop can be dis- 
pensed. The $2 dispenser comes in- 
dividually packed and can be sup- 





plied with gold imprinting on order. 
Eagle Mfg. Co. 


For more data circle No. 16 on postcard, p. 111 


Round, tapered furniture leg 


A reversible top plate that per- 
mits use in either straight or flared 











position is the principal feature of 
this round, tapered unfinished fur- 
niture leg. The kiln dried hardwood 
leg which is ready for finishing has 
brass accented self-leveling ferrules. 
Top plate is extra heavy. Gerber 
Wrought Iron Products Inc. 


For more data circle No. 17 on postcard, p. 11! 


Rectangular laundry basket 
This rectangular basket is a com- 
panion to the oval and round basket 








already in the line. Lustro-Ware’s 
latest polyethylene laundry basket 
will fit laundry carts and is 24% 
x 16 x 12% in. Handles are part of 
the strong flanged rim, and the bot- 
tom is solid and drip free. Avail- 
able in turquoise, yellow, pink or 
red, labeled, prepriced and sells for 
$3.95. Columbus Plastic Products, 
Ine. 


For more data circle No. 18 on postcard, p. 111 


Oscillating lawn sprinkler 


You and your customers will like 
this smaller, space saving oscillat- 
ing lawn sprinkler measuring only 
10 x 7% x 6% in. The Fair-Lawn 
covers a full 1500 sq ft spray area 
and can be adjusted to water one 
side only. Die cast housing on 
styrene sled runners is finished in 
white baked enamel. Spraying arm 
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New Electrostrip home wiring kit: 


Your profit: 


\ 


€ 
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Each kit contains 15 feet of strip, 


four twist-in receptacies and all necessary fittings 





Packaged in units of 5, Electrostrip 


kits arrive in a self-merchandising carton that 
quickly converts into a graphic display holder. 


Made by BullDog Electric Products Co., a division of |-T-E. 
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$995 
$398 


Sell Electrostrip and profit! Nine out of 
ten homes are plagued with too few 
electrical outlets. Now you can tap this 
huge market with the only twist-in 
outlet system featuring “do-it-yourself” 
installation. Simple and safe, Electro- 
strip mounts anywhere. No breaking 
into plaster—no complicated connec- 
tions. Outlets twist into the strip at 
any spot. 





The colorful self-merchandising kit is 
tailored for your store. Designed in 
consultation with the N.R.H.A. it pro- 
vides effective display, compactness 
and visibility. And the Electrostrip kit 
is priced to sell! Available in units of 
five—each sale brings you a 40% profit. 





5-KIT CARTON 





RETAIL PRICE — $49.75 
YOUR COST — $29.85 


YOUR PROFIT — $19.90 











You'll find Electrostrip a real sales 
natural! Write BullDog Electric Products 
Co., Dept. H, Box 177, Detroit 32, Mich. 


@) BEPCO 


Electrostrip is a cinch to install 
Your customers just follow simple step-by-step 
installation directions pictured in detail on the 
back Of each kit. 











WHAT'S NEW 











is anodized aluminum. The 3% lb 
unit comes packed in an attractive 
display carton. Retails for $6.95. 
Lafayette Brass Mfg. Co., Ince. 


For more data circle No. 19 on postcard, p. 111 


Folding door hardware 

Har-Vey B Line Slide-A-Fold 
hardware features a_ reversible 
jamb hinge with a built-in Kush-N- 
Stop that prevents doors from 
banging into jambs. The hinges 
support the weight of the door and 
eliminate the bottom track. A life- 





time nylon guide slides along the 
single top track. The units come 
in pre-packed Handi-Paks complete 
in one box. Available for 2 ft, 2 ft 
6 in. and 3 ft openings for two 
door installations and 4, 5, and 6 ft 
openings for four doors. American 
Screen Hinge Products Co. 


For more data circle No. 20 on postcard, p. 111 


Combined drill, countersink 
Professionals and do it your- 

selfers will be customers for this 

combined drill and countersink 
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made of high speed steel. This tool 
produces a drilled hole and counter- 
sinks it, in a _ single operation. 
Designed with spiral flute in both 
plain and bell type points, it pro- 
duces smooth and accurate holes. 
Included angle of plain type is 60 
deg and, in the bell type, 120 deg. 
Increased production is_ possible 
due to chip removal and free cutt- 
ing action. Diameter of drill 
portion equals length of drill. 
Comes in sets and in size diameters 





of from 3/64 in. through 4 in. 
Chicago-Latrobe. 


For more data circle No. 21 on postcard, p. 111 


Seven fishing tackle kits 
Complete fishing kits for sports- 
men of every age is a lure you can 
add to your sporting goods section 
with these seven complete outfits. 
Called Supreme, Skilkast, Trusty, 
Pelican, Freespeed, Pflueger, 88, 
and Medalist, these bait casting, 
spinning, and fly fishing kits in- 
clude reel. glass rod, and line. Some 
have lures and practice casting 
weights. A 52 page catalog and 
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guide is included. Each comes in 
display box suitable for gift 
giving. Enterprise Mfg. Co. 


For more data circle No. 22 on postcard, p. 111 


36 quart plastic hamper 
Busy housewives will want this 
36 gt capacity plastic clothes ham- 





per adaptable for bathroom, 
kitchen, or nursery use. The $5.95 
item has a securely-fitted hinged 
cover and comes in turquoise, pink, 
yellow, and white. It is a com- 
panion to the Polly-Flex rectangu- 
lar waste basket line. Also avail- 
able in a larger size. Republic 
Molding Corp. 


For more data circle No. 23 on postcard, p. 111 


Ranch home door knocker 
The Rancher is a quality door 
knocker designed with a rugged 





appearance in keeping with ranch 
homes. It comes in cast brass or 
bronze in all standard finishes. 
Overall height is 55/16 in. with 
a 3% in. bail. H. B. Ives Co. 


For more data circle No. 24 on postcard, p. 111 


Submersible sump pump 


Customers with a basement 
water problem will be interested in 


(Continued on page 114) 
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use this FREE 





CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 












































FIRST CLASS 
PERMIT NO. 3 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 











BUSINESS REPLY CARD 


No postage necessary if mailed in the United States 



























































POSTAGE Witt BE PAID BY 


Be sure to write name HARDWARE AGE 
and address on post card. 
Post Office Box 60 


Please use this P. O. . 
: Village Station 
Box Address for Quick 
Check Cards Only aaa cies be 


UVTTINTITIT 





Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 1/16/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the ‘What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your fuli name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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ATTN 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 
BUSINESS REPLY CARD 
No postage necessery if mailed in the United States 





POSTAGE 


HARDWARE AGE 
Post Office Box 60 


Village Station 


NEW YORK 14, N. Y. 
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A big help for busy deal- 


ers. Use this card for free 
information on new prod- 
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Get your new B.F.Goodrich 
| lawn-care-department rack 


Designed in cooperation with 
—approved by—the National 
Retail Hardware Association 


Weighs only 22 lbs. yet displays up to 
200 pounds of merchandise of your choice. 
Displays up to 15 lengths of garden hose 
| — 1125 feet! 
| Occupies ust 2.2 iq. ft. of floor space— 
and can also be placed on gondolas! 
Easy to assemble. Takes just 10 minutes. 


Comes with removable leg extenders. 
Maximum height 53”. 


Summer green color, baked enamel 
finish. 

The new B.F.Goodrich lawn-care 
display is more than just another rack. 
It is designed to help you sell all your 
lawn-care items. “Full view’’ shelf dis- 
plays other merchandise such as 
nozzles, washers, sprinklers, goose- 
necks, and hose couplings, to mention 
just a few. 

Your distributor and B. F. Goodrich 
want you to have one of these time 
saving, sales boosting racks. Your dis- 
tributor salesman will tell you how 
easily you can get yours. Sell one case 
(5 lengths) of 50-foot Koroseal King 
Size or Koroseal Imperial hose and 
you have paid for the rack and made a 
profit too. 


Sell the complete B.F.Goodrich gar- 
den hose line. B.F.Goodrich provides 
you with a wide choice of Koroseal, 
rubber and plastic hose. Retail prices 
range from $3.95 to $12.95 with a good 
margin for you. 

Koroseal—T. M. Reg. U.S. Pat. Off. 


[or 2 


B.E Goodrich 
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DALTON BRINGS YOU 


Quality Products 
Competitively Priced 


TO MAKE YOUR 
SPRING SALES BOOM! 
Model No. D-600 
DALTON 


Portable Electric 


JIG SAW 


New, Fast Cutting 


Gomstte wie 2 Uiwent Shin C20 OF 


Model No. 0-500 








DALTON 
Pend. Portable Electric 
JIG SAW 


New, Improved! 


For Heavier Duty. 
Siades ‘and Allon Wrench. 944.99 


Check These Fast-Selling Features: 


@ New Square Reciprocating Shaft distributes pres- 
sure evenly over two surfaces of shaft as saw is fed 
ae being _ = ne blade frem 
tw ne—sgiving you a clean, e 

Srip-Switch Handle equipped with Heavy-Duty 
Switch provides COOLER handling, better control. 
3-Conductor cable and adapter for safety. 

Diade is broken, simply remove stub frem sheft 
and put good piece back in saw. 


The Newest Wrinkle in a Hose Hanger 








—_ 


New SPEE-DEE */;t 
GARDEN HOSE HANGER 


@ Kaocked-down — all parts 
Sy packaged. 


warokhoese space 
> Faeilitates handling. 








@ Allows dealer to eon 

me display on the counter 

or in wi rapid 

turnever ‘‘impu sales. 
@ Hotds 100 f. of hose. Pat. 
@ Mounts easily on any om, Pend. 
® Made of heavy 


ek handy 4-3 A enam 


to mbie—db its py 
we ~~ *-] asse olts and nute included to put 
Write for Price and Delivery 


For Moderate Duty— 
SPEE-DEE 
Sawhorse Brackets 

ass ick. Eauy Disa Nall _ 

Takes a = oes 

. a a 
hate $1.79 


Slightly higher on 
West Coast. 
DALTON 


Fully Mechanical 
mee a: 





an a 
bomber | in any length 


24” 24” Wish $4.90 
ost $5.80 


finish. Safely 
wd i ies 
Slightly higher on W. Coast. 









Other Profitable Dalton Items 


Dalton Fully-Mechanical Sawhorse Brackets 
Dalton Fold-A-Way Aluminum Ladder 


Write for Prices and Details 





Your Jobber Stocks, or Can Get for You! 


DALTON MFG. CO. 


30 S$. Central Ave., St. Louis 5, Me. 
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WHAT'S NEW 








(Continued from page 110) 
this Kenco model 109 submersible 


pump. Claimed to be quiet and 
simple to install, this compact 





| pump fits any shallow sump 11 in. 


_ wide. It is completely submersible, 


with a pumping capacity of 3300 


gallons per hour at a 10 ft dis- 


_ charge head. Construction improve- 
_ments claimed include rugged cast 


_bronze housing, 





larger bearings, 
and new ceramic seal-seat with 
greater corrosive resistance. Pump 


is said to be rugged enough for 


industrial as well as home use. 
Kenco Pump Div., American 
Crucible Products Co. 


For more data circle No. 25 on postcard, p. 111 


Hand tool price specials 


| bolt. 








Three popular True Temper hand 
tools are offered as Hardware Week 
specials. The No. 20F Flint Edge 
Hedge Shear, regularly $3.95, is 
specially priced at $3.19. Packed 6 
to a carton, this tool has 8% in. 
blades and adjustable hinge nut and 
No. D150 Dynacut pruner, 
regularly $2.25, to sell for $1.79. 








No. B16 Jet Rocket 
nail hammer, special price $3.33, 
regularly $4.25. Has chrome plated 
steel shaft, bell face head and black 
cushion grip. Six per carton. True 
Temper Corp. 


For more data circle No. 26 on postcard, p. 111 


Six to a carton. 


Fishing rod tip-top 

Fishermen will want this tip for 
fishing rods that eliminates line 
tangling problems. The Jet-Cor is 
almost tangle free itself, but if 
one occurs the rod is slanted down 
and a light pull on the line frees 
it. Chromolite material in the tip- 
top makes it rust resistant. A Jet- 
Cor deal includes popular sized tip- 
tops in an eight compartment 
hinged plastic box with metal mea- 
suring rule. Sizes are 5, 6, 7, 8, 
9, 10, 12, and 14. Counter display 





with each deal. Open stock packed 
1 doz to a plastic bag. Nos. 12 and 
14 \% doz. Ideal Fishing Float Co., 


Inc. 
For more data circle No. 27 on postcard, p. 111 


Trimmer type rotary mower 


Customers who have a trimming 
problem in the care of their lawns 
will be traffic for this 18 in. trim- 
mer-type rotary power mower. The 
Firebird model JK-50 is especially 
designed to cut close to flowers, 
trees, and house foundations. A 
propeller-like blade creates suction 
to pull grass into orbit of cutting 
edges of Flexor blade. Other 
features claimed for this improved 
design: no-stoop adjustment for 
running speed with fingertip 
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FOR ENGINEERS |—new Berger Wide Frame Tripod / ’ \ —stiff leg and extension leg— 


+ 


; 4 








~ 
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| FOR BUILDERS —new Berger Wide Frame Tripod with aluminum head— / + \ 
4 








stiff leg and extension leg—for use with Convertible Transit-Level 


and the 12’ Dumpy Level... 









ALSO FOR BUILDERS |—sensational Berger Service Dumpy Level 





J 
that took the market by storm, retailing at only with tripod ... 


and selling in combination with 8-ft. Leveling Rod at $57.45. Sturdy, accurate, nothing 


like it at the price—a perfect selling companion to Service Transit-Level, $89.75 





and Duplex Tilting Level $59.50. Demand is heavy; the alert dealer will insure delivery by 


ertng TODAY eu <p ERGER 


C. L. BERGER & SOWS, INC., 55 WILLIAMS ST., BOSTON 19 
HARDWARE AGE, JANUARY 16, 1958 
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Customers BU Y ; 


when they SEE what 
they need in your store. 


REMIND ‘EM WITH 
A PROMINENT 
DISPLAY OF NEW 
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SICKLE and TOOL 
GRINDERS 


and Abrasive Wheels 
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NEW ELECTRIC TOOL GRINDER 
@ Heavy Duty '4 H.P. or 1/3 H.P. Motor. 
@ Chisel Grinding Attachment included. 
® Easy Access to front of wheels. 

@ Bal! Bearing. 








POLISHING 


HEADS 


fill exacting needs of 
your most particular 
customers ct the right 

ice. A full line of 

eit driven Sickle 
and Tool Grinders 
..«. @lso Hand 
operated Tool and 
Sickle Grinders. 




















New Improved Design 
SAW MANDRELS 


@ Ball Bearing type available with single 
or double threaded ends. 

® Pillow Block type with end pulley. Also 
center pulley. 

© A Complete Line! 





Fully Vitrified 
ABRASIVE WHEELS 
SICKLE CONES by 

WISSOTA! 
Safeguard good tools 
and sections. Cool, 
fast cutting .. . Are 
better balanced. Uni- 
formly made. Accu- 
rately dressed. Care- 
fully tested. 


CUSTOMERS WON'T BUY ‘EM IF 
THEY DON'T SEE ‘EM! 
. - » STOCK THE FULL WISSOTA LINE! 


WRITE FOR COMPLETE CATALOG! 
Ask Your Jobber's Salesman. 


MANUFACTURING COMPANY 


MINNEAPOLIS 4. MINNESOTA 

















WHAT'S NEW 











throttle; flexible blade prevents 
drive shaft damage when rocks are 
struck; and cutting height 
adjustments. This model is housed 
in all steel frame, has recoil starter 
on a 1% hp., 4 cycle Briggs and 
Stratton engine. A side discharge 
chute eliminates windrows. West- 
ern Tool and Stamping Co. 


For more data circle No. 28 on postcard, p. 111 


easy 


Cabinet hardware special 

This Hardware Week deal con- 
sists of 20 pulls, 20 catches, and 10 
pairs of hinges packed in a 2-color 


HARDWARE WEER VALUES 
SPECIAL = 





display carton with a total retail 
value of $17.50. The chromium 
plated cabinet pulls, regularly 40¢, 
will sell for 29¢. The semi-con- 
cealed, chromium plated hinge, reg- 
ularly 73¢, to sell at 59¢. The double 
roller cabinet catch is reduced from 
32¢ to 29¢. Amerock Corp. 


For more data circle No. 29 on postcard, p. 111 


Plastic minnow bucket 


Any customer who likes to fish 
will be interested in this useful 


minnow bucket that will not rust, 
weather, break, dent, or 
retain odors. The lightweight poly- 
ethylene Air Breather has a water- 
tight laminated cellulite inset that 
is porous to air. Keeps minnows 
indefinitely. Removable top 
come sronze colored 
bucket is 10 in. top dia. x 9% in. 
high; holds 11 qt. Also available is 
the polyethylene Floater minnow 
bucket with built-in perforated in- 
ner pail. 


corrode, 


alive 


won't loose. 


3ronze colored bucket is 





10 in. dia. x 10 in. high, holds 12 at. 
Falls City Div., Stratton & Ter- 
stegge Co. 


For more data circle No. 30 on postcard, p. 111 


Wash away paint remover deal 

A colorful counter display is the 
focal point of this Hardware Week 
deal for TM-4 paint remover. A 
paint brush is given away with 
each pint or quart of remover sold. 
Display contains 5 qt, 7 pints and 
4 half-pints of TM-4; 1 qt and a 
a pint of low priced TM-3 paint 
remover for flat surfaces; 12 













brushes and 2 scrapers. Display 
FREE § 
i lr 
A : footures TMF 


om 


~ 


» 
REMOVES 
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Rips, crosscuts, bevels, scrolls, 
miters. 


Cuts 2 x 4’s at 45° angle. 


= 
» 


ve 





Cuts intricate figures in wood, 
%” steel plate, 4%” aluminum 
plate, pipe, Formica, and other 
materials. 


lengths up to 100 ft. 


THE MOST USABLE SAW YOU CAN SELL 





... the new DBESSTON D-23 electric handsaw! 


Packs more appeal for more prospects than any other 
saw. Disston built usability into this fine tool to give 
you more saw for more people. Here are just some 
of your prospects, and why they buy. Carpenters buy 
it because it cuts heavy lumber fast and clean. 
Plumbers and electricians use it because it cuts quickly 
through metals and makes fast openings in walls 
and floors for outlets or fixtures. Do-it-yourselfers love 
it because it does all these jobs and fancy work besides. 


Gives you a powerful sales story! A big appeal of the 
Disston D-23 Electric Handsaw to every buyer is its 
speed. It cuts up to 100% faster than other saws. 
“ORBITE” Action— blade cuts on upstroke, backs 
away on downstroke—also reduces fraying and 
blade wear. 


The Disston D-23 Electric Handsaw also has more 
actual cutting power than other saws of its type. 
Output horsepower is higher. A power-packed 3 am- 
pere motor operates it at 3800 strokes a minute, 
on AC or DC current. 


More? The Disston D-23 Electric Handsaw is the 
ONLY reciprocating saw with all needle and ball 
bearings—9 needle and 3 ball bearings. It’s also the 
ONLY electric handsaw with its own detachable 
electric cord. 


See your Disston Wholesaler today! He’s got com- 
plete information on the new Disston D-23 Electric 
Handsaw. Let him put his tool-selling experience to 
work for you. 


H.K. PORTER COMPANY, INC. 


OISSTOINM Lreriasiny 
212 Tacony, Philadelphia 35, Pa. 


TO GET FREE 
BOOKLET 


NAME 
MAIL COUPON 
ADDRESS 
TODAY ! 
CITY ZONE STATE 
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Please send me without obligation the booklet 
about the new Disston D-23 Electric Handsaw. 
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This is something 
really TERRIFIC in 
Hand Wacksaw 
Biades. A 12-in. 
Double Edge 
Biade that han- 
dies all types 
of metal cut- 
ting. Home 
owners and 
mechanics 

will both 

go for 

this 

blade. 


Blades 
individually 
Carded 


18 teeth 


on one edge 


24 teeth 


on other edge 





MACK SAw . . 
' 


“s:G. W. GRIFFIN COMPANY 

Franklin, New Hampshire , 
Sales Representatives 

John H..Graham & Co. Inc. | 

_ ,105 Duane Street, New York 8, N. Y. J 


&s 
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can be reversed for year round 


selling. TM-4 features a new 
detergent action for easy wash 
away of most finishes. Winfield 


Brooks Co. 


For more data circle No. 31 on postcard, p. 111 


Barbecue serving tray line 


Gay, colorful illustrations deco- 
rate this line of barbecue serving 
trays in a modern motif. The trays 
are made of heavy gauge steel 
available in 10 and 14 in. diameter 
sizes. Illustrations are lithographed 
on a white background, then treated 
for lasting protection. All colors 





used are permanent. Can _ be 
ordered in a 2 doz pack or in a 
special Presto-Pack holding 2 doz 
trays in each size plus a display 
sign. Trays are shipped in place 
ready to sell. A Party-Pack con- 
taining a set of one 14 in. and four 
10 in. trays is also available shipped 
12 sets per carton. Chicago Metal- 
lie Mfg. Co. 


For more data circle No. 32 on postcard, p. 111 


One stroke wood sealer 


Your amateur and professional 
painting customers alike will show 
interest in this instant wood 
sealer, that fills and seals raw 
woods in one brush stroke. A fine, 
satin finish results, even if woods 
are close grained. Drying time is 
under 20 minutes, and _ several 
coats are possible in one hour. 
Transparent, this coating works 
well on previously finished furni- 
ture, woodwork, and floors. Its fin- 
ish is waterproof, and withstands 








: SEALS AND FINISHES 4 
PRES IN Is TO 30 minutes 


197 SATIN FINISH 
scrubbing, scuffing, and alcohol. 
Available in pale gloss or satin 
finishes in pint, quart, and gallon 


sizes. Sapolin Paints Inc. 
For more data circle No. 33 on postcard, p. 111 


Outdoor fogging bug killer 


Folks who like to be outdoors in 
the spring and summer months will 
find plenty of use for this fogging 
bug killer. Outdoor Bug-tab is a 
4 in. triangular tablet. When 
lighted the glowing tablet gives off 
a white cloud that kills most 
insects Bug-tab comes 25 to a 
screw-top jar. Each jar is _ indi- 





vidually packed in a colorful display 


carton. Continental Chemiste Corp. 
For more data circle No. 34 on postcard, p. 111 


Bargain tool specials 


Stanley is offering five bargain 
tool display packs and a new ham- 
mer as specials for Hardware Week. 
Nailmaster (shown) is a new all 
steel 16 oz. hammer with a perma- 
nently locked-in rim-tempered head. 
HW N1-'% with neoprene grip sells 


(Continued on page 122) 
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NEW THINGS ARE HAPPENING AT 
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U-100 '4" DRILL 


Here’s Black & Decker quality and econo- 
my combined! Does a great job drilling or 
powering any B&D Attachments. A real 
sales leader from the leader in electric 


tool sales! 
$1895 ust 


BLACK & DECKER U-3 4" 


DELUXE DRILL 


Now the famous B&D U-3 Drill has been 
reduced in price and increased in power at 
the same time! Now your customers get 
25% more power for driving attachments— 
saw, sander, floor polisher, etc. 


$2 495 us 


BLACK & DECKER 


U-15 32" DRILL 


Ideal for professionals, farmers and ad- 
vanced home craftsmen! The B&D U-15 
now has 25% more power than before ...a 
bonus feature for the customer and a solid 
selling point for you! 





Smart, new “look-alike” packages add 
extra eye-appeal to B&D Drills, brighten 
up your tool department. (And they ad- 
vertise attachments, too, to boost your 
repeat sales volume!) Use these bright, 
new packages in counter and window dis- 
plays as point-of-sale helps! 
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Wholesaler in 
> @) 


roots Electric” Ask your B&D Wholesaler about new things at 


Black& Decker: 


World's Largest Maker of Electric Tools 

















GOOD THINGS 
TO SELL IN 
SMALL 
SPACES 


HIGH PROFITS 








“Taylor Coonine THERWOMETERS 


take the Guesswerk est of Cooking! 





Consul STORMOGUIDE* Combination Bar- 
ometerhas a thermometer and HUMIDI- 
GUIDE* hygrometer. STORMOGUIDE dial 
forecasts weather conditions 12 to 24 
hours in advance. Plastic case; Cloud 
Gray *2583; Chocolate Brown x 2584. 
$9.95. 





Fairfield Pendant Bar- 
ometer, the miniature 
pendant with the mod- 
ern touch. This de- 
sign is a decorator’s 
choice, in green or 
black plastic with 


Taylor INDOOR-OUT- 
DOOR THERMOMETER 
tells both indoor and 
outdoor temperatures 
from inside the house. 
Outdoor range from 








minus 60° to plus Navigator Compass for auto or boat. Ideal grained aluminum 

120°F. Modern design for motorist or sportsman. Adjustable barometer dial and 

plastic case 734"’x 4”. bracket fits all cars. Transparent, liquid- thermometer scale. 

Willow Green x 5329, filled dome reads from all sides or top. 94" high. Weight 
Sandalwood Gray Push-button inner lighting, no wires. 10 ozs. Green * 2475, . 
* 5330, $6.95. ® 2957, $6.95. Black * 2476, $8.95. 
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FROM SMALL DISPLAY SPACE! 


New Cooking Thermometer Display 


iS a Department in itself / 





No. 5941 DISPLAY ASS’T. 


3 pcs. 


2 pcs. 
6 pcs. 
2 pcs. 


5912 Candy-Jelly-Frosting 

FROG «5 occ Kina s bd dees $2.98 
5913 Deep Fry Thermometer... 2.98 
5936 Roast Meat Thermometer. 1.98 
5921 Oven Thermometer ...... 2.98 


13 Thermometers ... RETAIL VALUE $32.74 


YOUR COST 19.64 
YOUR PROFIT (40%) $13.10 





No charge for permanent display board... 


Available through your wholesaler 
after February Ist 


( Extra boxes included for thermometers on board ) 
a 








This compact new display unit carries a com- 
plete assortment of Taylor cooking thermom- 
eters in popular prices. Each instrument is 
stocked according to its popularity, based on 
actual sales results. This new “department” can 
bring you many extra profit dollars in return for 
very little counter space. 


Don’t forget, January, February and March are 
the Big-Bad-Weather months, and that’s when 
your Customers will be asking for outdoor ther- 
mometers and barometers. Be sure you have a 
full stock on display where they can be seen. 
These items are great impulse sellers, and they 
return a very nice profit per square foot. Taylor 
Instrument Companies, Rochester, N. Y., and 
Toronto, Ontario. 


SEE US AT THE HOUSEWARES SHOW + BOOTHS 160 AND 171 








Outdoor Window Ther- 
mometer has translu- 
cent back and big bold 
numbers on the scale to 
make it easy to read in 
poor light. Handsome 
AquaGreen Tenite case. 
* 5328, $3.25. 











TEMPRITE* Window 
Thermometer. Gives 
quick, accurate tem- 
perature readings at a 
glance. Black mark- 
ings baked perma- 
nently into enamelled 
scale. Twelve to a 
carton. 

#5316, $2.29 each. 


*Reg. U.S. Pat. Of. 


Maximum-Minimum 
Thermometer tells the 
highest and lowest 
temperatures since 
last setting. Present 
temperature, too. 
Magnet supplied for 
re-setting. 

% 5458, $12.95. 








MEAN ACCURACY FIRST 
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Vertagreen's 


COMPLETE 


ll color ads in series for NATIONAL MAGAZINES will 
have over 12,402,800 readers. To include Better Homes and 
Gardens, Saturday Evening Post, American Home. LOCAL 
NEWSPAPERS will have strong locai-level promotion. 
Place your tie-in and follow-up ads and associate your store 
with Armour’s national campaign. DISPLAY MATERIAL, 
gay and colorful, is available for extra point-of-purchase 
selling. Important folders, streamers, and window dis- 
plays all help you sell VERTAGREEN, the complete-line 
plant food with the complete-/ine of advertising! 





ARMOUR FERTILIZER WORKS © Atlanta, Georgia 


Manufacturers of Vertagreen, a complete line of lawn and garden foods... 





Rose Food, Sheep Manure, Armorganic, Vertagreen for Acid-Loving Plants, Cattle 
Manure, Tomato Food. 
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WHAT'S NEW 


(Continued from page 118) 





for $4.25, special $3.39. Handyman 
screwdriver packs will come 36 to 
a box. Four sizes with Cushion- 
Core plug priced at 45¢ each, three 
for $1.19. No. 110 block planes, 7 
in. long with 1% in. cutter, regu- 





larly $3.25, will sell for $2.49. 
Packed three per box. Screw-Mate 
countersinks in aluminum stands, 
three sets per display pack. Priced 
at $3.69, special $2.98 per set. De- 
fiance 6 ft hardwood folding rules, 
regularly 68¢, to sell for 55¢ each. 
No. 299 utility knife plus a brand 
new hook blade for cutting lino- 
leum in a combination pack. Six $1 
knives per box, 25¢ blades attached 


‘separately. Special $1.09 for knife 


and blade. Stanley Tool Div., Stan- 
ley Works. 


For more data circle No. 35 on postcard, p. 111 


Square drive socket set 


Most of your customers have use 
for this handy 19 piece % and %4 
in. square drive socket set. Set in- 
cludes a 2-way ratchet '% in. drive 
handke, % in drive el handle exten- 
sion, % in. drive el handle exten- 
sion, ratchet adaptor attachment, 
eight 4% in. drive sockets from 7/16 
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sales throughout the year with Hamilton-Sktc), 


the BIG //in your month-by-month profit picture 


11 EAST 36 STREET, NEW YORK 16, N.Y. MORE THAN 67 FAMOUS PRODUCTS FROM ONE SOURCE ON DISPLAY AT —> 


THE HAMILTON-SKOTCH CORPORATION, 








SPACE 856-858 
Navy Pier, 
Chicago National Housewares Show 
January 16-23 
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Sells Itself, 
This Popular 
“Do-It-Yourself” 
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KESTER SOLDER 


EVERYTHING YOU NEED FOR PROFITABLE SOLDER SALES 


is available in the profit-maker Kester Solder line. But your 





“do-it-yourself” customers won’t buy it if they don’t see it. Make 
a display for Kester products, be sure it’s in a good location, then 
see how it attracts the trade. Don’t forget to feature Kester’s free 
16-page “how-to-do-it” booklet, “Soldering Simplified.” A liberal] 
supply is yours for the asking! 





KESTER SOLDER COMPANY «+ 4207 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY +*« BRANTFORD, CANADA 


124 














WHAT'S NEW 


to 15/16 in. and seven % in. drive 
sockets from 3/16 to 7/16 in. Indi- 
vidually packed sets sell for $5.79. 
Introductory offer $4.89. Ozwall 
Tool Co., Ltd. 


For more data circle No. 36 on postcard, p. 111 





Shellac base primer-sealer 


Home owners and professional 
painters will be interested in this 
shellac base primer-sealer that dries 


in 30 minutes. Greater viscosity 
is claimed to stop running and end 
spattering. Available in _ pint, 
quart, and gallon cans. Parks Co. 
For more data circle No. 37 on postcard, p. 111 


Power mowers for 1958 


The deluxe models of Easy Way 
and Fox power mowers for 1958 
fingertip 


individual height 


— 


have 





controls on all four wheels. Ad- 
justable from 1 to 3 in. without 


wheel removal. Fox Howard Corp. 
For more data circle No. 38 on postcard, p. 111 


Electric drying rack 


Here is an item for your builders’ 
hardware department. This attrac- 
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CIAL MIDWINTER SAW SALE 


7-INCH SAW NOW PRICED LOWER THAN 
MOST 63-INCH BLADE HEAVY DUTY SAWS 


Easy Handling Model 71 Weighs Less 
Than Many 612” Saws — ideal Promotional 
item For Home Workshoppers & Hobbyists 















Famous Model 71 Saw available now 
for Limited Time at New Low Price 
on Orders for Immediate Shipment 


eu SH) 
a 839 = 


Free of extra charge with tool order: 
Colorful New COUNTER DISPLAY 
8 Heavyweight cardboard 


— 4-color lithographed 
area blank — 


A *. 

x 4, \ MORE 

. 7 s+ CUTTING 
—ee4\( CAPACITY! 
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COST 













WORKING 
COMFORT! 













MIDWINTER MONEYMAKER 


93." depth capac- 


= 


7” combination rip-crosscut blade — 
ity — bevel cuts 0” to 2” at 49 — 5,000 rpm blade 
speed — ball & self-lubricating hearings — depth and 
hevel shoe — rip fence guide — telescoping guard — 
locking trigger switch — wrench — cord — plug & 


ground. UL listed. 


— price 
97” high, 18” wide — 
t—easy to 


) CIRCULAR SAW shipped fla 
erect —net weight 2 Ibs 





*Specifications and 


lesaler for Full details . . ~ Recommended Retail Price 






See your who 
| ce and see him SOON-this specially priced snp mi 
” % . — offer is FOR A LIMITED TIME ONLY. 
* . 7 ’ 


MALL TOOL COMPA 
NY Malt 
DIVISION OF REMINGTON ARMS COMPANY, INC ® 


BRIDGEPORT 2, CONNECTICUT 
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MADE TO 
MEASURE 


to fit 
your 
marking 
needs 
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Pick A Master Craftsman 
for Special Markers, Too! ~ 


For over a hundred years 
has specialized in tailor-made 
countless processes and 

Our mint of 
develop 


“American 
crayons for 
purposes. 
erperience 
prescription-made 


allows us to 
markers for 


every phase of materials handling, from 
raw material to finished products. 

Whether it’s a product, part or tag 

you're marking—for identification, desig 

nation or warehous 

ing — Ask for 


‘‘American’’! 


THE AMERICAN CRAYON COMPANY 


SABSUSAT OME mw TORK 


126 


| 
i 
i 





BWHAT’S NEW 

















tively styled, chrome finished elec- 
tric towel rack will heat to 190 de- 
grees, dries any fabric and will not 
burn or scorch. Heat is provided 
through permanently oil filled tubu- 
lar metal rails. Available in a 31144 
x 35 in. model for floor and wal! 
mounting and in a 21 x 24% in. 
model for wall and cabinet mount- 
ing. Skuttle Mfg. Co. 


For more data circle No. 39 on postcard, p. 111 


Steel storage cabinets 


Modern styling is the feature of 
this line of cabinets. Rounded 





corners, no bolt heads on front and 
sides, three point locking device, 
polished chrome handle and built- 
in lock are points of styling. The 
storage type has four shelves, ad- 
justable every 2 in. Wardrobe type 
has shelf for hats, coat rod below 
to hold 8 to 15 coats. Combination 
type has features of the other two. 
Overall dimensions are 36 x 21 x 
78 in. Counter high cabinets are 
also available. All in gray enamel. 
Lyon Metal Products, Inc. 


For more data circle No. 40 on postcard, p. 111 


CO2 fire extinguishers 


A newly designed discharge de- 
vice is now available on five Amer- 
ican LaFrance carbon dioxide fire 
extinguishers to give added pro- 
tection against class B and C fires. 
The new nozzle has five orifices ar- 
ranged so that the snow is broken 
down to gas almost instantly. Mod- 
els equipped with the nozzle are 
2%, 5, 10, 15 and 20. Models 5 
and 15 are Coast Guard approved. 
Wheeled engines for large fires are 





also available. American LaFrance 
Corp. 


For more data circle No. 41 on postcard, p. 111 


House, garden bug killer line 


Raid House and Garden Bug 
Killer is offered as a new formula- 
tion in a 14 oz can for the same 
price as the former 12 oz can. The 
Raid residual liquid spray product 
for roaches and ants is now 
packaged in a can with a per- 
manently attached sprayer and ina 
pressurized can. Raid Insect Spray 
has a non staining feature. A 
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This New “Self-Service” Color Center 


is making Sensational Profits for 


SUPER KEM-TONE and KEM-GLO DEALERS 









Americas 
finest 
wall paint 
and ename!/ 
in matching 


colors ... 





1. Spotlights famous 
Color Harmony Guide 


Demonstrates the 

full selling power of this 
proved sales maker. 
Customer color selection 
is fast and easy 

... Saves your time! 


2. Colors shown in 
room-like dimension 


Curved columns of 
color reproduce 
highlights and shadows 
of actual room 
conditions... eliminate 
all color guesswork. 


3. Take-home chips 
conveniently located 


Easier than ever for 
customer to pick 

out color samples to 
use at home. Features 
all the trend-setting 
colors for 1958. 


4. Scientifically 
lighted 


Balanced lighting 
brings out the 

true beauty of 
each of the 

colors .. . eliminates 
color distortion. 


The Sherwin-Williams Co., Cleveland « Acme Quality Paints, Inc., 
Available only from these companies: Detroit - John Lucas & Co., Inc., Philadelphia - W. W. Lawrence 
& Co., Pittsburgh - The Martin-Senour Co., Chicago « The Lowe 
Brothers Co., Dayton « Rogers Paint Products, Inc., Detroit 















MASONWARE 
Hot Shots 








THREE TIER CAKE PAN SET... your 
FASTEST selling item. Packaged in a color- 
ful poly bag. Conveniently packed; only six 
sets per shipping carton for easier dealer 
handling. Item #81012. 





ROUND COOKIE SHEET, another 
Masonware best seller, packaged in a terrific 
four-color poly bag. This is a new and differ- 
ent idea in a cookie sheet ... and from the 
sales, Mrs. America must love it! Item 417. 











| 


WEE PARTY CAKE PAN SET, a new item 
that broke in with a bang. Parties, birthdays, 
anniversaries have no season and this little 
cake pan set at an impulse price is a big year 
round profit maker. Packed in easy 1 dozen 
cartons, #345/12. 2 dozen pack, including a 
free wire display rack, #345/24. 


STEADY SELLERS DEPT. C 





BAKEWARE 
SERVING TRAYS 
STOVE MATS 


Gown) 


MASONWARE COMPANY 
division of FRAM CORPORATION 
DIXTER ROAD, EAST PROVIDENCE, R. R 
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WHAT'S NEW 





streamlined metal display stand for 
this line is available. S. C. Johnson 
& Son, Ine. 


For more data circle No. 42 on postcard, p. 111 


Faucet adapting device 


All faucets are usable with wash- 
ing and sprinkling equipment with 
the help of this handy faucet adap- 
tor. It slips quickly over the faucet 
and provides a threaded end to ac- 
commodate any connection. Comes 





on a Skin-Pac display card. Melnor 
Industries, Inc. 
For more data circle No. 43 on postcard, p. 111 


Cordless electric clocks 
Modern minded customers look- 


_ing for decorator clocks will be 





| etry, 


your traffic for this new line that 
eliminates electric cords and key 
winding. Called cordless electric, 
these clocks feature direct clock 
motor powered by two mercury 
cells. The power pack provides 
uniform current for at least a year 
before replacement is necessary. 
Styled as decorator accessories, 
there are two models: the Geom- 
sunburst brass rods_ in 
birchwood casing, $55 plus tax; 
and the Signature, a 12 in. diam- 
eter brass reproduction of grand- 
father’s turnip pocket watch, $44 


| plus tax. Sessions Clock Div., Alli- 
ance Mfg. Co. 


| for 1958 


For more data circle No. 44 on postcard, p. 111 


Plaid life vests, ski belts 


Red Head life vests and ski belts 
include a new red and 
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blue plaid design called Captain’s 
Plaids. The full line also offers 
orange, green and brown. Catalogs 
for 1958 are available. Red Head 
Brand Co. 


For more data circle No. 45 on postcard, p. 11) 


$1000 capacity bank 


Customers looking for a gift for 
children or a practical home gift 
may find the answer in the “$1000 
dream bank” that holds_ that 
amount of loose change and paper 
money. This foot high bank is 
made of unbreakable plastic, and 





weighs three pounds. Bank retails 
at $7.95. Racine Specialty Mfg. Co. 


For more data circle No. 46 on postcard, p. 111 


Deluxe 20 in. exhaust fan 


Dealers thinking ahead to next 
summer’s heat will be interested 
in the 1958 model Atlas-Aire 20 
in. deluxe exhaust window fan. 
Features are: venturi design for 
wind-tunnel action; Westinghouse 
split capacitor motor; electronical- 
ly balanced, four-blade design; and 


























res VL Mi elegance UH Cay day a VA by 


















‘[u1s BEAUTIFUL NEW PATTERN in Libbey Safedge 
Glassware is designed to lend glamor to dining 
tables . . . every day. Housewives will love the 
grace and charm Golden Foliage adds to table 
settings ... will want all five sizes in the pattern. 


Be sure to have Golden Foliage when your 
customers come in. See your Libbey Distributor 
now, or write to Libbey Glass, Division of 
Owens-Illinois, Toledo 1, Ohio. Remember, 
every glass is backed by the famous Libbey 
guarantee: “A new glass if the rim of a Libbey 
‘Safedge’ glass ever chips.” 


Golden Foliage design consists of 
over-all frost and 22K gold leaves, with gold 
bands top and bottom and gold rims. 


wf // ve 
Solden( foliage 
J J 7 Beverage, 14-oz., Sherbet, 64%-0z., 


and Cocktail or wine, 4-0z. Not shown are 

Beverage, 10-o0z., and Goblet, 9-0z. Handsome 

gift packages contain 8 of a size. Tumblers 

a, lh retail at about $4.00, stemware about $6.00. 





LIBBEY SAFEDGE GLASSWARE Owens-ILLINOIS 


AN (1) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 
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NEW PROFIT OPPORTUNITY 


for JOBBERS-DEALERS 
Sell the improved 


BARKER 
line of MODERN 

GARDEN and 
NURSERY TOOLS 


Here's the most popular 
Super Deluxe 


MULCHER-WEEDER 
CULTIVATOR 


@® Eight revolving 
reel blades work in 
combination with 
underground blade 
to cut weeds, break 
up crust and clods, 
and mulch soil. 


@ Exclusive steel 
mesh drum pre- 
vents trash from 
collecting inside 
reel. 
































@® Five high carbon 
steel cultivator 
snovels, located 
out of the way 
when tool used as 
a weeder-mulcher. 


@® Tubular steel 


handle with rubber 
grips; all > 


metal finish- //) {f Z\. 


ed in high 
grade enamel. 









Little Shaver HOE 


Meshed metal drum 
breaks crust; under- 
ground knife destroys 
weeds; rolls easily. 





Little Shaver 


A SHORTY HOE 


12 inch handle for 
greenhouses, window 
boxes. 


Write for complete catalog and price list 


BARKER MFG. CO. 
Box 606, Fremont, Nebraska 


Quality Garden Tools 
for more than 50 years 
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WHAT’S WEW 














five year warranty. This model 
C-20X has enamel finish that out- 
lasts normal types by many years. 
Finished in two-tone neutral green, 
it fits any window 28 to 37 in. 
wide. It will fit a 26 in. window 
with side panels removed. Atlas 
Tool and Mfg. Co. 


For more data circle No. 47 on postcard, p. 111 


Child's toy space helmet 

The kids will go for this realistic 
Satellite Explorer Helmet made of 
aluminum. A special, safe Cosmic 
Ray face shield made of acetate 
permits the wearer to see out but 
no one can see in. A Satellite Ex- 





plorer insignia is centered over the 
shield and make-believe earphones 
are on the sides. Head straps are 
adjustable to size. Mirro Aluminum 
Co. 


For more data circle No. 48 on postcard, p. 111 


Low priced electric sprayer 


Budget minded customers who 
want to spray paint electrically 
will be interested in the model 
VS-800 Burgess electric paint 
sprayer at $12.95. Built-in electric 
motor sprays paint, varnish, 

(Continued on page 134) 


























NEW 


shish 
kebaber 


a aa ae 





ANDROCK 


Everything needed for 
cooking shish kebab. Steel 
frames clip to top grate of 
brazier or grill. 


Write for catalog 258 


ANDROCK 


OUTDOOR COOKING TOOLS 


THE WASHBURN COMPANY 
WORCESTER, MASS., ROCKFORD, ILL 








HOL-DEM 


MODEL 57 “Weed Stopper’ 





Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 
““Saf-Tee”’ Chopper with circuit 
breaker 

1-Wire, any-soil stock control 
2-Tone finish, sheltered terminals 


© 6 Models, battery or electric, from 
$13.95 





ASK YOUR JOBRER FOR A HOL-DEM 
WEED CLIPPING DEMONSTRATION, 
OR WRITE US FOR HIS NAME. 














Hol-Dem Electric Fencer Co. 
1332 Quincy Street N.E. 
Minneapolis 13, Minn. 





HARDWARE AGE, JANUARY 16, 1958 











| SKILMANSHI 











and orofits 











SULLIVAN announces 





SKIL President tells about New, Exciting, 
the do-more-performance of SKIL Tools. 





Big, New Traffic and Sales Builder! 
Exclusive PERMA-GRIT “Sands” 
Twice as Fast—Lasts a Lifetime 


Completely Developed by 
SKIL Corporation 


A revolutionary example of the results 
of Skilmanship is a new line of abrasive 
products pioneered and developed by 
SKIL Corporation. 

Perma-Grit products are made by 

an exclusive SKIL process which 
, copper-bonds Tung- 
 sten Carbide grit to 
> metal. This can be 
» done on extremely 
- thin steel sheets, discs, 
> rods or files. 
‘ Amazing Low Price 
’ One of the first Skil- 
Tito. manship benefits to 
't—M_—d€: the consumer is the 
: Perma-Grit Hand 
* Sander Kit. Priced at 
: $3.45, it offers a life- 
< time of use in home 
; workshop sanding. 
> Comes complete with 
. hand sanding block 
- and two tungsten- 
a carbide sanding sheets: 
One POST ad a one for rough and the 
patio tie een: other for fine sanding. 
Perma-Grit Hand 
Sander gives Skilmanship results when 
sanding wood, wallboard, plastics or 
dry wall joints. 

Another of these miracle products is 
the Perma-Grit File which outperforms 
any other wood file or rasp ever de- 
veloped. Works wood in any direction 
—backwards, forwards or in circles. 
With a retail price of only $2.25, it can 
last for years in regular workshop 
projects. 


Oe Oe rr 
sanding twice as easy? 


ANSWER 





SKILMANSHIP MEANS 
SKIL TOOLS DO MORE 





SAIL MANS? - uP 
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Huge Ad Program 
For Introduction 


A month-long newspaper advertising 
campaign in 36 cities, once-a-month 
ads in the Saturday Evening Post and 
advertising in consumer-user maga- 
zines will help establish the Perma- 
Grit name and create sales. 





Big, Powerful Motor 
Plus Skilmanship Speeds 
Skilsaw 6%” Model Sales 


SKIL Model 536 Saw has the power 
to produce top blade speed to cut 
through 2 x 4s even at a 45° angle. 

The advantages of the one-plus 
horsepower in a saw for the consumer 
means Skilmanship in cutting. Other 
product benefits are the exclusive vari- 
able torque clutch, the rotating blade 
guard for top protection, and the heli- 
cal gears which deliver the extra power 
smoothly, efficiently. 

POST readers will read about this 
powerful SKILSAW again and again 
in 1958. 








Products made only by SKIL Corporation, manu- 
facturer of famous SKIL and SKILSAW products, 
5033 Elston Avenue, Chicago 30, Illinois. In Canada: 
3601 Dundas Street West, Toronto 9, Ontario. 











Skilmanship and Powerful 


2.59 Amp. Motor Rev Up 
Sales of %” SKIL Drill 


A SKIL \” drill, the most versatile 
portable power tool ever made, will 
be a big feature of the Skilmanship 
program in both the POST advertising 
and in newspaper ads. 

This Model 549 is without a doubt 
a complete portable power unit. It 
will run all the attachments at full 
power. Your assurance of a 2.5 amp 
motor is the tag around the nose of 
this drill which invites the customer 
to compare the amp rating. Power in 
a drill is necessary for Skilmanship. 

There are so many demands in aver- 
age home use that only full power—2.5 
amps—can meet the requirements. 





SD 


Brand-New Orbital Stroke 
Model 514 Jigsaw Teams 
Up With Skilmanship 
To Move More SKIL Tools 


SKIL announces an all-new Jigsaw 
with an orbital cutting action which 
cuts on the up stroke only. The reduc- 
tion of blade drag produces faster 
cutting plus minimum blade wear. 

This cutting action means less 
chance for the blade to splinter thin 
plywood. The powerful '%” stroke also 
cuts 2” dressed lumber or plastics or 
metal. This highly versatile jigsaw 
makes rip cuts, cross cuts and scroll 
work. It also starts its own hole for 
pocket cuts. 


Jigsaw to be featured in POST 
The Jigsaw will be advertised in the 
POST as part of the every-week cam- 
paign. Each Jigsaw ad will show how 
the new Model 514 will mean Skil- 
manship in intricate cutting jobs. 
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SKILMANSHIP 


Dynamic Program. Pre-Sells and helps you sell 
Paves the way for BIGGER SALES in 1958! 
Spectacular SKIL Program Sparked 


by Ads Every Week in 
Saturday Evening Post 





Mr. Bolton Sullivan, president of SKIL Corporation, 
makes special announcement today about new Skil- 
manship program. See story in adioining columns. 





CHICAGO, JANUARY 1—An 
announcement of a new sales idea for 
portable power tools was made here 
today by Mr. Bolton Sullivan, president 
of SKIL Corporation. 

Sullivan called the new idea Shkil- 
manship and explained how SKIL de- 
veloped it and what significance it 
would have to both consumers and 
hardware dealers. 


*‘The fine reputation of SKIL tools 





Giant Newspaper Ads Beam Skilmanship 
to Consumers, List Dealer Names, Feature 





| Gaw-Drill-Gand | 


Better: Facter- Easier 


= eth SUMAN * 
: ae \\ 


SKIL NGSAW Model 514 See asst “$9g85 
Mos! 


versane wavtishap test 





*SKILMANSHIP is the absirty that supener 
SHIL tools give you te “do-it-yourself” with 
better results and have more tun domg it 








a 





= sqqse New, Made only by SKIL || 
renma-onit HAND SANDER anc FILE 
+2 


Penma. on mace Ganeen *« 
= mae >, ae, $345 7 

SKILSAW 64° Model 536 af Steen ny wees tage oney 
Make fast cuts m toughest wood . = i = 
- — . ' mate tae Ti case $925 


= $§4% 


FREE DEMONSTRATION OF SKM PRODUCTS AT THE FOLLOWING SKIL <p> DEALERS | 























Qoskie ne ‘Ad fannie in 36 Markets. 


HARDWARE AG 
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Budget Terms 


To get immediate sales action in dealer 
stores, SKIL announces page-dom- 
inating newspaper ads which will 
appear during the peak of the Spring 
buying season in 36 cities and will 
include names and store addresses of 
all SKIL dealers in the market area. 
Special attention will be given to bud- 
get terms—a popular sales appeal in 
every up-to-date hardware store. 
Sensational new Perma-Grit tools 
play a prominent part in this traffic- 
building program. Wherever they have 
been introduced, these tools have gain- 
ed immediate customer acceptance. 
Three fast moving power tools will 
also be featured—the new Model 514 


Jigsaw, the popular Model 536 Saw . 


and the powerful Modei 549 Drill. 





has always been a source of gratifica- 
tion. Since 1924, we have been guided 
by one objective—to provide the user 
with more tool for the money. 

‘“The thousands of professional 
craftsmen who rely on SKIL perform- 
ance, dependability and long service 
give us great pride and a goal of pref- 
erence and leadership to maintain. 

| wee the growth in the number of 
non-professional 
users—the home 
handymen, hobby- 
ists or do-it-your- 
self users—we de- 
cided it was an 
absolute necessity 
to put the same 
extra performance 
—the same superior 
: : qualities into a line 
‘pie ough? timber wen 2 6 QF CONSUMer tools. 
itcccow tect - The ability of 
i faater. Sew the 613" SKIL Model SKIL tools to do 
more is the heart of 
Skilmanship. It is 
the ability that 
superior SKIL 
meg. tools gives you to 
—— =  ge-it-yourself 


One of the POST ads better, faster, 
appearing every week. easier.” 


Why "should you insist : $ 
on SKIL Saw Power? 


AaIiHESNVYWTIHS * dit 


ANSWER 
Because it means 


C > more )odDS 
with greater sp 





HSNYWUIIWS + 


amber dealer 
SKILMANSHIP MEANS 
SKIL TOOLS DO MORE 


+ @ tHSNVYWTiys 





,\P? 


First Weekly Post Campaign 


An example of the tremendous selling 
power of Skilmanship, Sullivan pointed 
out, is the first consecutive-week ad- 
vertising program ever scheduled by a 
tool manufacturer! Every week, more 
than 5,000,000 POST subscribers will 
learn why SKIL tools do more. 
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WHAT’S NEW 


(Continued from page 130) 





enamel, insecticide, garden spray, 
and mothproofer from 24 oz con- 
tainer. Light to heavy spray ad- 











PAYS THE FREIGHT 


on nominal orders — quantities 


: Now you can have Quality | 
j Paine Products in Nominal Quan- | 
wooe scares , tities Freight Prepaid — on 











any $100.00 order for any combina- 
tion of Paine Products. justment is built into this unit. A 

jeweled nozzle eliminates wear 
from abrasive action of paints. 
Fluid container is graduated to 
; to maintain a complete, sufficient stock help home craftsmen measure 
ee, scecws on these “little items” which are so liquids. Burgess Vibrocrafters Inc. 


: For more data circle No. 49 on postcard, p. 111 
important to the job. 


Take advantage of this opportunity 



















Precision butter scale 
Paine is your source for all Hanging Your home-making customers 
and Fastening Devices. who like to cook and bake will be 
interested in this accurate butter 
measurement device. This two 
sided scale has one side for mea- 
suring long blocks of butter, and 
another for short blocks. Alumi- 
num scale is graduated like a ruler 
for measuring quarter pound blocks 
in these sizes: 1, 2, 3 tablespoons, 


‘STOVE BOLTS 


FLATTENED END 
MACHINE SCREWS 


MACHINE SCREWS 


TS 

MEASURE 
BUTTER 
ACCURATELY... 














wg ght » write for 
the NEW 
\ catalog of 
PAINE 
products 


ie 






FLATTENED END 
LAG SCREWS | 


- 
—- 
“ << 





a and %, %3, and % cup. Each Zim 
butter scale is carded for self ser- 


vice and attractive display. Zim 


. Mfg. Co. 
pA 4 S For more data circle No. 50 on postcard, p. 111 


Chests for small items 





vito 









RRR 


— Your customers who are hobby 
Road, Addison, Illinois minded, sportsmen, mechanically 





THE PAINE COMPANY, 5 Westgate 
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|“ UERYTHING HINGES ON HAGERY. | 


| ———. <P 
C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. HAG i # © 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 


bg te HINGES 
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, YOU AND 
YOUR CUSTOMERS 
SAVE TIME & MONEY 
ON EVERY JOB WITH WH 
SINGLE-UNIT HARDWARE 
y POLLY-PAKS 
Customers take fo their jobs the exact hard- 
ware units they're installing, complete with the 
> right size and the right quantity of needed screws. 
= All components are together; the annoyance caused 
= by lost or missing parts is forever ended. 
Merchandise is always clean and bright—’factory- 
fresh,” free from scuffs. 
YOU, T00, will find WH single-unit hardware POLLY- 
PAKS a wonderful way fo store, protect and handle your 
stock; they enable you fo supply the exact quantity of 
any wanted item without counting out needed screws. 
COST NO MORE than old-fashioned packing; have added 
sales-appeal. 


WESSEL HARDWARE CORP. 
919-931 N. 5th St., Philadelphia 23, Pa. 


in Canada: Geo. S. Hall Co., 25 Grenville St., Toronte 1 
Export: Hall & Reis, Inc., 165 Broadway, New York 6 










The ALL-NEW 


Title) mk ere 
Super Steel 


MACHINIST'S CHEST 


A Proved 
Sales Leader! 












UNION has translated the basic de- 
sign of the famous UNION B-20 _™ — 
quartered oak Chest into sturdy, i a > es 
streamlined steel. The result is the SS — 

MT-7 ... the first really new Machinist’s 
Chest in years...a Chest painstakingly designed 
and built to include every wanted feature .. . 
ultra-modern appearance... rugged construction 
. . . Increased capacity . . . easier accessibility. 





CASH-IN 
on the tremendous demand for this 
fast-selling item. Place your 
stock orders now! 


JOBBERS: 
DEALERS: 


Write for literature and 
prices on the New MIT-7 


STEEL CHEST CORPORATION 


LE ROY, NEW YORK 
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inclined, or savers of small items 


will be interested in the five models 
of Handi-Chest cabinets. Designed 
orderly 


basically for storage of 





many kinds of small items around 
homes and shops, these chests are 
made of molded, bright colored 
high-impact plastic. There are two 
4 drawer models and others 
8, 12, and 16 


with 
drawer capacity. 
Drawers clear plastic for 
instant identification of contents. 
Dividers sub-divide drawers if de- 
sired. Prices range from $2.50 to 
$6.50. Campro Products Ine. 


For more data circle No. 51 on postcard, p. 111 


are 


Pre-mitred frame kits 


Your customers who do their own 
decorating and framing will be 
traffic for this picture frame kit 
with ready-to-assemble lengths of 
mitred moldings. Kits come in a 
variety of sizes and molding styles. 
An adjustable frame clamp is avail- 








able as a companion item for kits. 
Redi-Cut picture frame kits in- 
clude four pieces of mitred bass- 
wood molding, brads, and instruc- 
tions in frame sizes 5x7 in., 8x10 


in., 9x12 in., and 12x16 in. Four 
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No. 25 (Above)—Easiest instalied latch on the market. 
No. 26 (Left)—Easy installation, beautiful styling. 
No. 27 (Above, Left)—Styling pius exterior locking. 


From the one great name in locks and hardware... 


Yale Screen and Storm 
Door Latches 


Yale adds three entirely new screen and storm door it-yourself buyers. Only one hole to drill, no mortising 
Jatches to its quality line to give your customers a wider required for Nos. 25 and 26. 
choice of styling, finish and function...to promote your They’re rugged and weather-resistant in polished 
sales and profits. brass or aluminum finish. The styling compliments the 
All three feature positive latching action, yet all have finest home appointments. Builders like them, because 
the easiest latching action you ever saw. Finger-tip but- there’s no “makeshift” look about Yale’s new screen and 
tons lock them firmly from the inside. No. 27 has a storm door latches. 
compact cylinder lock for securing or opening door from For details, write: The Yale & Towne Manufacturing 


the outside. And their easy installation will attract do- Company, Lock & Hardware Division, White Plains, N.Y. 


YALE—REG. U. S. PAT. OFF. 


Just mention Yale and make the sale YALE & TOWNE 
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WHAT’S NEW 


molding styles vary from 34 in. to 
| 2 in. wide. Clamp device sets four 
corners for gluing. Waddell Mfg. 
Co. 


For more data circle No. 52 on postcard, p. 111 











Garbage destroying product 
E-Vap Garbage Destroyer is a 

product that destroys garbage by 

de-composition through bacterial 














action. This is not a chemical. The 
| item is poured over garbage in a 
bottomless can or in an enclosed 
pit. It releases liquids from the 
garbage which are drained away 
into the soil. Residue that builds up 
need only be removed about twice 
a year. A pest control cake is in- 
cluded with each package of E-Vap 
to prevent odors or hovering of 
| pests over the garbage container. 
| E-Vap Corp. 








Colt-Corvico Pl 


HANDIEST EVER! Modern, profit-pull- 
ing Pic-Paks bring bright wire hard- 
ware out in the open for extra sales. 
Neat, colorful window units add new 
eye appeal to counter displays... 
enable customers to select needs 
quickly and easily. 

EASIER FOR YOU! Compact Pic-Paks 
take 1/3 space of bulky plastic bags 
. .. speed up product identification ... 
save you hours of time on inventory. 


ORDER NOW! Soave time and trouble 
later by ordering your wire hardware 
needs today from one dependable HINDLEY PIC-PAK 
source. Complete Pic-Pak Assortment ASSORTMENT NO. 36 
includes screw eyes, cup hooks, screw- 

hooks, curtain rod hooks, gate hooks, shoulder hooks and clothes- 
line hooks. Items are available individually or as part of display 
assortment. Order thru your wholesaler. 






For more data circle No. 53 on postcard, p. 111 


Croquet line for 1958 


South Bend’s croquet line of 14 
models has been completely re- 
styled for 1958. Sets with golf 
cart racks have larger tires and 
rubber tipped handles. Racks are 
made of blue tubular steel and 








HINDLEY MANUFACTURING COMPANY 


indley ey Valley Falls, Rhode Island 


1897 WIRE HARDWARE ¢ COTTER PINS 
PLUMBING SPECIALTIES 
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@ Whether dispensing or using washers... 
there’s great personal satisfaction in han- 
dling clean washers that don’t mess up your 
hands nor soil the “work’’. 

Yes, washed washers are the latest prac- 
tical innovation introduced by Wrought 
Washer Mfg. Company, applying to all 
popular sizes of U. S. Standard and SAE 
Washers, including also Rivet Burrs and 
Machinery Bushings. All grease, graphite, 
oil and other foreign matter is removed by 
our special washing process. This is a new 
plus value over and above the consistent 
high quality which is an inherent part of 
all Milwaukee Wrot Washers... at no in- 
crease in price! 

No matter what your washer requirements 
may be... every type, size, material and 
finish . .. look to Wrot Washer as your No. 
1 source. Write for Catalog No. 40. 


DEALERS: Order from your regular jobber 
. 1-lb. and 5-lb. packages, put up in 
200 Ib. shipping cartons. 


WROUGHT WASHER MFG. CO. 


THE WORLD’S LARGEST PRODUCER OF WASHERS 
MILWAUKEE 7, WISCONSIN 


2218 SOUTH BAY STREET ad 





and now it’s.... 
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packaging 


In keeping with a policy of 
*‘dressing up’’ the washers them- 
selves, by our special washing 
process, they are now put up in 
attractive 1-lb.and 5-ib. packages 
with a tough, transparent Mylar 
window which makes visible the 
actual washers clean to 
handle, better to use. 
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The 
complete, 
QUALITY 
LINE 

of 


FOLLANSBEE 


STOVE PIPE 





and 
accessories 


‘. 
in blue, galvanized and chrome | 





will 

fill 

all 

your 
customers’ 
needs 


Shipped in 
sturdy, corrugated cartons 


See your jobber or write 


Sheet Metaf 


J eol-leir-tiah am Ol hal-jiela 





FOLLANSBEE 
Steel Corporation 


f Box 567 
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Follansbee, West Virginia 





WHAT'S NEW 








wood for extra strength and light- 
weight. New beaded mallet heads 
and ball-beaded handle grips are 
on many models. All 8 and 9 in. 
sets equipped with plastic 
automatic arches. Twice 
seasoned rock maple is used in balls 
and mallet heads. Prices range 
from $5 to $35. South Bend Toy 
Mfg. Co. 
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are 
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Melamine dinnerware colors 
More muted tones are empha- 
sized in the four new Branchell 
colors for 1958. The subtle, blended 
shades known as Prestige Pastels 






sn anchell 


& des hg 


are in beige, green, peach, and yel- 
low. Retail price is $17.95 for a 16- 
piece starter set. Branchell Co. 
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(Resume reading on page 16) 


New Displays and Other 
Dealer Saies Helps 


(Continued from page 16) 
tenance, causes of chain damage, 
and do’s and don’ts of chain saw 
filing. Atkins Saw Div., Borg- 
Warner Corp. 
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Sink accessories deal 


Customers for sink hose and 
spray replacements will be traffic 
for this free impulse display unit. 
Rack holds Dish-Quik and Rinse- 
Quik line of kitchen faucet ac- 
cessories. Introductory bonus for 
this display deal MR is a free $9.95 
Dish-Quik faucet dishwasher. Deal 














to ieee the calls for 
SPRINGS © 


This handy metal drawer contains 
128 springs — the 40 most popular 
sizes in coded compartments. The 
springs are precision made and 
plated. Boxed refills are available 
from stock. Also larger assortments 
in convenient two- and four-drawer 
cabinets 


Order from Your Jobber or Write Us. 





Also Weatherstrips 
— Clean-out Augers 
—erce /909 Pole Sockets 


ARDNER WIRE CO. 


1329 So. Cicero Ave., Chicago 50, Ill. 
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= Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 

=== The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. © St. Lovis 6, Mo. 
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IN 
FASTENERS 
SOUTHERN IS 


fic? 


Handle the full Southern line bearing 
the EZ to Ce fool proof labels for 
faster, more profitable sales .. . Your 
customers know that USA-made Southern 
Screws are dependable fasteners, 
precision-made of only the finest 
materials . . . In Phillips or slotted, 
Southern Screw quality brings customers 
back — produces more traffic, 

more profit for you! 

Write for our new Package Stock Guide. 



























Address: Southern Screw Company. 
P. O. Box 1360, 
Statesville, North Carolina 


WOOD SCREWS e STOVE BOLTS 
MACHINE SCREWS & NUTS 

A, B. C & F TAPPING SCREWS 
WOOD DRIVE SCREWS 


WAREHOUSES: NEW YORK = 
CHICAGO, DALLAS,LOS ANGELES) = = 3a) 


SOLD THROUGH LEADING 
" , WHOLESALE DISTRIBUTORS 
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GRIES 
| WING NUTS 


wig NUTS 
e 








‘die cast of 
’ Zinc alloy 


for highest quality 
at lowest cost! 









IN BULK, 
BOXED and 
attractive 
mem counter 
PF. USED, 
assortments 


Your customers want 
quality plus economy! You want 
fast turnover plus profits. Gries die 
cast zinc alloy wing nuts and cap 
nuts are the answer. Non-ferrous, 
rustproof, corrosion-resistant, with 
clean threads and attractive bright 
finish. Their low cost to you means 
extra profits! 


Write teday fer prices anu catalog sheets 


Ri. 


GRIES REPRODUCER CORP. 


World's Foremost 
Producer of 
Small Die Castings 


161 Beechwood Ave., New Rechelle, N. Y. 


Telephone: NEw Rochelle 3-8600 
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contains a full assortment of sink- 
spray accessories for complete sales 
and stock in a small display area. 
Melard Mfg. Corp. 

For more data circle No. 57 on postcard, p. 111 


Texture paint demonstrator 
Ease of application, covering 
power and texture effects possible 
with one coat of Dramex texture 
paint are shown effectively with 
this demonstrator display. The cus- 
tomer can see for himself just what 


_Dramex will do by putting some 
of it on the printed paper provided 








on a pad. A jar of Dramex, a 
paper pad and a jar for water are 





in the small counter display. In 


_ addition, there is a pocket for color 
cards. 
| For more data circle No. 58 on postcard, p. 111 


Reardon Co. 


Drill attachment display 


Electric drill owners will be at- 
tracted by this compact self service 
counter card featuring the Cum- 
mins screw driver attachment. 
This eye catcher holds six Speed- 
D-Power attachments including 
slotted and Phillips types. The at- 
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Double tool sales 
with 





PROFITOOL 


Miller of Miller 
Bros. Hdwe., Pomona, Cal., 
says, “Our customers remark 
how easy it is to find the tools 
they want, and this explains 
a nice sales increase in our tool 
department since we installed 
Stanley PROFITOOL.” 
Double your tool sales 
with Stanley PROFITOOL. 
A post card saying Profitool, 
to Stanley Tools, New Bri- 





a a ee 


tain, Conn., brings details by 
return mail. Do it now. 

















Changes 


New products and new 
trade names are con- 
stantly being added to 
the listings for the next 
Directory Number of 
HARDWARE AGE. 


Therefore, if you do not 
find in the current issue 
of the Directory Number 
the product you are inter- 
ested in, write to the 
“Who Makes It” Editor. 
He’ll be glad to serve 
you. 


HARDWARE AGE 


Chestnut and 56th Sts., Phila. 39, Pa. 


























(I like STAR key blanks/) 
FE EATUR nes. \( we 
® Statto cones ini 


. vane. PROOF 
STAR KEY & LOCK 














o yewent FINISH 
MANUFACTURING CO. 
$1 SOUTH FIRST STREET 
BROOKLYN, WN. Y. 
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BAKELITE 


BRAND 


PLASTICS 


A good name in 
housewares 











AND—more profitable to 





sell! 





Retail sales records of housewares of 
BAKELITE Brand Plastics prove that they 
sell on sight! With firmer flex, richer gloss, 
and high resistance to scuffing and heat, they 
get full customer preference! 

Performance in use of well-constructed 
housewares made with BAKELITE Brand 
Plastics will delight your customers and 


BAKELITE 


BRAND 


PLASTICS 


BAKELITE COMPANY, Division of Union Carbide Corporation 
30 East 42nd Street, New York 17, N. Y. 


The terms BAKELITE and UNION CARBIDE are registered trade-marks of UCC. 
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bring them back for bigger repeat orders. 
Check your stocks of plastics housewares 
today ...expand and fill in with the many 
exciting items now available in BAKELITE 
Brand Plastics. And—ask your supplier for 
all the retailing “reasons why” housewares 
of BAKELITE Brand Plastics are a big- 
volume, big profit line across the nation. 






Products of Ke¥-N={={]e}=—8 Corporation 





Tape it easy, Mac! 





swings easily in tight places 


For making a neat splice in cramped 


quarters recommend Gold Seal Plastic 
Tape. in handy 20 ft. rolls. It's made- 
to-order for making neat splices in ter- 


minal boxes and other confined areas. 
Easy to hang onto. . . easy to “swing” 
easy to mold into a neat, thin wrap- 


ping. And Gold Seal sticks and stays 


. its a quality tape that builds re- 


peat sales. Jenkins Bros.. 100 Park Ave.. 
New York 17. 


Plastic 


IN HANDY 
20 FOOT ROLLS 


Ten 20 ft. rolls in the 
Handy Pack can 


Single 60 ft. rolls in 
individual metal cans 





Gold Seal FRICTION — RUBBER — PLASTIC Tapes. . 
Commercial and Specification Grades 
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TO HELP YOU SELL 








Sfeud 2 Pees 


SCREW DRIVER 
ATTACHMENT 


tachment fits any 14 in. or larger 
drill and drives screws up to 3/16 
in. diameter. Sells for $4.95. Cum- 
mins Portable Tools, Div. John 
Oster Mfg. Co. 
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Garden tool advertising mats 
A wide variety of hard-selling ad 

mats on the full Ames garden tool 

line is available in one a column 

size. The mats provide a generous 

space for imprint and price. Proof 

sheet of all mats is available. 
Ames Co. 
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Carded knife sharpeners .. 


Aladdin carbide knife sharpeners 
are packaged on an eye-catching 
card in a transparent plastic blis- 
ter. Complete instructions and a 
sales message are on the 3-color 
cards. The sharpeners are available 
in six colors. Sharpens all types 


CARBIDE 











of cutlery by just drawing the 
blade through two or three times. 
New England Carbide Tool Co., 
Inc. 
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Lucky MR. PHYX now can 
get rid of his ‘‘dog house 
of odd-lot fasteners” 


He’s installed the Sharon line — a 
complete fastener department with 
- ,000 sizes in only 13 feet of shelf 

ace, and not a dog in the lot. 

aron assortments with automatic 
ell service save store space — cut 
sales time — and reduce inven- 
tory investment. 


ASK YOUR JOBBER, OR WRITE 


Shavot Bolland Screu Co 
Vorwood, Mass. 


See eee eS SSeS eeeeee Gg sees 


TOY CATALOG 











Here's every toy and hobby 


successful toy department. Educational pre- 
school items, woodworking and woodburning 





kits, metal tapping, work benches and baking 
tables, hand tool sets, pegtables, blackboards, 
etc. Write for your copy today. 

AMERICAN TOY & FURNITURE COMPANY 
6130 N. Clark St. Chicago 26, Illinois 
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Only 
DURO 
The Original 


_ PLASTIC 
ALUMINUM 


is in the 
award winning 


SHOW-PAK 
WOODHILL CHEMICAL CO. 
1391 E. 34th St. 
Cleveland, 0. 


























THERE IS A DIFFERENCE IN CHAMOIS 
SUNS Hl INE 


py 5 


Gre Al ab hocess 
GENUINE 
CHAMOIS SKIN 
FULL COD OIL TANNAGE 
MADE IN USA 
Ask Your Jobber for Our Double 
<a Duty Chamois Double Valve’ 
- “EASIER TO USE 
“LASTS LONGER 
"CLEANS BETTER 
HOYT & WORTHEN TANNING CORP HAVERHILL, MASS 
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ROYAL offers a new 


hardware store 
to BIGGER WIRE SALE 


Leading hardware dealers build their electric 
departments around the Royal line of flexible 
and portable cords. You, too, can profit by the 
customer confidence and acceptance Royal has 
earned by its high quality and dependability. 
Catalog 4-57-8 shows the wire types and sizes 
best suited to hardware store merchandising. 








CATALOG 4-57-8 SHOWS 


rubber and plastic jacketed portable 
cords ¢ lamp cords ¢ thermostat 
cables ¢ heater cord ¢ bell wire 

e TV and FM lead-in wire 


CATALOG 4-57-8 HELPS 


with easy-to-read tables, and simple, 
clear product uses and descriptions 


WRITE US FOR THIS HELPFUL CATALOG 
— or order ROYAL QUALITY CORDS from 
your wholesaler TODAY! Royal Electric Cor- 
poration, Pawtucket, R. I. 


" ; Made RIGHT .. . to be RIGHT on the job! 





CATALOG 4-57-8 REMINDS 


you of the big-demand cords and 
wires you need to serve your customers 


ROYAL ELECTRIC CORPORATION 


AN ASSOCIATE OF an associate of International Telephone and Telegraph Corporation 


| é& PAWTUCKET «© RHODE ISLAND 


Manufacturers of WIRE © CABLE © CORD SETS © FUSES ®* WIRING DEVICES 
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. Westinghouse’ 


MAKE 1958 YOUR EXTRA ff (iii 3° 
PROFIT YEAR WITH THESE ff} Waeeeeeeees 


WESTINGHOUSE | fezz=== 
up 2 M i M | GOwarr 2 ror 54¢ 27¢ each 


NEW BEAUTY TONE™ 
HOME-LINE FLUORESCENT 
LAMP ASSORTMENT WITH 
FREE MERCHANDISER 


More and more homes have more and more 
fluorescent lighting. And now, thanks to 
Westinghouse, you can meet all your customer’s 
needs by stocking the one line of fluorescent 
lamps that’s right for all home lighting. New 
Beauty Tone Home-Line fluorescent lamps 
provide a warm, white, flattering light that’s 
perfect for every home need. 

Display the most popular fluorescent lamps 
used in the home today! Use this pre-packaged 
assortment and make your store the head- 
quarters for the flattering, warm white color 
that’s ideal for pleasant home lighting. 
















ony 


" $0-100-150 warr ruace-tire 69¢ 3 
























, Beauty Toor. HOMELINE a 
Westinghouse Beauty | eqstent iam Fe 


Lame 








: West ng or Soom, FUoeesc En” 


- nme gS 





_ Westinghows Beauty Tone Home cine 
b * CURCINe FLUQRESCEM LAMP 

















SPECIAL MAINTENANCE SALES TIP! These fast-moving Westinghouse lamps are backed by F . 


Keep a good supply of fluorescent lamps on hand for your powerful advertising in Better Homes and Gardens, 
own store lighting. And, sell to other neighborhood retailers @ Ladies’ Home Journal, and The Saturday Evening Post. 
too for extra profits. Make extra sales by stocking the Your customers will be asking for Westinghouse Lamps by 


complete Westinghouse line of fluorescent lamps for office name ... so you'd better, too. Specify Westinghouse on 
buildings, retail stores, and local industrial plants. West- every lamp order. 1958 is the big profit year for Westing- 
inghouse lamps with Ultralume'™’ phosphors give more house Dealers. For complete information, call your local 


light . . . yet cost no more to operate than ordinary lamps. authorized Westinghouse agent. 
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Ordinary Buib: “Hot Spot” in New Westinghouse Eye Saving 
center results in glare and Bulb gives all-over brightness. 
harsh shadows. Less glare and shadow. 


BEAUTY TONE™ TINTED 
LIGHT BULB ASSORTMENT 
IN PREPACKED, FREE 
MERCHANDISER 


Cash in on the newest fashion in home 
lighting with this attractive 144 lamp 
assortment of decorator-styled bulbs—in 
Beauty Tone Pink, Aqua, and Candle- 
light. Only Westinghouse Beauty Tone 
bulbs give your customers soft, subtle 
light—not harsh gaudy color. The colorful 
merchandiser that displays this best- 
seller assortment gives you fast turnover 


and steady repeat sales all at premium NEW WESTINGHOUSE EYE SAVING 
profits. Sales records reveal that retailers WHITE GLARE- FREE BULBS 


who display Beauty Tone bulbs sell 


more—so display this extra profit package Sell your customer the light bulb that’s best to see by. 
in your store. The merchandiser A new method electrostatically coats the inside of 
contains 60 and 100 watt sizes and the bulb with glare-diffusing white silica for even, 


more restful light that’s easier on the eyes. You 
make more on every Eye Saving bulb you sell. 


the popular 3 lites. 





























NEW ALL-PURPOSE 
COLORTONE™” 
FLOODLIGHTS SELL 
ALL YEAR 'ROUND 


Brilliant colored lamps with “‘built-in’”’ 

reflectors for use indoors and out. This year- 

round seller is ideal for lighting interior 

displays, store windows, special effects 

in homes, stores, schools, churches, 

and industrial and commercial exhibits. 

Brilliant Colortone colors won’t peel, 

chip or fade. Weather Duty “™ glass 

won’t crack in rain, snow or sleet. 
Container converts to colorful counter 

merchandiser. Holds 12 lamps and displays 

one of each color. Assortment keyed to 

customer demand. 4 Brilliant Yellow, 

2 Brilliant Blue, 3 Brilliant Red, 

3 Brilliant Green. 






: : Sete Westinghouse Ee ; 
it SE co HTS j 


e 


(W) you CAN BE SURE...1F 7s Westi nghouse 


Westinghouse Lamp Division + Bloomfield, N. J. 
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AN @:) Gl a ee 
PROFIT MAKERS 


for 1958 





NEW AKAY ROTARY POWER MOWER 
BLADE BALANCER—protects against 
crankshaft damage due to unbal- 
anced blades. Plastic cone is de- 
signed to accommodate any size 





AKAY ADD-A-FENCE in flamingo, pink, 
yellow and white. Streamlined de- 
sign with section joiners and 
corner locks. Ideal for outlining 
gardens, shrubs, and for corner 
markers. Break resistant, color 
fast. Never needs painting. Sug- 
gested retail, four sections plus 
corner locks and joiners, $2.49. 





AKAY “BIG FREEZE” ICE SCRAPER in 
marbleized and assorted colors for 
easier scraping and speedier defrost- 
ing of deep freeze units and re- 
frigerators. Does any rough, tough 
ice removing job with ease. Sug- 
gested retail, 39c. 

ALSO AKAY CLIP-ON WINDSHIELD SCRAPER 
in transparent, self-service packs. 
Marbleized and assorted colors. 
Suggested retail, 19c. 





AKAY MEMO-MASTER 
in new decorator 
colors to match 
«= your telephone. 
75-foot paper roll, 
pencil and pencil 
holder. Suggested 
retail 98c. 
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shaft hole from %” to 1%”. Com- 
plete unit weighs only one ounce. 
Packed 12 to a “talking” display 


carton for 
sales. 


self-service, 


Retails at 69 cents. 














AKAY PLASTIC ADD-A-TRELLIS in deco- 
rator colors and white. Adds beauty 
and support to all climbing plants. 
Break- and weather-resistant. Won- 


derful for tomatoes, legumes. Two 


3” high by 15” wide sections as- 


semble into one 6’ trellis or into 


decorative combinations. Suggested 
retail $2.98 per set. 








NEW AKAY DRI-FLOR DRIP CATCHER in 
decorator colors and white. Rust- 
proof metal hanger strips make in- 
stallation and removal simple. No 
glues. No suction cups. Easy does 
it! Moisture drains into cups that 
twist to empty. Lasts a lifetime. 
Individually boxed. Suggested re- 
tail, $2.99 each. Also Akay Toi-Tra 
drip catchers for wall-hung flush 
boxes, to retail at $1.79. 


AKAY PLASTIC HOLD- | 
A-BOOK in decora- | 
tor colors. Holds 
recipe books, 
newspapers, texts, 
etc. inhome*office 
and classroom. 
Suggested retail, 
98 cents. 


Division of Hauser Products Inc. 


A i4 AY CORPORATION 
4034 North Kolmar Avenue Chicago 41, Illinois 





impulse 











TO HELP YOU SELL 


(Continued from page 144) 





Aluminum track demonstrator 
Customers can’t resist trying 
this demonstrator sign featuring a 
sliding panel made with an alumi- 
num sliding door track set. The 
sign fits the standard Reynolds 





do-it-yourself aluminum display 
rack. Reynolds Metals Co. 


For more data circle No. 62 on postcard, p. 111 


Electric motor catalog 

Grainger’s Motor Book is a cata- 
log of training value to dealers and 
wholesalers who specialize in elec- 
tric motors and related lines. This 
spring edition is packed with up-to- 
date information on these lines: 
Power plants, blowers, pumps, 
power tools, air equipment and 
other electrically operated items. 
W. W. Grainger, Inc. 


For more data circle No. 63 on postcard, p. 111 


2-for-1 paint brush deals 


These paint brush deals are de- 
signed for winter and spring pro- 
motions. Deals consist of a 4 in. 
wall brush and a 1% in. varnish 
brush duo packed as a set in green 
and red wrapping. Suggested re- 
tail price is for wall brush alone. 
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Many a family’s vacation begins in the pages of BH&G! 


There's nothing so powertul as an idea ! 


Once you start feeding practical ideas to men and women BH&G. Living—in the Better Homes & Gardens sense of the 
who are already eager for advice and information about how word—covers a wide range of family interests. All the way 
to have a better home and a richer family life, there’s no from “‘What shall we have for dinner tonight?’’ to “‘Where 

limit to what can happen! And that’s the story of Better shall we go on our next vacation?’’. 
4 Homes & Gardens and why it grows. The sales climate Better Homes & Gardens creates for 
BH&G makes the reality of everyday living so exciting, advertisers is unique among major media. Because BH&G 
makes dreams of better living so obtainable that the millions readers bent on putting ideas into action are in the mood to 
of families who read and re-read this famous idea magazine buy! Meredith of Des Moines... America’s biggest publisher of 

cL . every month really “live by the book’’. And “the book’’ is ideas for today’s living and tomorrow’s plans 


ot America reads BHal; the family idea magazine 


4,350,000 COPIES MONTHLY 
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this year alone! 


acked by 35,000,000 ads 
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¢ GREATEST RAT AN 








the magic name that sells 


Expensive Boarders! 


ae . KILL "EM 


WITH 


¢ warfarin 


Warfarin baits killoff esse 
colonies of a 
5 to 14 days. No bait . y- 
) pre-baiting is neve 

For proven re- 
farin on 
xt baits 


ness, 
necessary : 
sults, look for u ar 
the label of the ne 


you buy. 


rfarin— 
rn = Wrelth): KILLER 


RAT and MOUSE BAITS 


BE SURE THE LABEL ON BAIT 
a) a iii 
you stock says wartarin 





NEW EASY SALES 


with fast-moving, new 


SUITCASE 
WANA STYLE NO. 555 


PORTA-GASOLINE CAN 


with 
easy-carry 
handle 








New, rectangular 
Style made of rug- 
ged, 20-gauge steel 
holds 3 gallons plus, stores in small space. Ex- 
clusive patented reversible pouring spout 
inside can when not in use. Lastrous baked red 
enamel finish Also available in 614-gal. size. 


HIGHEST QUALITY GAS CANS for every 


MOTORIST, SPORTSMAN, POWER GARDEN 
TOOL OWNER, and many others. 


No. 523 2-Gal. Emergency Can 





Easy-on-the-pocket price with 
quality features! PATENTED 
reversible spout, filter screen 
and air vent dust cap seal 
Rust proof finish, leakproof 
soldered assembly. Also 
available in 1 gal. size 
WRITE TODAY 
for literature and 
prices 


EDWARD CAN CO. 


6260 Northwest Highway ¢ Chicago 31, Ill. 


150 





QUIRT IT 
SELL IT? 


LOCK-EASE 


Graphited LOCK-FLUID 


The easy way to keep locks 
working easy! 
When cor locks freere —sell them 
LOCK-EASE! When padlocks jam—sell 
them LOCK-EASE! When gorage doors 
or any doors rust or stick—sell them 
Cole @ 2 \) Mecis-) ii.) ela ae 
few squirts from the ‘‘stream-or-drop”’ 
container flush out dirt, seal out mois- 
ture, prevent sticking, rust ond freez- 
ing. Use if in your own lock repair 
department—and sel! it in the handy 
4-01. ‘‘drop or stream’’ can. Only 49c 








AMERICAN GREASE STICK COMPANY 
MUSKEGON, MICHIGAN 





TO HELP YOU SELL 


Deals come in sets of a dozen duo 
packs. One deal lists at $2.19 per 
pair, another at $2.49 per pair, and 
a third at $2.99 per pair. Brushes 
are made from 100 percent pure 
bristle in nickel ferrules and vul- 
canized in rubber with lacquered 
handles. David Linzer & Sons, Ine. 





For more data circle No. 64 on postcard, p. 111 


Light bulb merchandiser 

Self service customers can help 
themselves faster via this light 
bulb merchandiser. This 4 ft unit 
stocks nearly 2000 bulbs in 8 sq 
ft of floor space. The display can 
be completely assembled in less 
than one-half hour by one man. 
Only two screws are required to 
complete erection. Loose bulbs and 
packaged bulbs can be _ shown. 
Movable dividers in baskets and on 
shelves make this unit completely 
flexible. An illuminated sign-topper 





makes display visible from any 
part of average store. Merchandiser 
is heavy steel, finished in baked 
white enamel. All parts’ are 
standard size for interchangability. 
Westinghouse Electric Corp. 


For more data circle No. 65 on postcard, p. 111 


Skin packed hand tools 

Do it yourselfers will be at- 
tracted by these individually skin 
packed, prepriced Miltex hand 
tools. To introduce these tools a 
special rack deal is offered featur- 
ing a space saving rack containing 
a balanced assortment of the most 
popular tools. All 15 tools in the 
line are available in open stock. 
E. Miltenberg, Inc. 


For more data circle No. 66 on postcard, p. 111 


(Resume reading on page 17) 
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Music to Your Ears... 
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Mir PAI of VALUE? 


HOLDS THE NO. 1 | BEST SELLER SPOT COAST-TO-COAST 
Young America’s choice — Your choice for BIG volume sales 






















































763-6 
Doll Stroller 


“Oh, what gorgeous style 
Every lass you beguile.” 





7-61 Velocipede 


“You're so safe, so new 
A pal that's true.” 





7. we ae 
-> 

a 
- 










SE _— —_ AU 


PARENTS’ 
%; _LARGATE = 
732-1 
Doll Carriage 
“You get the 

glad-eye 
From every 
passer-by.” 





7A-18 Train-a-Bike 
“Rugged and sure 
You've got 3-way allure.” 











Car beds, 
auto seats 


“Embrace me, 

my wonderful you 
You're comfort 
through and 
through.” 












5713 
Dancer Stroller 


“Strong and dazzle-bright 
You're baby’s 
safe delight.” 








‘*'When you sell Siebert, 


you sell the best 

Your profits soar, & ¥ 

*eause you sell more.”’ PERMANENT SHOWROOMS 
SPACE 1537, AMERICAN FURNITURE MART, CHICAGO 


Siebert formula for GARDNER, MASS. 
SPACE 305, NEW YORK FURNITURE EXCHANGE, NEW YORK 


on ee WRITE DEPT. HA-1 Sata Moa 50M. tot eaPORTION Blbes wich FOES 
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How's the Hardware Business? 





Should you join a trading stamp plan or drop 
out? Stamps have passed peak in pulling traffic 


Trading stamps have passed 
their peak. But stamps as a com- 
petitive retailing weapon will not 
die. They will probably shrink to 
one-half or less of their present 
position in the retailing picture. 


Those are the conclusions of 
Eugene R. Beem, asst. professor 
of business administration in the 
School of Business Administration, 
University of California, in an ar- 
ticle appearing in the November- 
December, 1957, issue of the Har- 
vard Business Review. 

Trading stamps in 1957 ac- 
counted for about 12 percent of 
total retail sales, about the same 
level as in 1956, Professor Beem 
points out. 

During the year, at least 16 
trading stamp companies went out 
of business. Also, during the year 
many small independent chains dis- 
continued giving trading stamps 
and some major chains dropped 
stamps where they had few stores. 





Sales gains retailers 
need to pay for stamps 


Stamp cost 


Type of retailer ; 
yP as % of sales 





Typical Sales gain 
gross margin needed* 
v 
Department 
stores 36% 1.9% T% 
Tourist courts 59% 2.7% T% 
Florists 47% 2.7% T% 
Jewelry stores 44% 2.7% T% 
Drug stores 34% 2.7% 9% 
Furniture stores 38% 2.7% 9% 
Auto repair 
garages 44% 2.7% 10% 
Hardware stores 30% 2.7% 11% 
Sporting goods 
stores 30% 2.7% 11% 


Lumber & build- 

ing material 

dealers 25% 2.7% 14% 
Service stations 24% 2.7% 14% 
Supermarkets 18% 1.9% 16% 
*Sales gain needed to break even with 


stamps without change in gross mar- 
gin. 


Source: Harvard Business Review, Nov.-Dec. 
1957 
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“When the smoke has cleared,” 
Professor Beem predicts, “trading 
stamps will probably remain a po- 
tent competitive factor with stores 
that account for at least 4 to 6 
percent of retail trade.” 


Since studies show that few cus- 
tomers change their shopping hab- 
its just because of stamps, retail- 
ers should first explore other ways 
to draw customers, Professor Beem 
suggests. 

These include store location and 
layout; product knowledge; an as- 
sortment of goods and services; 
credit; helpful, courteous person- 
nel; convenient parking; and quick 
service. 

When these are exhausted, the 
dealer may then wish to try trad- 
ing stamps, he writes. But it takes 
higher sales to cover the cost of 
stamps. 

Hardware dealers must increase 
their sales 11 percent just to break 
even with stamps without chang- 
ing their gross margin, Professor 
3eem reports. 

But, he points out, the smaller 
dealer is in a better position to 
profit from trading stamps than 
is the larger dealer. 

For instance, the small store 
with 5 percent of the market can 
increase its sales 19 percent by 
drawing just 1 percent of business 
from the rest of its competitors. 
The larger store with 25 percent 
of the market will have only a 3 
percent sales gain if it picks up 
1 percent of the remaining 75 per- 
cent of the market. 

Whether a dealer should adopt 
or continue to give trading stamps, 
Professor Beem contends, depends 
on these factors: 

1. Is the dealer relatively small 
in terms of the market so he needs 
only a modest patronage diversion 
from competitors ? 

2. Is the average sale high 
enough to make the number of 
stamps given worthwhile? 





3. Has the dealer enough slack 
in his operations to absorb sales 
increases with little or no increase 
in operating costs? 

4. Has the dealer used up all 
ways to make his store appealing 
to customers through low prices 
or in convenience and service. 

5. Is the dealer up to competi- 
tors in store layout, lighting, clean- 
liness, credit, etc.? 

6. If the dealer takes part in a 
stamp plan, can he have an exclu- 
sive franchise in his neighbor- 
hood ? 

If the stamp plan is not the first 
or the second to hit the commu- 
nity, its chances for success are 
limited. Also if no supermarket 
or department store is actively 
pushing the plan, the plan has lit- 
tle chance to succeed. 





Consumer Mailers—— 


New Wholesalers’ Aids 


for Dealers’ Use 








Shapleigh offers 4-page 
winter sales broadside 


Shapleigh Hardware Co., whole- 
saler in St. Louis, has prepared a 
four-page newspaper-size mailer 
for dealer use during its Winter 
Sales Carnival. 

Nearly 100 items are featured 
in the broadside. These include 






RONING BOARD 
PAD & COVER ser 


nee © 


housewares, tools, hardware, elec- 
trical appliances and fixtures. 

Space is provided for dealer im- 
print. 

Newspaper ad mats, radio scripts 
and a 120-piece store display kit 
are also available to dealers to back 
up the promotion. 
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ON THE ENTIRE LINE 
57 PIECES AND SETS 


Most tremendous sale in cookware history . . . Feb. 1 
to April 30 at retail. Ends March 31 at wholesale. 


FULL MARKUPS FOR YOU! 













DYNAMIC 
AOVERTISING 


Full page ads in Life and other leading 
national magazines. Every woman will 
be sure to see and shop for these great 
values during the three months of the 
sale. Tie in! 

















HARD SELLI 
DISPLAY 


" ’ | Save 25% on small Display Assortment 
No.7689X. Tie-in with free ad mats and 













co-op money. Ask your Flint-Ware dis- s ... the greatest name 
tributor for details or write EKCO, Chi- Be in housewares 







cago Division. ' i oe 
see Your FL|N’ 
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E Wccuinuvan Nows See. Product: Company 
Chicago 39, lilinois 
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Promotions 


Manufacturers New 
Merchandising Plans 


. 

Melamine Council plans 

. * 
dinnerware promotion 

A program to increase sales of 
melamine dinnerware in 1958 has 
been planned by the Melamine 
Council. 








One phase of the program calls 
for a series of television appear- 
ances by Virginia Lee on home 
shows around the country demon- 
strating melamine dinnerware in 
table settings. She will demon- 
strate to TV audiences the advan- 
tages, patterns and price ranges 
available in melamine dinnerware. 

Another promotion ealls_ for 
Audrey Jocelyn to appear in se- 
lected local stores to demonstrate 
the use of melamine with flower 
centerpieces for special table set- 
tings. 

The council will also distribute 
to restaurants, hotels, hospitals, 


etc., a manual explaining the ad- 
vantages of melamine for institu- 
tional purposes. 


Simoniz is using price 
special to promote wax 

Simoniz Co., Chicago, is promot- 
ing its Vinyl Floor Wax with a 
price special. 

During the promotion containers 
of the wax are being shipped with 
the price special stenciled on the 
front panel. 

Pints of the wax have 5¢ off 
regular price stenciled on their 
front panel. Quarts are 10¢ off, 
half-gallons 20¢ off, and gallons 
30¢ off. 


Shetland promotes two 
units as price specials 


Shetland Co., Inc., Lynn, Mass., 
is promoting its model T-11 and 
T-12 floor polishing and rug clean- 
ing units with a price special. 

The T-11 is offered to customers 
at $39.95. Regular retail price is 
$59.95. The T-12 will retail for 
$49.95. Its regular retail price is 
$69.95. 





Fair Trade's status is 
reviewed at end of ‘57 

Fair trade was knocked out in 
three states, court decisions on its 
status are pending in five states 
and non-fair traders have been 
given the go-ahead to sell by mail 
in fair trade states. 

That’s the picture on fair trade 
in 1957, reports Dr. John W. Dar- 
gavel, chairman of the Bureau of 
Education on Fair Trade, and ex- 
ecutive secretary of the National 
Assn. of Retail Druggists, in his 
year-end review. 

But all is not dark for fair trade 
supporters, he reports. During the 
year the two groups sponsored de- 
velopment of proposed federal leg- 
islation which would give manu- 
facturers the right to set resale 
prices of their products at the re- 
tail level, Dr. Dargavel reports 

The proposal would eliminate the 
fair trade contract and the non- 
signer clause. In their stead, the 
proposal would extend the right of 
manufacturers to legally establish 
and control the resale price of 
their merchandise through such 
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Ask your 
jobber for 
these 


Bethlehem Steel janis ano stapies 
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STEEL FENCE POSTS 








BARBED WIRE 
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Nothing sells like quality. This is the big reason 
why it is easier to sell the Modern Line. 

Top quality features such as rugged, all-steel construction, 
precision design, durable automotive finish and wide 
selection of capacities make the Modern Line 

the sell-on-sight line. 


Ask for the full story today ... get ready for profits tomorrow. 


5389 W. 130th St. 


salolo(-Jgam cele) my. me i I — i ot o PEP RatanDnmn 






















are catching the attention of your 


~) | AEs ES Cartoon ads like this, appearing 
4 . regularly in regional farm papers 


prospects. 


























BALE TIES CLOTHES AUTOMATIC 
LINE BALING WIRE 
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Your Sheffield Distributor: 

















has thousands of 


right answers to your bolt needs 


Whatever your customers’ bolt needs may be, or 
however large his order, your Sheffield Distribu- 
tor will get you the right bolts fast. The Sheffield 
bolt line is the FULL line — thousands of stand- 
ard and special bolts, all quickly available from a 
single, nearby source. 


The Sheffield bolt plant is one of the country’s 
largest, and top quality is assured by Sheffield’s 
advanced quality control system. Every bolt is 
Sheffield-made from furnace to finished product, 


SHEFFIELD DISTRICT OFFICES 


Albuquerque, New Mex. Houston, Texas 
Chicago, Illinois Jackson, Mississippi 
Dallas, Texas Joplin, Missouri 
Denver, Colorado Kansas City, Missouri 
Des Moines, lowa Little Rock, Arkansas 
Detroit, Michigan Lubbock, Texas 


Muskogee, Oklahoma 


Oklahoma City, Okla. 
Omaha, Nebraska 
Phoenix, Arizona 

St. Louis, Missouri 


St. Paul. Minnesota 
New Orleans, Louisiana Salt Lake City, Utah 
San Antonio, Texas 
Shreveport, Louisiana 
Sioux Falls, So. Dakota 
Springfield, Missouri 


with quality checked and tested every step of the 
way. With Sheffield bolts, your customer is as- 
sured top-level precision, ease of installation and 
holding power. 


Get in touch with your Sheffield Distributor for 
fast action on standard and special bolt needs. And 
if your customer needs bolts made to individual 
specifications, your Sheffield Distributor will co- 
operate to get the job done quickly. 








Tulsa, Oklahoma 
Wichita, Kansas 
Portland, Oregon 


a 
SHEFFIEL() 


Bolt Products 


SHEFFIELD DIVISION ARMCO STEEL CORPORATION sherrieto PLANTS: HOUSTON * KANSAS CITY * TULSA 
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means as consignment selling and 
exclusive franchise arrangements. 
The proposal would apply only to 
manufacturers whose products are 
in competition with similar prod- 
ucts made by other manufacturers. 

At the end of 1957 fair trade 
laws were in effect in 32 states. 


Hardware store sales 
dip again in November 

Retail hardware store sales in 
November totaled $229 million, the 
Commerce Dept. reports. 

That’s $25 million, or 9.8 per- 
cent, lower than the total for 
November 1956. 

November was the eighth 
straight month that hardware 
store sales figures dropped behind 
the year-before totals. 

The 11-month totals show hard- 
ware store sales are 4.8 percent 
behind last year. 

Here are the Commerce Dept. 
unadjusted estimates of hardware 
store sales for the last three years: 

(millions of dollars) 


1957 1956 1955 
January 183 175 170 
February 174 171 160 
March 208 207 196 
April 221 227 228 
May 253 266 246 
June 248 275 242 
July 238 250 238 
August 234 251 237 
September 225 245 251 
October 240 258 259 


November 229 254 244 








Eleven 

month 

totals $2,453 $2,579 $2,471 
December 314 317 

Totals 99 893 $2,788 


Barnes, Moto-Mower to 
make units for Ward's 


Montgomery Ward & Co., Chi- 
cago, has signed 5-year contracts 
with Barnes Mfg. Co., Mansfield, 
Ohio, and Detroit Harvester Co., 
Detroit, Mich., to manufacture 
products to Ward’s specifications 
for sale through Ward’s stores. 

Barnes will make a full line of 
redesigned pumps and home water 
systems. 

Detroit Harvester’s Moto-Mower 
subsidiary in Richmond, Ind., will 





produce a full line of power lawn 
mowers. 

These products had been made 
for Ward’s by Hummer Mfg. Co., 
Springfield, Ill., a wholly - owned 
subsidiary of Ward’s. 


GE-Telechron ups prices 
Price increases averaging 1 per- 
cent have been announced for the 
current line of General Electric- 
Telechron clocks. Higher labor and 
materials costs were cited as rea- 


° ° sons for the increases. 
Business failures drop 


Business failures in the nation 
totaled 166 in the week ended Dec. Sun to make housewares 


26, Dun & Bradstreet, Inc., reports. Sun Rubber Co., Barberton, 
This compared with 276 the pre- Ohio, is re-entering the house- 
ceding week and 174 in the com- wares field with a line of Sun-Ware 
parable weeks of 1955 and 1956. rubber and plastic housewares. 
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FIXTURES THAT FIT 
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e BETTER MERCHANDISING 
© GREATER DISPLAY 


® MORE VOLUME 


PER SQUARE FOOT 
e LESS OPERATING COST 
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TEAR ME OFF AND MAIL ME TODAY 
to our nearest office please 
M. & D. Store Fixtures, Inc. 
245 Vineland Ave., City of Industry, La Puente, California or 
6 North Michigan Avenue — Chicago 3, lilinois 
Have your Store Planning Engineer contact me. ! am interested in: 
Complete Store Installation [J Upgrading or remodeling [} 


HWA-11 
Call in the M & D man now 


to plan for increased volume 
and profits for your store. 











Gondolas [] Platforms [] Wall Units [J 
Regional sales offices in other important cities throughout the U.S.A. 
MODERN ‘ie 
DESIGN 
Street 
Vv 
City State 








M. & D. Store Fixtures, Inc. 




















,  / HERE'S AREPORTON LAST 
_ | YEAR'S SCREEN GooDs re i 
Ww 


Wei 
= BEST YEAR EVER ! : 








COMBINATION WINDOWS, ALUMINUM 


SCREEN DOORS, WINDOW SCREENS, 
COMBINATION DOORS 


WINDOW VENTILATORS, ALUMINUM 


or, 


HARTVILLE, OHIO 








{| SCHUMACHER GIVES \_ 
/ +4 USSELLING HELP: 
Li NEWS MATS, STUFFERS, 
+4\ THAT SORT OF 

THING. , 





wl/ NEXT SCHUMACHER 
[ORDER ALL ALONG THE 

™ LINE: SCREEN DOORS, WIN- 
DOW SCREENS, ALUMINUM 







Bt. E. SCHUMACHER CO. 





E. H. McFARLAND re- 
tired on Sept. 1 after 50 
years with Logan-Gregg 
Co., Pittsburgh, hardware 
wholesaler. He started his 
hardware career 60 years 
ago in a retail store. He 
joined Logan-Gregg in 
1907 as a traveling sales- 
man to cover three coun- 
ties. Later he covered a 
city territory for the firm. 
During the past two years 
he has served his company 
as a special sales representative. His chief hobby 
is working on his lawn and in his garden. He 
and Mrs. McFarland plan to do more traveling 
in the future. 





CHARLES L. WIDE- 
MAN, credit manager, 
Richards-Wilcox Mfg. Co., 
Aurora, Ill., has worked 
for that company since 
1904. He joined the ac- 
counting department in its 
main office. Six years later 
he was named credit man- 
ager. From 1913 through 
1933 he was assistant man- 
ager of the Canadian 
branch in London, Ont. 
He returned to Aurora in 
1934 as an accountant. In 1947 he was appointed 
credit manager. Master of his Masonic lodge in 
1912, he is the oldest living past master of that 
unit. Fishing is his favorite hobby. 
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They’ve been adding on — since they started 
suggesting ‘““Scotcn”’ Brand Masking Tape 
with every paint sale! 

















_————$ 


Want more LUBRICANT SALES? 


STOCK NEW 





J, All-Purpose, Graphitoid 
DRY LUBRICANT 







Now, in new, 
larger, plastic 
puffer guns! Long, 
tapered nozzle. Big, 
handy closure cap. 











(Seaeee— ps 
“="==,| STAINLESS « GREASELESS * ODORLESS 
st =e 
ZY = Perfect for METAL ® WOOD 
= EE LEATHER ©@ RUBBER @® PLASTICS 
Wherever there’s a squeak . 
New 1-900 Display whenever something sticks . . . 


Holds 12 plastic puffer 
guns in new, larger 
size. Colorful, attractive, 
fast-selling. 


you've got a prospect for Lus- 
A-SPRAY! And that’s just about 
everywhere! Home — Office — 





. ‘ Auto — Shop, they all need 
LuB-A-SPRAY. It’s cleaner ... 
handier . . . better in every way. 
A Bic Prorit IMPULSE ITEM! 

b ; Order LuB-A-SPRAY today. 





Ask your jobber about these BETTER- 
SELLING lubricants, too! 


LUB-A-GRAPH © PANEF OIL 
LUB-A-KIT © LUB-A-CABLE 


PANEF MANUFACTURING COMPANY 


102 E. WALNUT STREET © MILWAUKEE 1. WISCONSIN 


New L-400 Display 
Holds 6—3 Oz. ree 
fillable plastic dispens- 
ers. Brilliant 4-color dis- 
play. Big profit-maker! 
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Tell Your Customers .. . 


There's NOTHING Just Like 














X-I-M FLASH BOND 


is being used successfully as 
a Primer, Sealer and Under. 


coat on... 


Masonite 
Cement 

Cinder Block 
Masonry 

Wall Board 
Piywood 

Plaster 

Stucco 
Vermiculite 
Porch Ficors 
Bamboo Furniture 
Lown Furniture 
Window Sills 
Tropical Rugs 
Wicker Furniture 
Reed Furniture 
Steel 


Alumiaum 
Galvannea!l 
Galvanized 

Neon Tubing 
Brass 

Cadmium Coated 
Chrome Piated 
Downspouts 
Gutters 

Copper 

Glass 

Giass Tile 
Magnesium 
Porcelain 
Rubber Tile 

Zinc Coated 
Phenolic Plastics 
Swimming Pools 
Fibergias 


Boats 

















PROVEN IN 
THE FIELD 
FOR MORE 


THAN 
20 YEARS! 


‘ 


class by itself— 

has been for over 20 years. 
Next time any customer 
asks you for something 
that will make paint “stick” 
stop the progressive 
action of rust... 
that will stop Peeling, 
Popping, Blistering 

or Hot Spots— 
Confidently Recommend 
X-I-M FLASH BOND! 


You Can 
Confidently 
Recommend 


X-I-M FLASH BOND 

as the Ideal Primer, 
Sealer and Bonding 
coat for every painting 
operation on most 

any surface. 

Don't consider 

X-I-M FLASH BOND as 
‘just another primer” 


.. its ina 


.. that will prevent and 


You'll want to know al? 
about X-Il-M FLASH 
BOND, what it can do, 
how it fits in with your 
line. Send coupon today. 


H. FORSBERG CO. 
5107 Lakeside Ave., Cleveland 14, Ohio 


és, | would like to have a copy of your X-33 circuler prepared 
exclusively for dealers, without obligation. 


HA-13 





Street 


City 
Made In Canada for Canadian Use—Represented in Canada by: 
DOUGALL'S SUPPLY LIMITED, 807 Bathurst St., Toronto. 
Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 
SUPPLY HOUSE LIMITED, Honolulu. 


low ennenencncnssswesseeceseuseaccscaceea 





Zone 





State 
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maxes PLASC Pwe—for " . 
PIPE—for liv | 
Supplied coi estock watering, lawn spri at eee 
@ complete oo from v2 ” thru 3” dia. In straight Cr yen uses, ROOF DRAINAG 
ine of fittings. in 4” and 6” dia. Plus and ready to poe complete line that’s 
use. ese uniform competitively : 
and ENDURO® Stai products are supplied i priced 
ainless Steel pplied in galvanized ste 
. el 


REPUBLIC | 


Wold lhidests Rage of Stanatard, Staly 
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Botte Products build, Better Profftta... sell 


REPUBLIC BOLTS anu NUTS 


Whatever your customer’s fastener problem, 
from the young man who needs a kingpin for 
his soapbox racer, to the suburbanite working 
on a do-it-yourself project, you can fill the need 
promptly and exactly when you stock and sell 
Republic Bolts and Nuts. 

Republic produces a complete line of fas- 
teners to meet every home and farm require- 
ment. If you should be temporarily out of a 
given type, you Can secure it quickly from your 
local Republic Distributor. He is backed by 
stock of 20,000 standard and 8,000 special 
types and sizes—each manufactured and qual- 
ity controlled by Republic, from raw ore to 
finished fastener. 


Pm O FIT 


WIRE NAILS AND STAPLES—a complete line for every farm and home use. 
Also ideally suited to and accepted by the building trades. Made from 
wire specially produced for nail manufacture. 


STEEL 


and Steck Produc 
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BUILDER'S, 


In addition to a vast selection of top quality 
bolts and nuts, Republic provides further sell- 
ing help in the form of the most efficient pack- 
aging system offered by any manufacturer. 
Combining spill-proof, inverted carton design 
with informative, high-visibility labels, this 
system simplifies ordering, handling, stocking 
and inventory control. 

Finally you get effective literature to aid in 
fastener selection, plus a brand name known 
and respected across the nation. 

All of these factors contribute to swift, sure, 
satisfying sales when you handle Republic 
Bolts and Nuts. Your local distributor can fur- 
nish full information—or mail coupon. 


OO 


4 ‘ a -. . 


\" 


~ ape — 


om 


= 


STEEL PIPE— for plumbing, heating, air conditioning and all other home 
and building uses. This high-quality pipe is available in a full line, in sizes 


you want. 


REPUBLIC STEEL CORPORATION 
DEPT. C-4433A 
3154 EAST 45TH STREET ¢ CLEVELAND 27, OHIO 


Please send more information on: 


C] Fasteners Cj} Flexible Plastic Pipe 
C) Steel Pipe 
C) Nails and Staples 


Name Title 


CO) Roof Drainage Products 





Company 





Address 





——------------+ 
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Management Promotions 
By Marshall Wells Co. 


Marshall Wells Co., Du- 
luth, Minn. wholesaler has 
promoted two top executives. 


J. W. Welch, former man- 
ager of the Marshall Wells 
Duluth Branch, has been 
named director of sales for 
the company. Mr. Welch 
joined the firm in May 1957 
after serving 25 years with 
Western Auto Supply Co., 
Kansas City, Mo. 

C. H. Hedman, former op- 
erational manager for the 
Duluth branch of Marshall 
Wells, has been oppointed to 





J. W. WELCH 


the controller’s staff in the 
home office. Mr. Hedman has 
been with the company for 
21 years. 





DEALER BRIEFS: 


Barrels Of Fun As Kallison’s Of Texas Marks 
58th Year; Store Moves To Shopping Center 


San Antonio, Texas—Kal- 
lison’s Hardware recently 
held a “Barrels of Fun” re- 
opening sale marking its 
union with the Keen Kutter 
Program of Shapleigh Hard- 
ware Co. The venture mark- 
ed Kallison’s 58th year in 
the hardware business. Sev- 
eral full pagés of ads an- 


nounced free snacks, coffee, 
and many prizes, including 
a $535 color TV set. Re- 
sponse in traffic and sales 
was said to be “excellent.” 
Perry Kallison, the store's 
owner-manager, is the third 
generation of his family in 
the hardware business. Mr. 

(Continued on page 168) 





Executives of Kallison's Hardware and the Shapleigh Hardware Co. 
just before the recent opening sale that announced the union of 
Kallison's with Shapleigh's Keen Kutter stores program. Perry Kalli- 
son, third generation owner-manager of the store, is second from 
right in this picture. 
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Shields C. Stockdale... 


Dealer, civic leader for 50 years 


Shields C. Stockdale doesn’t look like a man of 
85, nor does he act it. 

Mr. Stockdale runs a big hardware store (Stock- 
dale Hardware Co.) at Tarentum, Pa. He’s been 
running it for more than 50 years. He is still the 
first man in the building in the morning, and the 
last man of 45 employees to leave at night. 

He is proprietor, buyer, and manager. Most folks 
agree that this is too much work for a man who 
has passed his 85th birthday. 

But Mr. Stockdale doesn’t stop here, by any 
means. He is known around the city as “Mr. Tar- 
entum,” and here are some of the reasons why: 


* He is chairman of the board of the First Na- 
tional Bank of Tarentum. 


* He is owner of the Allegheny Lumber and Sup- 
ply Co. 


* He is a charter member, director, and past pres- 
ident of the Chamber of Commerce. 


* He helped found the Tarentum Library, and still 
is active on its board. 


* He was a director of the YMCA. 


*He has a 35 year record as a Sunday School 
teacher, and has been an elder in the First Presby- 
terian Church of Tarentum for 30 years. 


Mr. Stockdale is a college graduate and former 
school teacher. He gave up teaching for hardware 
over 50 years ago. 

As a student, Latin and Greek were Mr. Stock- 
dale’s favorite subjects. And although “My Greek 
is pretty well gone now,” Mr. Stockdale admits, he 
still uses Greek as the code to cost-mark his in- 
ventory. 

Mr. Stockdale’s five story store carries everything 
for farm and home. He has guided his store through 
five major expansions since 1908. The store’s big- 
gest department is plumbing and heating supplies. 

Mr. Stockdale is a spry 130 pounds. Friends know 
him by his always-present bow tie and sleeve gar- 
ters. His store aptly fits his own description of 
Tarentum: “. . . it’s a very substantial, conserva- 
tive town. There’s nothing spectacular about it. 
People here are staid, and business conditions are 
very good.” 

When asked if he ever regretted his decision to 
forego teaching for hardware, Mr. Stockdale smiled 
and said, “That’s pretty hard to say. I think that 
when we put our hand to the plow, we shouldn’t 
look back.” 
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Millers Falls Elects 
Arthur E. Ackerman 


Millers Falls Co., Green- 
field, Mass., has elected Ar- 
thur E. Ackerman vice- 
president in charge of sales. 

The former general sales 
manager joined the firm at 
a jack plant it formerly op- 
erated in Brattleboro, Vt. 
He later became assistant 
sales manager of the mid- 
west district office in Chicago 
and remained there through 
1947. He became genera! 
sales manager in 1956. 





ARTHUR E. ACKERMAN 





Ordering For Spring 
Stressed By Cotter 


The importance of placing 
Spring future orders was 
stressed at the Cotter and 
Co., dealer owned wholesaler 
of Chicago, Ill., dealer meet- 
ing and show held recently. 

Over 600 dealers and store 
personnel attended the firm’s 
four day showing. A dinner 
and meeting concluded each 
day’s activity. 

President and general 
manager, John M. Cotter, 
outlined the importance of 
placing Spring future orders 
now and also gave a business 
progress report and _ dis- 
cussed the store identifica- 
tion program. 

H. .A. Lynes outlined the 
advertising program for 1958 
which includes five major 
promotions featuring circu- 
lars and catalogs in color, 
plus newspaper mats for tie- 
ins. In addition, Value & 
Service Stores will get store 
display kits and other ma- 
terials. 


Toro Names Morris 
Regional Manager 


Claude W. Morris has 
been appointed manager of 
regional sales operations for 
Toro Mfg. Co., Minneapolis. 


Mr. Morris joined Toro in 


1955 as a sales representa- 


HARDWARE AGE, JANUARY 





tive and became sales man- 


ager of the power tool 
division in 1956. 
He has also been with 


Shopmaster, Inc., and a dis- 
trict representative for 
Janney-Semple-Hill and Co. 


Pacific Coast Builders 
Hardware Conference 


The 13th Annual 
Coast Regional Builders’ 
Hardware Conference will 
be held May 25 to 28 at 
the Hotel del Coronado near 
San Diego, Calif. 

General chairman of the 
conference is James C. Car- 


Pacific 


roll, vice-president of the 
National Builders’ Hard- 


ware Assn. and head of the 
Builders’ Hardware depart- 
ment, Union Hardware & 
Metal Co. 

Ed Hallock of Moss & 
Hallock, Los Angeles, has 
been selected chairman of 
public relations and publicity 
for the conference. 


Wholesale Executive 
Management Course 


A revised curriculum and 
increased enrollment will 
highlight the 1958 Wholesale 
Management Course _ spon- 
sored by the National Asso- 
ciation of Wholesalers. 

The 1958 seminar will be 
presented at Ohio State 


16, 1958 


Richards & Conover Closes Oklahoma City 
Warehouse; O’Neil Joins Schoelkopf Co. 


Richards & Conover Hard- 
ware Co., Kansas City whole- 
saler, has closed the Okla- 
homa City hardware ware- 
house, according to an an- 
nouncement by Samuel L. 
Sawyer, president. 

At the same time, it was 
announced that J. E. O’Neil, 
executive vice-president of 
Rich-Con, will join Schoel- 
kopf Co., wholesaler of Dal- 
las, as general sales man- 
ager. 

Richards & Conover en- 
tered into a working agree- 
ment with Schoelkopf_ to 
take key personnel from the 
Rich-Con Oklahoma City 
warehouse. 

The closing of this ware- 
house is part of a plan to 
serve all of the trade terri- 
tory from the Kansas City 
warehouse. It is felt that a 
more efficient program of 


customer service can be ob- 
tained through this and 
other moves. 

Meanwhile, the firm’s floor 
covering division will be ex- 
panded by maintaining floor 
covering specialty ware- 
houses in Tulsa and Okla- 
homa City. Steel and indus- 
trial accounts in the entire 
territory will be served by 
the new steel warehouse in 
Kansas City. 

Rich-Con initiated the Red 
Circle Program in Septem- 
ber, 1957. 

This associate store pro- 
gram now boasts 23 stores 
in the Kansas City area. 

The firm’s aim is to work 
closely with these stores and 
expand the program through- 
out Kansas, Missouri, and 
Oklahoma. In order to do 
this economically more ef- 
ficiency was needed. 





University, College of Com- 
merce, June 15-21. The 
sessions will be presented in 


three sections. The theme, 
Future profits will reflect 
today’s management train- 


ing. 


What's the Co-op Money 
Report? See HA's Guide 


A directory of co-operative 
advertising money available 
for your spring housewares 
promotion was published in 
the Jan. 2 Housewares Mer- 
chandising Guide issue. 

this 
extra 
be 


In case you missed 
issue, or would like 
copies, reprints may 
obtained by writing: 

Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Phila- 
delphia 39, Pa. Reprints are 
25¢ each. 

Housewares manufacturers 
who have not sent in infor- 


mation about their co-op ad 
programs and other promo- 
‘ional incentives for dealers 
can do so for the next 
report. 


Hardware Management 


The University of Houston 
will hold the 3rd Annual 
Hardware Management In- 
stitute, co-sponsored by the 
Texas Hardware and Imple- 
ment Association and the 
Texas Wholesale Hardware 
Association. This practical, 
short course on profitable 
retail management will be 
held March 17 to 20. 


Shannon Covers Alaska 


Paul H. Shannon will re- 
present Janney, Semple, Hill 


& Co., Minneapolis whole- 
saler, in the territory of 
Alaska. He _ succeeds the 


late Tom Curtis. 








THE DEMAND 1s GRLA7 FOR 





Sta-Kool Water Coolers 
with recessed, flush- 
mounted faucet. Avail- 
able in 11/2-, 2-, 3-, 5-, 
and 10-gallon sizes. 


Be Specific! 


Specify Sta-Kools 
from your 
hardware jobber. 


H. P. GOTT MFG. CO. 


WINFIELD 


water cans and 
water coolers 


Keeps water pure and cool for long pe- 
riods of time. Extra large top openings 
make Sta-Kools easy to fill and ice. Rug- 
gedly built on the exclusive Gott principle 
of double-wall, thermo-type construction 
of galvanized steel with- 
out heat conductors. 
Available with or with- 
out recessed, flush- 
mounted faucet. 1!/2-, 2-, 
and 3-gallon sizes are 
equipped with easy- 
carrying bails; 5- and 10- 
gallon sizes have large, 
convenient side handles. 





Stay-Kool Water 
Cans are available 
in 1¥-, 2 - 


e KANSAS and 10-gal. sizes. 


WRITE FOR NAME OF NEAREST DISTRIBUTOR 





BOMMER 


Louver Door Gravity Pivots 





Small and unobtrusive, these 























SALES OFFICES G&G WAREHOUSES * BROOKLYN: 
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gravity pivots for pairs of 
dwarf louver doors are 
smooth-acting and fool-proof. 
There is nothing to get out 
of order. The hold-open hinge 
will hold the doors open at 
90 degrees in either direc- 
tion. When released, the 
doors will close smoothly, 
coming to rest at dead center 
every time . . . ideal for en 
trances to dens, play rooms, 
1 f ii} home bars, kitchens and din- 
ing areas. 

Low in price, these pivots are 
available in the usual plated 
finishes, in prime coat, which 
can be painted or stained to 
match the color of the door 
or trim, in dead black, and 
in sprayed brass or sprayed 
aluminum. 


No. HO-1335 
(With Hold-Open) 
No. 1335 
(Without Hold-Open) 


























BONMMER 


SPRING HINGE CO 






INC 
EXECUTIVE OFFICE AND PLANT: LANDRUM. 5S. C. 





263 CLASSON AVE. 


CHICAGO: 180 N. WACKER DRIVE 
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News of the Trade 











New appointments. new territories. etc. 


MANUFACTURERS SALESMEN 


Fayette R. Plumb, Ine., 
Philadelphia, has appointed 
George E. McMahan district 
manager covering Nebraska, 
Kansas, lowa, Missouri and 
southern Illinois. The vet- 
eran representative will 
headquarter in Kansas City, 
Kan. L. Grady Gardner, also 
a veteran hardware repre- 
sentative, has been named 
district manager for Vir- 
ginia, West Virginia, North 
and South Carolina, eastern 
Kentucky and eastern Ten- 
nessee. He will work out of 
Greensboro, N. C. 

. 

Thor Power 
Chicago, has made several 
appointments. Walter B. 
Smith has been named dis- 
trict manager of the Mil- 
waukee branch. Theodore E. 
Vocker, former service en- 
gineer replaces him as man- 
ager of the St. Louis branch. 
Five others have been named 
district managers. Harry L. 
Groves, former service en- 
gineer, to Houston; Martin 
A. Bertram, Great Lakes 
manager, goes to Cincinnati; 
Samuel P. Gartland, Chicago 
office, is now in the Boston 
office; Thomas J. Murphy, 
service engineer, to Buffalo; 


Tool Co., 


James Q. Golden, service en- 
gineer, to Atlanta. 
v 
Huffman Mfg. Co., Day- 


ton, has appointed George J. 
Aussem territory manager 
for Indiana and Michigan. 
Mr. Aussem, who joined the 
firm last July, will represent 
Huffy bicycles and power 
mowers. 


Ne 


Stanley Hardware Ilhvv., 
Stanley Works, New Britain, 
Conn., has appointed 
Chauncey M. Squier, Jr., 
representative covering Long 
Island, Brooklyn and Queens, 
N. Y. Mr. Squier joined 
Stanley in 1955 and was with 
American Screw Co., Wil- 
limantic, Conn. 

v 

Youngstown Kitchens Div., 
American Standard, Salem, 
Ohio, has appointed Luther 
N. Newell Florida regional 
manager. W. E. Meeks has 
been named regional man- 
ager for Atlanta and Bir- 
mingham. 

v 


Stanley-Judd Div., Stanley 
Works, Wallingford, Conn., 
has named Richard R. Stan- 
wood representative covering 
Philadelphia, eastern Penn- 
sylvania and the Delaware 
Valley area. 

v 


McKinney Mfg. Co., Pitts- 
burgh, has appointed Edwin 
J. Caine representative in 
southern California. Mr. 
Caine, who joined the firm in 
1956, will headquarter in the 
Los Angeles office. 

7 


DeVilbiss Co., Toledo, has 
transferred D. L. Bohon to 
the home office from regional 
manager of the West Coast. 
Mr. Bohon joined the firm 18 
years ago and became West 
Coast manager in 1953. 
George W. Fulton, West 
Coast representative, re- 
places Mr. Bohon man- 
ager in that area. 


as 














Here is the com 


resist. First 
Nes 


MAGNESIUM 


Model 152-M— 
Retail 


24”—$ 8.00 


ACT TODAY! Send for Literature and Discounts 


EMPIRE LEVEL MFG. CO. 


| 
: 
} 
Survives Accidental Falls ' 
| 


no craftsman san 
mprovement e le tevels in 36 came. 
sgt NE I hag VISION “with Stereoptic Lenses 


veour Stock and dispiay Empire Crystal 
Vision Levels. 


Teols for the Nation's Craftemes 
10926 W. Potter Road. Milwaukee, Wis. 
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No. 243C RediMix 2 in 1 $4.95 complete 


RediMix RediMix “Little Giont™ 
Shrubmaster Lawnmaster Sprayer 


* See page 341 of July 1956 issue of leading consumer research magazine. 






Why stock A 





wher | wite do / 


The RediMix 2 in 1 is the only sprayer . . . for all 


garden needs! Sprays lawns, flowers, and trees! 





@ Sprays flowers, lawns, and @ Dial-A-Spray control valve, 


trees. 


e@ Comes 


zles, instantly interchangeable. 


@ Eye-catching display card. 


Ken* Sprayall RediSprinkler 








STOP PROFIT LEAKS 


Hundreds of dealers have 
discovered the _ effective- 
ness of HARDWARE AGE 
Pocket Want Cards for 
minimizing outs and keep- 
ing track of shorts and 
special requests. 


More than 110,000 
HARDWARE AGE Pocket 
Want Cards have been 
purchased by dealers this 
year. Many have _ reor- 
dered several times. 


Card fits neatly in jacket 
or shirt pocket. Write 
down outs, etc., immedi- 








° 
HARDWARE AGE 
Pocket Want Card 


You can’t self #, unless Ts & eck. Write 
dewn here ef! euts, lew stocks end specie! 
requests. Give size, color, model, etc. Teke 
8 new card each marning. Turn card in each 
even 


tne beck of card, © you coed mare gece) S 











ately, as soon as you discover them. Card 
turned in each evening to store manager for 
review. Take a new card each morning. 


is 


Save time and money. Order a supply now. 
90 cards for $1.00 or 600 cards for $5.00, postpaid. 


Send order with check or money order to 
Pocket Want Cards, Harpware AcE, Chestnut 
& 56th Streets, Philadelphia 39, Penna. 
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with 2 different noz- 


WORLD’S BEST 
GARDEN HOSE 
SPRAYER * 


Built-in Back Siphonage pro- 
tection, new Zamak cap, and 


all brass working parts. 


@ 40% discount on case of 3. 


Write for free catalog of all Sprayers & Nozzles fine 


products or contact your local distributor. 


Garden 


Feeder 














- TUCKER TUCKER 
pert} OUTDOOR 
an _3 FURNITURE 





CAMP COTS : 
Sturdy, compact folding cots available in five sizes. Hard- 
wood frames, painted hardware and extra heavy canvas 
covering. Legs reinforced with “S” iron braces. White or 
Olive Drab covers. 


DIRECTOR'S CHAIR 


Attractive, high quality utility 
chair for indoor or outdoor use. 
Hardwood frame finished in na- 
tural varnish or white lacquer. Seat 
and back made from extra heavy 
canvas and available in olive drab, 
khaki, red, green, yellow or blue. 


Write for catalog and prices. 





TUCKER DUCK & RUBBER CO. 


FORT SMITH, ARK. 
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New Styling, New Colors spark 
retail sales of PROFITABLE 


0-AY 


FIBER GLASS 
JARDINIERE PLANTERS 























Metal stand avail- 
able in dull black 
and copper-tone col- 
ors. Retails complete 
with Jardiniere for 
just $4.98. 


Scroll stand available in 
dull black. Used in halls, 
porches and patios. Re- 
tails for $4.35 with Jardi- 
niere. 


Attractive brass plated 
26"" Chain Hanger is 
fully lacquered to retain 
luster out-of-doors. Re- 
tails for only $1.25. 


Consistently a sales leader, Bo-Kay indoor/ 
outdoor planters are headed for the biggest 
sales year yet! The illustrations show a few 
reasons why—beauty of design . . . graceful 
styling .. . versatility of use. 


Important, too, are the new permanent 
rich-tone colors—turf green, antique white, 
brick red, jet black, lime and terra cotta. 
They last the life of the planter. Painting is 
never needed. Made of fiber glass, the planters 
will not rust or deteriorate with age. 


Fast moving, full profit Bo-Kay planters 
—the line that has gained a reputation of 
QUALITY at popular prices—are available 
through your wholesaler. Call him today or 
write us for the name of the distributor 
nearest you. 


BOHAL 0 wor 


(indoor / outdoor) 





* 4 attractive colors 


*« 4 versatile sizes 
18 - 24 - 30 - 36 inch 

















PLASTIC PRODUCTS CORPORATION 
P.O. Box 857 «+ Cleveland 22, Ohio 








News of the Trade 











NEWS OF 


MANUFACTURERS AGENTS 


Mullins-Holley & Co., Dal- 


las, has just been formed 
by two veteran hardware- 
men. John Henry Mullins, 


who has been a representa- 
tive for about 10 years has 
been joined by Clyde Holley, 
who has covered the south- 
west for Atkins Saw Co. for 
over 20 years. Mr. Holley 
is currently president of the 
Texas Hardware Boosters 
Club. The new firm, located 
at 320-21 Merchandise Mart 
Bldg., Young at Ervay St., 
has one associate, Morris 
Stalcup. 
Vv 


Evans Products Co. Ply- 
mouth, Mich., has extended 
the territory of Julius 
Levenson, Inc., representa- 
tive of New York City. The 
Levenson firm originally 
covered New York, Connecti- 
cut and northern New Jer- 
sey. It now will represent 
Evans wheel goods in this 
area plus all New England 
states, New York state and 
Erie County, Pa. 

v 

Westfield Mfg. Co., West- 
field, Mass., has appointed 
Eric F. Chemnitz Co., Em- 
eryville, Calif., representa- 
tive for Columbia bicycles 
in California, Arizona, and 
Nevada. The Chemnitz com- 
pany its main office in 
Emeryville and a branch in 
Los Angeles. 


has 


Vv 
Jackson Mfg. Co., Harris- 
burg, Pa., has appointed 


Gardner & Meredith, Chat- 


tanooga, representatives for 
garden equipment and con- 





Over 50 years of specialization in design- 
ing and manufacturing hardware for the 
builidng trade. Fine basic materials, pre- 
cision construction and operation are but 
a few of the “reasons why” your trade 
insists upon genuine National of Sterling. 


tractors’ equipment in Ten- 


nessee, Kentucky and Ala- 
bama. 
v 
Ace Products Co., Chal- 


font, Bucks County, Pa., has 
named W. & B. Stone Co., 
San Francisco, representa- 


tive for barbecue tools in 
northern California. 
Vv 


Hildreth-Baker, Inc., rep- 
resentative in Boston, Mass., 
has appointed Harold B. 
Gammell to the sales staff, 
covering New England. 


a 

Bill Reilly Manufacturers’ 
Sales Agency, Harrisburg, 
Pa., has appointed Douglas 
L. Hayward as a representa- 
tive covering Pennsylvania, 
Maryland, Delaware, south- 
ern New Jersey and Virgi- 


nia. He will call on builders’ 
hardware, industrial and 
automatic door control out- 
lets. 
v 

Continental Screw Co.., 
New Bedford, Mass., has 
appointed Joseph G. Flynn 


representative for fasteners 

in Delaware, District of 

Columbia, Maryland, Penn- 

sylvania and Camden, N. J. 
Vv 


Woodhill Chemical Mfg. 
Co., Cleveland, has appoint: 
ed Warren Frenell, Grand 
Rapids, Mich., representative 
for hardware and_ house- 
wares in Michigan. Jack 
Lyle of Atlanta, has also 
been named representative 
for hardware and _  house- 
wares in Florida and 
Georgia. 





Keep ZeZonal in the 


Building Picture and eliminate guesswork! 


Builders’ Hardware of Proved Performance 


1 ia 






reat 
5 


Ra 


MANUFACTURING 


STERLING 





COMPANY ivi inois 
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MILLIONS of BUYERS are URGED to 
buy KEY-BAK Key Reels from YOU! 





Put them on your counter! Watch them Sell! 





POPULAR MECHANICS, SCIENCE & ME 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 











KEY-BAK Key Ree! is 
worn on the belt. It 
carries keys and other 
small objects on a 24” 
long steel chain 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer’s side 


_ 


Pocket-watch size 
Sturdily constructed 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Beilt-loop 
model. MODEL 5, 
Belt-clip mode! 





ORDER FROM JOBBER! 


If your jobber doesn’t carry 
KEY-BAK write us. Come 
packed 6 to Display-Card or 
12 to Display Box 


West of Mississippi: East of Mississippi: 
LUMMIS MFG. CO. CTL COMPANY 
2242 E. Foothill Bivd. 1710 W. Stewart Ave. 

Pasadena, Calif. Wausau, Wisconsin 


Over A Million Key-Baks Sold! 
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MONEY-SAVING PRICES 
TOP QUALITY 
Guaranteed hy DAIDO 


Manufactured in Japan by a 
factory well known for high 
quality products. 





BLACK FRICTION TAPE 


High insulation, strong adhesion 

for all electrical and other uses. 

Uniform quality, low cost. 

Individually packaged ROLLS: 
¥4"" x 6°, 13°, 30°, 60°. 

VINYL TAPE 

Black and colored. 


Individually packaged ROLLS: 





V2" 7 10°," 344"" 1 15°, 30° and 60". VINYL 
All-purpose TAPE 5 ROLLS 
Q i BLACK RUBBER TAPE in Styrol re-use CASE. 
Individually packaged ROLLS: 'deo! for home and school 
3/4" x 11° and 23’. use for gift-wrap, etc. 


RED, YELLOW. BLACK. LT. 


| BLUE, LT. GREEN Self- 
WRITE TODAY for Cutter ROLLS: each roll /5" 


SAMPLES and PRICES x 7'. Packed in attractive dis- 








play box. 
NEW YORK OFFICE: 220 Church Street, New York 13 
CHICAGO OFFICE: 327 S. La Salle Street, Chicago. a mh 
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Quality built 
with mirror-like 


finish! 


Fast-moving, Space-Saving 
GARMENT HANGERS 


. Priced to fit 








every budget! 


Limited closet space in both apartments and homes 
makes Ajax complete line of garment hangers highly 
promotable items in every way—price, quality, appear- 
ance, convenience. Substantial mark-up assures high 


profit return. 


JUNIOR ECONOMY 
“OVR-DOR" 
HANGER 403 


Inexpensive, for hang- 
ing shirts, blouses, 
etc., after ironing. 8” 
arm accommodates 7 
garments. Clamps 
over door, comes 
carded. To retail for 
49c. 


ECONOMY SCREW-ON 
HANGER 401 


Ideal for small closets. 
Can be attached to 
closet rail. 13” arm 
holds 12 garments. 
Foldsdownout of way. 
Comes with colorful 
sleeve complete with 
screws. To retail for 
SYc. 


ECONOMY 
“OVR-DOR"’ 
HANGER 402 


Handy for carrying 
finished ironing from 
laundry to closet. 
Popular over-door 
style with same ca- 
pacity as 401, two 
color sleeve package. 
To retail for $1.00. 


UTILITY SCREW-ON 
HANGER 410 


Heavy quality for 
fastening to door or 
closet rail. Holds 10 
garments In minimum 
of space. Folds down 
out of way. Smartly 
boxed. Complete with 
screws. To retail for 


$1.19. 


UTILITY ““OVR-DOR" 
HANGER 410-0 


Portable and of same 
heavy quality as the 
410. No screws re- 
quired. Comes in 
colorful individual 
box. To retail for$1.29 





Write for full details and prices 


FE. J. AJAX & SONS, INC. 


DEPT. H-1, 92-43rd AVENUE NORTHEAST, MINNEAPOLIS 21, MINNESOTA 
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Multiply 
your rental 
prospects 








Here’s a new rental machine that does the work of 2 for the price of 1. | 
Converts from floor maintenance work to rug scrubber in only 3 minutes | 
... greatly increases rental possibilities. The JW12 rents for 


e Floor polishing, waxing, buffing, scrubbing, steel wooling 
e@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, | 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 








it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 


coupon now. 
SALES AND SERVICE CENTERS IN MAJOR CITIES. 


Pig = 


Attachment for adjusting | 
brush to deep pile 
of rugs and carpets. 


30 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 








669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. PT | 
669 - 20th St., Oakland 12, Colif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. | 





NAME POSITION 





FIRM 





ADDRESS 





ane News of the Trade 


DEALER BRIEFS: 


(Continued from page 162) 


Kallison is noted for his 
“Trading Post” radio pro- 
gram, and his outstanding 
herd of Hereford beef 
cattle. 


Montreal—The new Omer 
DeSerres  Limitee Hard- 
ware is to be opened next 
month. The store is in the 
St. Hubert Street Shopping 
Center, only a few hundred 
feet from the old store. The 





ultra modern building will 
have curtain wall construc- 
tion, trimmed with alumi- 
num molding, and steel 
panels coated with baked 
medium green enamel. The 
building will have four 
levels: basement for hard- 
ware and automotive, first 
floor for sporting goods and 
housewares; mezzanine for 
offices and stock room, and 
an upper floor to be rented. 
The store will be self ser- 
vice with two check out 
counters on each floor. 





Exterior of the new Omer DeSerres Limitee Hardware in Montreal. 





Quaker Industries Buys 
Kentley Corporation 


Quaker Industries, Ken- 
osha, Wis., has purchased 
Kentley Corp., Grand Rapids, 
Mich. Kentley will be op- 
erated as an affiliate. 

Quaker will continue to 
produce Kentley trays and 
Lamvin waste baskets as 
part of their own line. 
Quaker salesmen will handle 
all lines. 


Shafer Retires From 


Beaver; Cassella Named 


C. W. Shafer, vice-presi- 
dent of production at Beaver 
Pipe Tools, Inc., Warren, 


Ohio, has retired after 47 
years of service. 

Mr. Shafer has managed 
plant and production opera- 
tions for the past 30 years. 
He joined the firm in 1912 
as a production worker and 
became vice-president of pro- 
duction in 1943. He was 
elected to the board of di- 
rectors in 1944. 

E. J. Cassella, assistant 
plant manager, has been ap- 
pointed plant manager. He 
joined Beaver in 1954 after 
serving with Bingham-Her- 
brand Corp., Fremont, Ohio, 
and with the New Departure 
Div. of General Motors 
Corp., Bristol, Ohio. 








ee eee @ 





Double Ball-Bearing Wheels 

Exclusive hard tempered wheels 

give amazing performance. 

‘Sha to the Shoe” comfort 

and lance bring extra sales. 

aman other models to choose 
m. 


NEW “SILENT 8" 


Large diameter wheels with 
long-lasting rubber tires. 
Speedy, safe, 
guaranteed. 
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FOR THE 
| MOST PROFIT 
in FISHING REELS 
SELL 
“THE BRAND IN 


GREATEST DEMAND” 


PENN REELS! 


Send for free GB 


supply of new catalogs 
for you and your 


customers 


PENN FISHING REELS 


eee Oe ee ee ee i eee 












DDED STRENGTH 
RIGIDITY and 
aS UNIFORMITY 


WRIGHTWELD HARDWARE 
CLOTH. Added strength, rigid- 
ity, uniformity. Flat wire selvage 
permanently welded to each 
filler wire. Hard drawn wire 
replacing customary annealed 
wire. Heavily galvanized after 
weaving. A major advance in 
the wire cloth industry. Sizes 
2x2, 3x3, 4x4, 





G. F. WRIGHT STEEL & WIRE CO. | 


234 Stafford St. © Worcester, Mass. 

















f] 
GRAND RAPIDS | 








To increase PROFITS 


ADJUSTABLE SHELVES 





Raise, lower, use sloped or level shelves quickly, 
easily. Stronger, store-engineered construction 
shows more merchandise, more effectively at 
less cost. 


DISPLAY FLEXIBILITY 








Add pegboard backs, bins, wire baskets and 
glass banding to fit any merchandise . . . change 
departments overnight without special help. 


More profit in every way AND 
Bulman costs less to begin with! 
WRITE, WIRE OR CALL DEPT. HA-18 


wuz Bulan cone 


Grand Rapids 2, Michigan 


The Greatest Name in Self-Selection 


Canadian Subsidiary: Bulman of Canada (Store Equipment) Ltd. 
4984 Dundas Street, W. 
Toronto, Ontario 
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Wholesaler Presents 1957 Sales Awards 
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Ronald E. Perry, right, receives the Pr 


outstanding sales 


achievement at the 








~ % S 
ee 


esident's Trophy for 1957's 
Warner Hardware Co., 


uj 


annual President's dinner. A $50 gift certificate was also part of 
the award. Warner, a Minneapolis wholesaler, held its dinner 
Dec. 30. L. C. Warner, president, left, presents the award to the 
industrial supplies department salesman as Mrs. Perry looks on. 
Awards of merit were given to Ernest Nelson, wholesale paint 
department and James Nelson, wholesale hardware department. 








ie 


ED M. CAHILL 


Cahill Named Decatur 
General Sales Manager 


Ed M. Cahill has been ap- 
pointed general sales man- 
ager for Burks Pumps of 
Decatur Pump Co., Decatur, 
Il. 

Mr. Cahill was general 
sales manager of A. W. Cash 
Valve Mfg. Corp., dlso in 
Decatur, for many years. 


Hertzberg Names Smith 
Division Sales Mancger 


Eugene J. Smith has been 
appointed sales manager of 
the industrial division of H. 
Hertzberg & Son, Ine., 
broom and mop manufac- 
turer of Middletown, N. Y. 

Mr. Smith formerly served 
four years as Philadelphia 
district manager for Repub- 
lic Molding Corp. Before 
that he covered the same 
area for five years for Car- 
borundum Co. 
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Report On Unit Pricing 
Is Reprinted By Assn. 


Burrows Morley’s speech 
at the Atlantic City conven- 
tion last fall of the National 
Wholesale Hardware Assn. 
on unit pricing has. been 
printed in pamphlet form. 

The speech went into 
considerable detail on the 
paper work that can _ be 
saved if manufacturers will 
price their merchandise in 
the unit in which the dealer 
normally sells to the public. 

Mr. Morley is treasurer of 
Morley Bros., wholesaler at 
Saginaw, Mich. He gave his 
speech as chairman of the 
association’s committee on 
packaging and_ simplified 
unit pricing. 

The pamphlet is available 
from the association at 1900 
Arch St., Philadelphia 3, Pa. 


Johnson Of Wooster 
Heads Merchandising 


Guilford G. Johnson has 
been named general mer- 
chandising manager, a 
newly created position at 
Wooster Rubber Co., Woos- 
ter, O. 

Mr. Johnson, who has 


headed all of the company’s 
advertising activities for the 
past nine years, will con- 
tinue in that capacity and 
will now supervise all sales 
promotion programs of the 
and its’ subsidi- 


company 
aries. 


News of the Trade 








Howard G. Turk 

Howard G. Turk, 64, pro- 
prietor of Henry Clay Paint 
and Hardware Store, 629 E. 
Henry Clay St., Milwaukee, 
died of a heart attack Dec. 1 


Chicago, died Dec. 23 in 
St. Joseph’s Hospital. Mr. 
Silverman had been presi- 
dent of E. Silverman Sons, 
Chicago, for more than 30 
years. The firm was founded 
by his father in 1875. 


at his home. Before going 
into the retail business two 
years ago, Mr. Turk spent Abraham Blank 
30 years as a partner in 
Rr a Abrahz ank. 66 ” 
Frederick Roth Co., whole- raham Blank, 66, opet 
Sept . +s, ator of Coester Hardware, 
sale paint distributor in 1618 Main St.. Brid * 
Milwaukee. ‘ . Bridgeport, 


Conn., died suddenly Dec. 4 
at his home. Mr. Blank 


Henry Sanger operated a hardware store in 


Henry Sanger, 70, co- Black Rock before taking 
owner of Hickman Hardware over the Coester store. 


Co., Hickman, Ky., died Oct. 
18 at Obion County Hospital, 
Union City, Ky., after a long 


Charles N. Steppe 


illness. Charles N. Steppe, 59, 
partner in Steppe Hardware 

. . store, Dieterich, Ill., died 
Milton Silverman Dec. 8 in Union Hospital, 
Milton Silverman, 77, vet- Terre Haute, after an ex- 


eran hardware wholesaler of tended illness. 


W. O. Buffe Appointed 
Armco Sales Manager 





merchant wire products for 
the Sheffield Div., Armco 
Steel Corp., Kansas City. 


W. O. Buffe has_ been Mr. Buffe joined Sheffield 
named manager of sales, jn 1941 as a mail boy and 
reached his most recent 
position as assistant man- 


ager of sales, wire products 
in 1955. 


Locke Buys Moore Div. 


Locke Stove Co., Kansas 
City, has purchased Moore 
Gas Heater Div. of Conlon- 
Moore Corp., Joliet, Ill. 
Locke will continue the man- 
ufacture of Moore’ gas 
heaters in addition to its 
own Warm Morning heater 
and incinerator lines. 





Ww. O. BUFFE 








sate 


Schlafer-Ace officers look at architect's drawing of front for firm's 
new store to be built in Appleton, Wis. The firm recently purchased 
the former Schlafer Hardware & Mill Supplies Inc., business. (See 
H. A. Nov. 21. 1957 issue, page 129.) In the photo, left to right 
are: Rudy Koller, vice-president, Ace Hardware Corp., Chicago; and 
three officers of Schlafer-Ace, John A. Donaldson, Sr., president, 
John A. Donaldson, Jr., vice-president and Robert P. Gross, vice- 
president and general manager. 
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A report in pictures of events in the trade 





HA Photo Angles 























Harold Colombo, proprietor of Sicomac 
Hardware Co., Wyckoff, N. J., won a 
100" portable pipe machine at the Na- 
tional Hardware Show, New York, by Oster 
Mfg. Co., Cleveland. Mr. Colombo is 
about to enter his store where the machine 
has already been put to good use. 





4 


Executives of the Our Own Hardware Co., Minneapolis whole- 
saler, received a record order of kitchen strainers at the firm's 
warehouse. The huge shipment of 144,000 strainers—4,000 dozen 
sets of three—is the largest single shipment ever made by Ekco 
Products Co., Chicago. T. M. Jacobsen (center) vice-president 
in charge of Our Own purchases, and G. W. Jellison (right), 
housewares buyer, inspect the shipment with Don Engelbrecht 


of Ekco. 








» 


Executives of the American Ma- 

chine & Foundry Co. at the AMF 

: Wheel Goods Division's recent 
national sales convention at Little 
Rock, Ark. The 1958 Roadmaster 
Pleasure Liner (shown) and the 

Flying Falcon bicycles were intro- 

duced to 20 representatives at 

the three day session. Left to 

right: Guy Campbell, executive 

vice-president, Wheel Goods Div.; 

Homer Mueller, sales advisor, 

AMF Cycle Co.; Norman Winter- 

| mantel, president, Wheel Goods 
7 f Div.; L. E. Wilson, sales manager, 
Junior Toy and BMC Div.; Frank 

Canker, general manager, Cycle 


Div. 
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Classified Opportunities Section 









Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
SO ; 
Each additional word........... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded te box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








We Need A Few More 
REPRESENTATIVES 
Who Are Men of Action! 


If you already have an established 
following among hardware whole- 
salers, electrical or plumbing job- 
bers, you will recognize the vast 
profit potential in EASY-HEAT— 
the complete freeze-protection 
line. These popular Do-It-Your- 
self kits cover Heat Tape, Band 
and Cable models, including the 
first completely automatic unit 
with built-in thermostat. Products 
are guaranteed to prevent pipes 
from freezing—protect farm wa- 
terers, roof gutters, trailer plumb- 
ing, hot beds, etc.—to 50° below 
zero. National advertising. Liberal 
commissions. Incentive plans. 
Write for full details of attractive 
sales plan. 


WELCRAFT PRODUCTS CO., INC. 
Dept. HA, New Carlisle, Ind. 











Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers. Protected 
territories. Established business. Will also consider 
sideline man or manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALES REPRESENTATIVES WANTED 
by manufacturer of lambswool floor applicators, 
refill pads, polishing bennets and discs, wash 
mitts of all types, sponges, genuine imported 
chamois, and scouring pads. We are prime sup- 
pliers, with a complete product line. This is a 
top quality line, received with enthusiasm by all 
professional cleaning supply distributors. All our 
products are strongly merchandised and competi- 
tively priced. Send full information about your 
self in first letter, stating lines now carried, terri- 


HOSE © SPRINKLERS © SPRAYS 


Salesman wanted, calling on 
retailers and jobbers, trades 
of all descriptions. The most 
complete line of its kind. Com- 


mission basis. 


Address Bex 1131, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 

















SALES REPRESENTATIVE WANTED 


WHOLESALE HARDWARE 
NEW ENGLAND TERRITORY 


Address Box 1227, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We offer a 
good staple line of 23¢, 49¢ and 98¢ paints, low 
priced gallon paints and a nationally advertised line of 
popular priced paints on a commission basis. This 
merchandise has mass market appeal. Every store 
selling paints is a good prospect. Write advising age, 
marital status, territory covered, how often you cover 
it and lines now carried. 

Address Box 1217, care of HARDWARE AGE 

Chestnut & 56th Sts.. Philadelphia 39, Pa. 














SALES REPRESENTATIVES, COMMIS- 
SION BASIS, to handle attractively priced and 
quality line of residential locksets for well estab- 
lished manufacturer selling to lumber, building 
material and hardware trade. Address: Box A-24, 
care of Harpware AGe, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of HarpwaAre Ace, Chestnut & 56th Sts., Phila. 
delphia 39, Pa. 





EXCELLENT LINE for sales representatives 





tory covered, and all trades sold to. Several | calling on the retail trade in hardware, depart- 
choice exclusive territories now open. Beverly | ment, variety and chain stores. Good commission. 
Manufacturing Co., 10 Roland St., Boston 29, | Write: Midwest Plastics Mfg. Co., 208 Bates 
Mass. Avenue, St. Paul 6, Minn. 

SIDELINE SALESMAN WANTED FOR MANUFACTURER’S REPRESENTATIVE 
WEST VIRGINIA, Ohio, Indiana and Illinois. | WANTED to sell popular repeat specialty to 
Selling direct from Manufacturer to Retail Hard- | wholesalers and jobbers. Old established manu- 
ware Dealers. Nice line of dog collars and har- | facturer. Excellent commissions. Exclusive terri- 
ness, cow and horse halters and other leather | tory now available in most states due. Please 
goods items. Very liberal commission. Address: | state type of trade covered and lines carried. 
Box A-28, care of Harpware Ac, Chestnut & | Address: Box 1008, care of HARDWARE AGz 


56th Sts., Philadelphia 39, Pa. 
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Chestnut & 56th Sts., Philadelphia 39, Pa. 





MILL SUPPLY AGENTS 


A LEADING NEW YORK CITY HOT 
ROLLED STEEL WAREHOUSE HAS 
THE FOLLOWING OPEN TERRITORIES 
FOR REPRESENTATION: NEW YORK 
STATE (Except Metropolitan N. Y.) 
PARTS OF CONN., NEW ENGLAND, 
NEW JERSEY AND PENNSYLVANIA. 


Ideal opportunity for salesman now 
calling on metal and large indus- 
trial mill supply users of supplement 
earnings on commission basis. 


We have the most complete HOT 
ROLLED inventory in New York 
City area and are in a position to 
give your accounts excellent service. 


Address: Box A-30, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 




















SALESMEN WANTED 


The Robeson Cutlery Company has openings in its 
sales department for several qualified salesmen to sell 
quality cutlery to department stores and hardware 
stores in the states of Michizan, Indiana, Kentucky, 
West Virginia and Pennsylvania. Salary and com- 
mission arrangement. A real lifetime opportunity for 
qualified salesmen. Mail complete resume to Sales 
Manager, Robeson Cutlery Co., Inc., Perry, New York 














WANTED: MANUFACTURERS REPRE- 
SENTATIVES now calling on hardware distrib- 


utors to sell newly developed hardware and 
garden tool items. No competition. Nothing like 
it on the market today. Commission basis. Please 


state territory covered and lines carried along 
with complete resume. Everything confidential 
Several territories open yet. Write Yetter Manu- 
facturing Co., Inc., Colchester, Illinois. 








—_—$—$ —————$—$ 


MANUFACTURE OF FAST SELLING 
ARESOL AIR REFRESHERS and Fire Extin- 
guishers (labeled and private branded) Wants rep- 
resentative for both type of sales, all territories 
open, commission basis. State in first letter area 
covered, type of trade! Aresol use is constantly 
growing, join us and build your future! Write 
teday to: W. FREEMAN, SHIELD CHEMI 
— CO., 50 Brook Road, Needham Heights 94, 

ass. 
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Representatives Wanted 


Accounts Wanted 


Help Wanted 








PAINT SALESMEN (2) WANTED 


The right men have a substantial drawing account, top 
commissions and established territories waiting for 

- We manufacture full lines of do-it-yourself 
shelf goods and painters’ white goods and have volume 
discount and private label setup- for big buyers. All 
replies will be held in strict confidence, our men know 
of this advertisement. 


Address: Box A-27, eare of HARDWARE AGE 
Chestnut & 56th Sts.. Philadeiphia 39, Pa. 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 














MANUFACTURERS AGENT WITH TOP 
LINES requires salesmen on split commission 
basis. Several areas open in thirteen Northeastern 
States. We regard this as excellent opportunity 
with ultimate participation ownership of corpora- 
tion if satisfactorily productive. Address: Box 
A-32, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality, competitively 
priced, paint brushes of every description; pure 
bristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 
tected territories, all shipments prepaid. State 
tull particulars in first letter. All replies con- 
fidential. Address: Box 1128, care of HARDWARE 
Acg, Chestnut & 56th Sts., Philadelphia 39, Pa. 





Accounts Wanted 

















LINE WANTED 


First Class Southern Sales Organization trav- 
eling five men, wants additional jobbing line. 
Aggressive and well financed with warehouse 
and office facilities in Central Florida. Line 
should have Summer Sales Appeal, real merit, 
be priced right. Write, Wire, Phone 


A. W. Thacker Co. Clermont, Florida 








SALESMEN WANTED 


To Call on Dealers and Large Consumers 


Selling our famous Goodyear Roof Coat- 
ing—(used all over the world) and our 
full line of high quality standard and 
special purpose paints and enamels. We 
also have a sensational winter item that 
will sell more than ten million pounds 
this year. Any man with even ordinary 
ability and ambition can make big money. 


Consolidated Paint & Varnish Corp. 
Dept. HA, Willey Ave., Cleveland 13, Ohie 




















Consistent, Conscientious, Concentrated 


coverage of metropolitan 
New York and New Jersey 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 
(We get results) 

















CALIFORNIA 


Experienced sales organization with 
warehouse facilities will handle your 
sales promotion to hardware, house- 
wares, rack jobbers and chains. 


Address: Box A-33, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











LINE WANTED 


Well established with three manufacturers. Can give 
good representation to one more aggressive company. 
Interested in hand or elec. tools, hardware specialties, 
garden equipment. Many years of good relationship 
with all classes of wholesale trade. If you have a 
line of merit with or without establishment we can 
give you excellent results in OHIO, MICH., IND., 


a “) KENTUCKY. Your requests for references 
nvited. 
Address: Box 26, eare of HARDWARE AGE 


A- . 
Chestnut & 56th Sts., Philadelphia 39, Pa 











RELIABLE REPRESENTATIVES 


Currently calling on Wholesale Hardware, Mill 
Supply. Marine Supply and some miscellaneous 
manufacturing trade in southeastern § states 
from Virginia to Florida. Interested in one 
or two additional lines with volume possibilities. 


Address Box {219. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















TEXAS, OKLAHOMA, LOUISIANA, AR: 
KANSAS. Aggressive, hard-hitting sales organt- 
zation. Complete coverage housewares, hardware, 
premium and promotional fields. Seeks one addi- 
tional line of merit. Address: Box 1123, care of 
HarpwareE Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





WE ARE WHOLESALE JOBBERS OF 
HARDWARE, Housewares, and Electrical goods 
selling through catalog to Hardware and Variety 
stores covering eastern and southern states. Seek- 
ing items of merit and sales appeal manufactured 
or imported. Will stock or act as factory rep. 
Can add salesmen if necessary. Carol Sales Co., 
61 East llth St., New York 3, N. Y. 





MANUFACTURER’S REPRESENTATIVE 
NOW DOING business with all Wholesalers in 
Kentucky, Indiana and Virginia, wants a second 
line of merchandise with volume sales _ possibili- 
ties. Address: Box 4200, Pittsburgh 2, Pa. 





HAVE AMBITION—WILL WORK—have 
sales know-how—will use—have good connection 
in Connecticut and Massachusetts—Will use— 
stable hardware line or related lines. Address: 
R. J. Godcher, 15 Dewey Ave., Meriden, Conn. 
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ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT 
STORES, RETAIL HARDWARE AND LUM. 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in 
the above states is interested in launching and 
pioneering new products and established lines with 
volume sales possibilities. Our salesmen are not 
‘‘order takers” but professional salesmen who will 
detail, introduce, merchandise, promote and SELL 
your product to the retail trade. Our services also 
include professional advertising, promotion and 
merchandising assistance, along with a successful 
sales record. Complete warehouse and billing fa- 
cilities available. Address: Birkbeck Brothers. 
Inc., 70 North York Road, Willow Grove, Penna. 





MANUFACTURERS REPRESENTATIVE 
COVERING WASHINGTON , Oregon, Idaho 
and British Columbia 12 years’ experience in 
this area. Calling on Hardware jobbers, house- 
ware jobbers, chains, department stores, hotel 
supply, etc. Seeking one or two top grade lines. 
Best of references. Address: Box 1121, care of 
HaRDWARE Acs, Chestnut & 56th Sts., Philadel 
phia 39, Pa. 


Business Opportunities 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus today. 

J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 














MOST SENSATIONAL OFFER’ EVER 
MADE! Your name and address embossed FREE 
in beautiful, raised letters. Permanent and dis 
tinctive. Eliminates hand stamping. Any quan- 
tity—any assortment. Ask for bulletin No. 857. 
HAZELTON CHAIN CO., 81 Kemble St., Rox- 
bury 19, Mass. 





FOR SALE: Western Iowa Modern Hardlines 
and Automotive supply store. Annual gross $70,- 
000, Rent $250.00, Inventory $18,000, fixtures 


valued at $6000, parking lots adjoining. Price 
$18,500.00. Address: Box A-10, care of Harp- 
warE Ace, Chestnut & 56th Sts., Philadelphia 


39, Pa. 








MANUFACTURERS REPRESENTATIVE— 
SERVICING Paint, Hardware and Garden Sup 
ply Wholesalers, Large Retail and Department 
stores, Metropolitan New York and Long Island 
Territory. Wishes additional lines including 
Powermower, Handmower and Spreader Line. Ad- 
dress: Box 1203, care of Harpware Acr, Chest- 
nut & 56th Sts., Philadelphia 39, Penna. 


FOR SALE: Small Hardware Store in Smith- 
ton, Westmoreland County, Penna., owner wishes 
to retire. Will finance purchase. Does Cash 
business only. One owner past 30 years. Laugh- 
rey & Sons, Real Estate, Scottdale, Penna. 








FOR SALE: Old established Hardware Indus- 
trial and Contractors supply business. Distributor 
for 30 manufacturers, some wholesale. Located 
Delaware Valley. Long term lease. Address: 
Box A-ll, care of Harpware Acer, Chestnut & 
S6th Sts., Philadelphia 39, Pa. 





Help Wanted 


Positions Wanted 








VICE PRESIDENT—SALES 


An Al Midwest hardware manufacturer 
needs a hard-hitting man to direct their 
Sales organization. Some traveling neces- 
sary. Unusual opportunity for advance- 
ment, if qualified. Preferred age 30 to 50. 


Address: Box A-3i, care of HARDWARE AGE 





Chestnut & S6th Sts., Philadelphia 39, Pa. 





HEADQUARTERS: PITTSBURGH, 
PENNA. Will give good coverage in Western 
Pennsylvania and/or West Virginia and Ohie 
for manufacturer. Experienced in Builders Hard. 
ware, electrical and plumbing supplies. Mechani- 
cally inclined with good sales record. Age 36, 
with ten years’ road experience. Will entertain 
either direct dealer sales or distributor accounts. 
Address: Box A-13, care of Harpware AGB. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















MANAGERS AND ASSISTANT MANAG. 
ERS for large retail hardware in the San 
Fernando Valley——-20 miles from Los Angeles. 
Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrical 
and plumbing departments. Excellent opportunity 
tc grow with an organization that is growing with 
the West. Live in the fabulous San Fernando 
Valley with its year round Summer. Write full 
details to Box 830, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








EXPERIENCED WHOLESALE HARD- 
WARE MAN in buying, credits, collections 
pricing, quotations, customers phone calls, Sales- 
man needs, Catalog work, inventory, Expediting, 
etc. Good at figures, and details. Graduate Col- 
lege Business Administration. Thorough knowl- 
edge of hardware field, moderate compensation 
acceptable. Would consider part inside and out- 
side arrangement. Address: Box A-29, care of 
Harpware Ace, Chestnut & 56th Sts., Philadel- 
thia 39, Pa. 
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prepackaged 


ANDI-Ro; 





TRADE MARK 


FLY SCREEN 


for quicker, 
easier sales 


@ pre-cut to 66” lengths; 28”, 32”, | ®AN | 
36” widths : NERO. 

e . 
@ each 12-roll, self-display carton 4 == 
occupies less than one square foot | < 
of floor space 


@ normally supplied in aluminum; 
also available in galvanized steel 
--. all prime Gold Strand® screen 
cloths, not short ends 


@ easy-to-follow instructions in 
every Handi-Rol 

@ quick-deliveries available from 
conveniently located warehouses 


Order Handi-Rols from the CFal Sales Office nearest you. 


CFal WICKWIRE 


HARDWARE PRODUCTS 
THE COLORADO FUEL AND IRON CORPORATION 


THE COLORADO FUEL AND IRON CORPORATION—Albuquerque * Amarillo 
Billings * Boise * Butte * Denver * El Paso * Ft. Worth * Houston * Lincoln (Neb.) 
Los Angeles * Oakland * Oklahoma City * Phoenix * Portland * Pueblo 
Salt Lake City * San Francisco * San Leandro * Seattle * Spokane * Wichita ¢ 
WICKWIRE SPENCER STEEL DIVISION—Atlianta * Boston * Buffalo * Chicago 
Detroit * New Orleans * New York ¢ Philadelphia 5692 





" 











= 








HIGH VISCOSITY 
p 6WERY DENCTRATING 








Start The New Year |j/ 
Right. With Hoppe's 


Take full advantage of the good will and 
acceptance that Hoppe’s No. 9 Solvent, 
Patches, Oil, Gun Grease, Gun Cleaning 
Packs, Gun Cleaning Rods and Gun Clean- 
ing Outfits enjoy among gun owners and 
shooters. Get the sales cooperation that 
Hoppe’s wide spread advertising offers you. 
Your jobber handles Hoppe’s 
— ASK HIM. 














Frank A. Hoppe, Inc. 
2314A North 8th St. 
Philadelphia 33, Pa. 
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WESTERN WIRE protects the Plumber 








NO SHARP EDGES 





















































(eS AFE-T-EDGE 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All 
sharp edges removed from SAFE-T- 
EDGE. Work flows faster! Modern 
packaging reduces “handling” time 





for everyone! Speeds inventory! 
Order SAFE-T-EDGE from Western 
Wire Products Company! 





HANDY 
PACKAGES 
Pull from box 
as needed. 


50’ and 100’ coils. 
Plain or galvanized. 
No. 5/0—%/,x24 GAUGE 
No. 0000—%/,x22 GAUGE 
No. 000—%,x20 GAUGE 
No. 00—%/,x18 GAUGE 


Bulk orders: 
Any size bundle 
Any length strip or coil 


WESTERN WIRE PRODUCTS COMPANY 


1415-1431 South 18th S#., St. Louis 4, Missouri 













OTHER IMPROVED 
PLUMBING PRODUCTS 


WIRE PIPE HOOKS—Standard 

and Thrift. Plain and Coppered. 
FLATTENED LAG SCREWS with bolts. 
HANDY ANDY VISE STANDS 
COTTER PINS—All sizes. 


SEND FOR CATALOG TODAY! 








It’s ‘““Easy-Wrap” Season 


‘““EASY-WRAP”’ 


® Stops Pipe Sweating 

¢ Insulates Hot Water Pipes 
® Helps Prevent Pipe Freezing 
© /mproves Room Appeararice 





It is a quality glass fibre insulation and an 
outer-wrap vapor sealing tape designed for 
the do-it-yourself home owner. All you do is 
put it on your counter and replace it as fast 
as it sells. Quick, easy profit for you. 


Order from your jobber 


Packed: In individ- R H re) PA * P | N C ° 


val “Eye-Stopper”’ 
Display Carton. 
3419 Cleveland Street, Skukie, Ilinois 
(RE EE UATE ERE 





One dozen car- 
tons in Master 
shipper. 
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MARSHALLTOWN TROWEL COMPANY e¢ MARSHALLTOWN, IOWA 





‘ — 
Write for Free Literature SCR EW AN CH ORS — Molly Corp., Reading, Pa. 


PLATT CLIP | | 


‘the ADJUSTABLE SPRING CLIP" 


Designed with Dual-Arc* to pre- 
vent twisting from fastened 
position. Finger Grip action holds 

smooth handles. A variety 
of sizes for every purpose. 
> Makes perfect 90° corners Shtioter - Platt clips sell themselves! 


» A quality clamp at a low price catalog sheet © | | A fast moving repeat 
>» Large — 2%” capacity and price list 


sale item. 


*Patented. * 


A. 1. PLATT CO. Fairfield, Connecticut 
































GUNVER cold-rolled steel 


CORNER CLAMP 


CADET MODEL B-214 
























...for every man’s Home Workshop 




























If your wholesaler cannot supply you, write direct. 











Headquarters for 


STAIR 
TREADS 


Contact your wholesaler or write 



























A retail sensation last Spring. 
Over 40 Million sold this year. 
A really professional type 
plant-growing container in an 















CARPET-LIKE 












































: _. i directly to: 
attractive resale package. A 3 
MUST for every Garden Center. M 
Resale package of 24.... 98¢ New Tile Treads 
Resale package of 12.... 59¢ K— > 
ute». Through your wholesaler or write All weights—all sizes 
ol Solid or Marble Colors 
ODUCTS MFG. CO., 1461 W. FULLERTON AVE., CHICAGO 14 Curved Nose or Full Riser re en PANY 




















... Bakelite Furniture Rests and Caster Caps 


REMCO 
<< Furniture Rests 


are made from ma- 













Cushion Rest 
Drive on type 
Sizes: 2”, 236” § 7 


lite plastie. 
rubber inserts help 
absorb vibration. 
Needle point nails 
go easily into wood- 
en chair legs. Pin- 
tle types equipped 
with %” universal 
















Drive on Type neck cockets. 
Sizes 1”, 
lly”, 2" REMCO 


















Makers of World Famous 
DOMES of SILENCE 


or Caster Cups-> 
are of large diameter, shatterproof, ma- 
hogany in color. They help save car- 
pets, rugs, floors from being depressed 
by heavy casters, etc. 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


PINTLE TYPE—Sizes 1'/2”, 2” 
Ask your jobber or write— 
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NEW FREE FLOOR FIXTURE 





NO. C120 


FIX-UP 
PAINT-UP 
TOOLS 


~ la 


<" ae 


MORE SALES POWER ol \ | 










Here is self-serve selling at its best. A 542’ wine 
and gold, revolving, all wood fixture. Features 
17 individually carded Hyde Fix-Up, Paint-Up 
Tools. Only 14” square of floor space required 
for Fixture. Beautiful tower FREE with this 
assortment. 


BLACK AND SILVER 
6 each C2E-142” Elastic Putty Knives 
6 each C2S-142” Stiff Putty Knives 
6 each C2E-3” Elastic Wall Scrapers | * 
6 each C2S-3” Stiff Wall Scrapers | Ti 64 a 
6 each C2E-4” Elastic Joint Knives a - 
6 each C2E-5” Elastic Joint Knives : <<. ‘ 


BLUE DIAMOND 
6 each C3E-144” Elastic Putty Knives 
6 each C3S-144” Stiff Putty Knives 
6 each C3E-3” Elastic Wall Scrapers 
6 each C3S-3” Stiff Wall Scrapers 
6 each C3E-4” Elastic Joint Knives on Whi: 
6 each C3E-5” Elastic Joint Knives i 
PAINT SCRAPERS ~ ™ . | 
6 each C83 with 212” Blade 
6 each C85 with 142” Blade a 
24 each 80-3 Blades 
12 each 79-3 Blades 
6 each C8 Bent Scrapers 


mOVdS SSAI NI UALSVA STOOL AUOW TITAS OL WIIS AGNV ‘T'IVSL 


ORDER NOW FROM YOUR WHOLESALER 





Dealer Sales List $130.14 
Dealer Profit 52.06 
Dealer Cost 78.08 


guy be Weight, Tower 
ool 
HYDE MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 











NO CHARGE FOR TOWER 








AJittihg-) os - ie 


Parade of PROFIT-MAKERS! 


-.»- tops in Product, 


“Op 


Mo 


HAWTHORNE © 


Braided Cotton all- 
weather line .. . “‘pre 
stretched’ for more 
strength, longer 
wear. Gleaming 
white. Won't kink or 
ravel, easy to tie 
Popular price. 2 con 


nected 50’ continuous # 


length hanks, each in 
clear film bag. 12 
hanks in self-display 
carton. 


TWINES and 


STAY CLEAN 
TWINE 


Polished and unpolish- 
ed twine and cable cord 
in exclusive clear film 
package. For office, 
plant, farm or home 

Ever-wrapped, ever 

ready, saves time and 
twine! By the Ib. in 
'o-lb. balls Polished 
only, ‘“‘consumer-type”’ 
ball, by the dozen, pop- 
ularly priced 


ALL-PURPOSE 


Versatile weather 
strip to seal windows, 
doors, screens, cracks 
around window air 
conditioners, sinks, 
floor moldings etc. 
Won't crack or peel, 
stands up inall 
weather. Can be 
painted. Comes in 
white, gray and brown. 


SALES - -° 


Package and Display! 


SELL SHUFS 


TU oe thump PY, 


, 


c bf 
. * Guaranteed by ” . 
Nationally (Good Housekeeping ) Advertised 
qn . 


TIGER LILY * 


High grade vinyl 
plastic extruded over 
tire cord rayon core 
More strength, less 
stretch. Colorfast 
Azure Blue, Pin-up 
Pink, Tiger Yellow, 
Mint Green and 
white. 2 connected 
50’ continuous length 
hanks, each in clear 
film bag. 12 hanks in 
self-display carton. 
‘Two sizes #5 and #7. 


100% NYLON 
CORD 


Solid braided. Great 
strength and abrasion 
resistance. Inert to 
fungus, mildew and 
mold. Weather resis 
tant in fresh or salt 
water. ‘wo connect- 
ed 50’ or 100’ contin- 
uous length hanks 
each in clear film bag 
Also in coils. #4 
1'4 85 #6 


GARAGE or 
OUTER DOOR 


Won't crack or peel, 

Seals out weather 

Absorbs shock and 

reduces noise. Moist 

ure resistant Out 

wears other types 

Unique shape fits 

most door bottoms. ‘‘Do-IT-YouRSELF”’ kit 
contains 9 ft. strip, nails and instructions. 


4 
"4S apveatsto WE 


AZALEA” 


Tightly braided cot- 
ton. No. 7 line. High 
grade cottoncore. “‘Pre- 
stretched’’ for more 
strength, less stretch. 
All-weather, highly pol- 
ished white line. No 
kink, no ravel. Two 50’ 
or 100° connected con- 
tinuous length hanks, 
each in clear film bag. 


REDWOOD* 
SASH CORD 


**Pre-stretched”’ tightly 
braided good quality 
cotton. Extra strong 
greatly exceeds U. S 
(;overnment breaking 
strength requirements. 
Unique finish with- 
stands adverse weather 
and extreme abrasion 
Two connected 100’ 
continuous length 
hanks, each in clear 
film bag. Packed 12 
hanks in. self-display 
carton. 


CASEMENT 
WINDOW 


Effectively seals 
wood, steel, or alu- 
minum casement 
windows. Easily 
and quickly in- 
stalled with adhes 
ive. Won't crack or 
peel, moisture and weather resistant. Cuts 
fuel bills, eliminates drafts and dirt.**Do-It- 


‘‘Do-IT-YouRSELF” kit con- am Packed 12 to carton, one gross to shipping YOURSELF’ kit contains 18’ strip and tube 
tains 18’ strip and quantity of x= container. Ass't colors: white, gray, brown. of adhesive. Gray only. 12 kits to carton, 12 
tacks. Packed 12 kits to self- : Also in 100’ reels cartons to shipping container. Also tn 500’ 
display carton, 12 cartons to ee reels 
shipping container. Also in 500’ es 
reels. 





CLOTHES LINES « TWINES Shuforg 


PRESSURE-SENSITIVE PAPER TAPES 
SASH CORDS « WEATHER STRIPPING 
COTTON & RAYON YARNS e¢ EXTRUDED PLASTICS 


ithe oc ed "bee, ‘880 


Mills 
NICK ORY : " INC 





World’s Largest Manufacturer of Cotton Cordage 





